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You will know the 


MASTER STILLSON 


by the new 
RED LACQUER HANDLE 
and by the 


diamond trade-mark 















which proves it’s 


GENUINE 
















New, Better, Distinctive 
to Brighten Up Your Sales 


The new Walworth Master STILLSON stands 
out like a lighthouse from all other pipe wrenches 
—in durability, lasting strength of the teeth, and 
general toughness. 








And it stands out just as distinctly in appear- 
ance as it does in performance. That’s what will 
bring your customers back to ask for “the wrench 


with the red handle”’—the Walworth Master 
STILLSON. 


WALWORTH 


Walworth Company, General Sales Offices: 51 East 42nd St., New York 
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yOHANMA SiyeER 
with BE THERE! 


Johanna, the pirate maid, with 
her saucy smile and her wondrous 
treasure of anew silver thought 
for the women... and a new 
silver profit for the merchant. 


GENERAL 


CANADA. 





21 22 23 24 25 26 





THEY’LL BE TUNING UP THE WEDDING BELLS 
THIS WEEK ... and every silvery note will be making the wedding guest 


thank Heaven that this 1s 





What do you say .. . we make it the biggest 
silver se//ing week in all the year of 1928? 
We can do it! Color pages in the national 
magazines are heralding the news, to women 
from one ocean to the other. 

Get ready to collect on this selling oppor- 
tunity. Write for window cards, signs, folders, 
newspaper electros and mats, etc., to help you 
get your share of the Pieces of 8 Week Sales 
.... Write zow for the plans... so ” needn t 


miss a sale. 


1847 ROGERS BROS 


SILVER PLATE Q 
SNOT 


OFFICES: MERIDEN, CONN, SALESROOMS: NEW YORK, CHICAGO, SAN FRANCISCO 


- INTERNATIONAL SILVER COMPANY OF CANADA, LIMITED, HAMILTON, ONTARIO 
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Do You Sell the Householder? 


ACH year an increasing number of tools are sold to the house- 
holder. In fact, this market is broader than sales to the car- 
penter and other workmen. 


Dealers who carry the Greenlee line of Auger Bits, Expansive 
Bits, Chisels, Bit Extensions and kindred tools are fortunate in that 
Greenlee Tools meet the exacting requirements of the artisan as well 
as the pocket book of the householder. 


A reasonable replacement policy, fair margin and quick service 
are other factors which are increasing the number of retail dealers 
who carry the Greenlee line. 


If your jobber can’t supply you, write for 
catalog covering the complete Greenlee line. 


Sales Offices and Warehouses 


New York: 126 Chambers St. 
Boston: 63 Commercial Wharf 
Philadelphia: 403 Commerce St. 
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Advantages 


No Merchant 
Should Overlook 








People fought the telephone, they scoffed at the first 
automobiles, and whooped with derision at the sug- 
gestion of heavier-than-air flying machines. But now 
that these inventions are established in our daily life, 
we are ready enough to believe when we hear of new 
inventions that greatly improve them. 


It is natural that a newcomer in the field should build 
better than those who went before; he is spurred on 
by competition, and he is able to profit by the mis- 
takes and shortcomings of others. The Remington 
Arms Company would never have gone into the cash 
register business unless they could make better 
registers 


Merchants were quick to understand this. In their 
eagerness for new methods that would help them 
make more money they turned to Remington Cash 
Registers. They found really modern machines with 
improvements that they had always wanted, but 
never could get before. They found registers with 
new and exclusive features that enable them to 
handle store transactions with greater ease, speed, 
and accuracy, and which gives them greater control 
over their business. 


Remingtons are made in many styles to suit many 
kinds of stores; but on every Remington there are 
valuable improvements that are found on no other 
machine. 

Ask for a demonstration and learn how a modern 
Remington Cash Register will increase your profits. 
Sales and Service Offices are in more than 200 of the 
principal cities of the United States and in Montreal, 
Toronto, Windsor and Vancouver, Canada 


REMINGTON CASH REGISTER COM- 
PANY, Inc. 
Factory and General Sales Office, Ilion, New York 
Subsidiary of Remington Arms Company, Inc. 


Makers of Remington Firearms, Ammunition, Cutlery and 
Service Machines 





“THE ONLY WAY TO GET ALL 
THE REMINGTON FEATURES 
IS TO BUY A REMINGTON” 





The Remington 
Check Printer 
Model B No. 244 


NO HANDLE TO 
TURN — NO 
MOTOR TO BUY. 


The Remington 
Model A No. 436. 





Remimegton, Cash Registers 


1928 R. C. R. Co. 
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The application of Weather 
Strip is not seasonable 


The rains of Spring. The dust of Summer. Countless homes 
need Weather Strip protection from these nuisances, so damaging 
to health and furnishings—and now is the time to install it. Win- 
dows and doors should be weather-stripped before painting. Talk 
weather strip when you talk paint, putting health preservation at 
least on an equal footing with wood preservation. 


The accumulated experience of over 59 years of manufacture is offered in 
Bosley’s Weather Strip. The complete line includes every style or type. 
Sold by the millions of feet and can be bought from the leading jobbers. 
Demand Bosley’s—If your jobber fails you write us. 


THE D. W. BOSLEY COMPANY 
Chicago Montreal 








3 | Trade Mark Registered | 





Your grandfather 
bought good Weather 
Strip from 
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Why All Hardware Merchants 
Should Sell Atkins Silver Steel Saws 


(1) BECAUSE Atkins Silver Steel Saws are 
the standard for excellence the 
world over. 


(2) BECAUSE Atkins Saws are distributed by 
the leading jobbers, and sold 
by the best hardware stores 
everywhere. 


(3) BECAUSE Atkins Saws are beautifully 
finished, scientifically designed 
and labelled distinctly. 


(4) BECAUSE Atkins guarantee their saws to 
work easier, cut faster and last 
longer than others. 


(5) BECAUSE the Atkins line is complete. 
Atkins Saws fill every demand 
for the carpenter, farmer and 
mechanic, and they are guar- 
anteed to be free from de- 
fects of any character. 


Ask for “Sawology” and 
Atkins 1928 Catalog 


E,.C.ATKINS & CO. 


ESTABLISHED 1657 THE SILVER STEEL SAW PEOPLE 


Home Office and Factory, INDIANAPOLIS, INDIANA 
Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Complete Stocks In The Following Cithess 
Ort —— a 

New eons tt 

New kmey City Paris. france 

Portiand.Ore- = wencouver,B.G 


SILVER 
STEEL 





“THE 400” SKEW BACK 


Finest hand saw in the world. Silver Steel, Atkins 
exclusive formula. Two-way taper ground; mirror 
polish. Skew or straight back in wide or ship pat- 
terns. Fitted with Improved Perfection Handle of 
rosewood, piano finish—prevents wrist strain. 





ATKINS No. 65 


No. 65; a very fine high-grade saw made from Silver 
Steel; furnished in wide or ship pattern, straight 
back. Applewood handle, perfection pattern. <A 
favorite with expert carpenters. 








ATKINS No. 1—NEST OF SAWS 


No. 1; Nest of Saws; should be in every carpenter’s 
kit. Consists of keyhole, compass and pruning saw 


blades with adjustable handle. 





ATKINS No. 28—CARPENTERS’ HANDY SAW 


No. 28 Carpenters’ Handy Saw; Silver Steel blade, 
applewood handle, carved, varnished and polished. 
A necessary saw for carpenters, stairbuilders and 
cabinetmakers. vt 





ATKINS No. 27—STAIRBUILDERS’ SAW 


No. 27 Stairbuilders’ Saw. Made in lengths of 6, 
8 and 10 inches; blade, 134 inches wide; adjust- 
able to different depths; 10 points to the inch. An 
essential tool for high-grade saw users. 
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Why Modern Carpenters and Mechanics Purchase 
Atkins Silver Steel Saws and Tools 









ATKINS No. 53 
No. 53. A skew back saw, furnished in regular or 
narrow ship point patterns. Handle of applewood, 
improved perfection style. One of the best saws 
that money, skill and brains can produce. Damas- 
keen finish. Cuts fast, free and easy. 





ATKINS No. 51 

No. 51. A fine high-grade saw, made of Silver Steel; 
Damaskeen polish; furnished in skew back regular 
width or ship point patterns. This saw is fitted with 
the old style block handle, which is preferred by 


some carpenters. 





ATKINS No. 100 
No. 100 Flooring Saw. Designed for sawing into 
flat surfaces, such as floors, platforms, etc., without 
necessity of boring or using keyhole saw or chisel. 
Point toothed on both edges. Made of Silver Steel, 
genuine applewood handle. Furnished in 18-inch 
length only, 10 points to the inch. 





ATKINS No. 50 
No. 50 Coping Saw. A high-grade, durable and rigid 
coping saw; frame 7% by 4%. MHandle attached 
with malleable iron threaded ferrule—making it 
strong and stiff. Very moderately priced. 






ATKINS No. 3—PLASTERING TROWEL 
A strictly high-grade tool for the discriminating user 
of the highest grade trowels. 
Made in lengths of 10, 11 and 12 inches, and in 
widths of 4% and 5 inches. 





(1) BECAUSE of the material, Silver Steel. 
Atkins exclusive formula, 
which gives the saw edge 
holding qualities that cannot 
be surpassed. 


(2) BECAUSE of the Improved Perfection 
Handle, the handle that pre- 


vents wrist strain. 


(3) BECAUSE of the development of the 
two-way taper grinding found 
only in Atkins Silver Steel 
Saws. 


(4) BECAUSE of the original Damaskeen 
and Mirror polishes, which 
not only produce a beautiful 
saw, but makes sawing faster 
and easier. 


(5) BECAUSE Atkins Saws are a vast im- 
provement over all other 
makes, and the best for cut- 
ting green or wet lumber, as 
well as the finest cabinet and 
interior work. 


The live dealer likes to sell them 
because he makes a quick profit. 


E,.C.ATKINS & CO. 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 
Home Office and Factory, INDIANAPOLIS, INDIANA 


Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Complete Stocks In The Following Cities: 


Franci 
Aerie New Geteane Senmreneteee 
Chicago New York ClY Paris, France 
Minneapolis Portiand.Ore. = Vancouver, B.C. 


IKINS 
ina" SAWS 
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A leader 
if there ever 
was one! 











IS year Nesco’s greatest! This 
year your greatest if you stock, 
display and push the Nesco line. 


Nesco Stoves have won the life- 
time friendship of women in the 
one and only way that a stove can 
win it — by their inherent quality 
and value, their simplicity and econ- 
omy of operation, and their day- 
in-and-day-out dependability. 


This year the line is greater than 
ever — for you and for your trade. 
There’s a full value stove for every 


if ‘ 
eh as high 


FF 


Backed by 44 million sales-building advertisements in 23 great magazines. 


household purpose — a stove that 
gives clean, fast gas heat without 
smoke or odor. 


The wave of popularity that is 
sweeping Nesco on to greater sales 
heights will reach your store if you 
stock, display and push the line. 


Write or wire us or your jobber for 
complete specifications. 


NATIONAL ENAMELING & STAMPING CO., INC. 
Executive Offices: 425.East Water Street, Milwaukee, Wis. 
Factories and Branches: 


Milwaukee New York Chicago Philadelphia 
St. Louis Baltimore Granite City, Ill. New Orleans 
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Every stove that’s 
not a range needs 
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a Nesco Oven! 
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Libbey -Owens 


flat-drawn clear sheet glass 


with 


Uniform quality always 








~~ 





I DEALERS 


everywhere prefer LIBBEY-OWENS flat- 
drawn clear sheet glass because they 
have learned from experience that it 
is always uniform in quality. 


This month, last month, next month—its 
quality is always the same—always high. 


This uniformity—a real asset to the 
dealer who prides himself on keeping 


. the goodwill of his trade —is the result 


of the exclusive process of manufacture 
used by LIBBEY-OWENS. 


By this process glass is produced which 
is truly flat, uniform in thickness and 
strength, which.can be cut, handled and 
glazed with a minimum of breakage, 
and which has a brilliant lustre suitable 


for the finest windows. ° 


LIBBEY-OWENS glass is the only nation- 
ally advertised window glass. Ask your 
jobber for it by name, and cash in on 
the rapidly increasing consumer interest 


in this quality product. 


THE LIBBEY-OWENS SHEET GLASS COMPANY 
TOLEDO, OHIO 


whe: 


LIBBEY-OWENS FLAT-DRAWN CLEAR SHEET GLASS FOR WINDOWS 





Distributed Through Representative Glass Jobbers and Used by Sash and Door Manufacturers Everywhere 
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100 feet of chain is packed 
in a strong cloth bag with 
fixtures for attaching to 
sashes and weights—handy 
and ready to use on the job. 


@ PRODUCT OF THE 


CHAD) COMPANY. ine 
in business 


—_———4 forYour Safety 


ne 





Use This Counter Display 








Sash Chain 


to Contractors and Builders— 


ACCO Sash Chain is being widely advertised to 
Contractors, Builders and Architects. Chain for sus- 
pending windows in homes is being used to a greater 
extent each year, as well as in all types of buildings. 
A stock of ACCO No. 8 Sash Chain will prove a 
profitable investment. 


Carpenters prefer ACCO No. 8 Sash Chain because 
it is easier to install. Contractors prefer it because it 
is quickly installed and will last indefinitely. 


—to Home Owners 


Home owners and prospective home buyers quickly 
recognize the advantages of ACCO Sash Chain— it 
will not cut or fray. ACCO Sash 
Chain is made of copper - bearing 
steel, coppered or galvanized finish. 


It is a constant reminder to your 
customers to attend to windows 
that need repairing. Each box con- 
tains 16 feet of chain—in four-foot 
lengths—with the necessary attach- 
ments for one average size window. 
Ten boxes to each carton. 


It will pay you to put this attractive 


display on your counter 


AMERICAN CHAIN COMPANY, Inc. 


BRIDGEPORT, CONNECTICUT 
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Full-page advertisements are 
telling millions of women 
about this $5.15 worth. 


New colored food displays help you sell bigger orders 
of *P YREX ovenware. Display them prominently. 


A $55 SALE to 


every PYREX Ovenware customer! 


T. M. Reg. U. S. Pat. Off. 


O your customers know that they can completely 
equip their kitchens with enough *PYREX oven- 

ware for all ordinary baking purposes for only $5.15? 4 

This fall, PYREX ovenware advertisements are 


telling them! 








10 *PYREX pieces 
—vnly $5.15 





























Housewives everywhere are learning that a wide Covered Casserole—No. 623 round, 
‘ ° No. 653 , No. 633 l, 
variety of PYREX pieces can be bought for only $5.15. $66: 645 sdiiow—enediaen sine. 63:75 
And the enormous number of inquiries they are Se nse ane Se 
ai directly t that 1 th 6 Custard Cups, No. 410—new size .60 
sen _ irectiy to us proves at women weicome = Pie Plate, No. 209—medium size .90 
$5.15 idea. Loaf Pan, No. 212—medium size... .90 
Why not sell your customers the same idea? Each Retail Total $5.15 
PYREX ovenware sale you make will run into more 
‘ _ (Not a “Set”—all regular open stock items) 
money—your profits will be bigger. J 
Display helps ready—Attractive color inserts of actual baked 
foods for the best-selling PYREX pieces are being supplied 
free to help you cash in on this idea. Your post card to us Get aboard our 5:15 on the 
will bring them to you promptly. road to larger profits! 


PYREX SALES DIVISION 


T. M. Reg. U.S. Pat. Off. 


CORNING GLASS WORKS 
Corning, N. Y. 


*Trade-mark Reg. U. S. Pat. Off. 


























HARDWARE AGE for MAy 17, 1928 


There is a Difference in Pumps 


i ape i 








en ae 


Recognizing that the demand for real value grows day by day— é 
realizing that the standards of yesterday will not answer for the 

standards of tomorrow—your pump business as well as our own 
depends entirely on the elements of progressiveness and aggres- 7 
siveness that enter into it. 


ei 


The demand of your customers and your efforts to supply them 
with a modern line of Pumps like the Myers—the pumps that 
have long been famous for their neatness of design, attractiveness 
of finish, ease of operation, larger capacity and 
more service years—will mean better and more 
profitable pump business for you. 





BSS IR BARGE 8 88h 


Myers Well, House and Cistern Pumps are in accord with modern 
tastes and requirements. The easy operating, rolling motion cog 
gear head, the non-corrosive glass valve seat, the adjustable base, 
the full size and full weight cylinder, the galvanized set length— ; 
a point by point analysis, finds them superior to many other types 4 : 


of pumps. 


LEEMERS 


There’s a possibility that you are not familiar with the MYERS 
Line of Pumps and the opportunity it presents for increased pump 
business on a more profitable basis. If such is the case, or if 
you have not received a copy of our No. 60, Complete Catalog, 
write or wire us. 


SR is 


TH FL.E.MYERS & BIRO.¢o. 


ASHLAND, OHIO. 


Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every Purpose. 
WATER SvSTENS na WAY and GRAIN RIN UNLOADING. TOOLS | BARN.F FACTORY end 





“7. Take Off Your-Hat—# 
oO The hy, 


PUMPS - WATER SYSTEMS -HAY TOOLS -DOOR HANGERS 
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Genuine Champion 


Screw Drivers 
Standard for 44 Years 















Blade forged 
from toughest 
steel. Every 
blade tested to 
split a screw 


head. 


Blade cannot 
work loose or 
turn in the 


Always in Demand 















No tool can survive the test that has made 


Siti, Sandie the CHAMPION Screw Driver the 
srip. CHAMPION for 44 years and retain that 
wie” title unless the construction backs up the 


quality. 


The carpenter, the electrician, machinist 
and home owner have all tested CHAM- 
PION Screw Drivers thoroughly. 


Their answer is: Nearly 300,000 sold last 
year proves the demand for a tool that 
honors its name by defending its quality. 


If not, write to us and we will 
wet i refer you to the nearest jobber 
| who will. 


Your Jobber will supply you. 








3 
ok 
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_ EERE E@PRAE 
Giagy (HARDWARE COMPANY » 


Reg. U: S.. Pat. Of. 
Established 1854 Incorporated 1864 
TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers Street 
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IT’S THE Finish 
THAT COUNTS 


~#>] THE OLIVER CARRIAGE BOLT }4+- 


HE superior finish on Oliver Bolts and Nuts is but 
one evidence of their high quality. They are uni- 
formly accurate—free from burrs and scale, and under 
the surface—strong, sound and flawless. 

Not only does the finish enhance the quality and 
appearance of your product —but where rapid assem- 
bly is a problem, it means substantial savings.in time 
and labor costs. 


“Look for the ‘O’ on the head of 
all Oliver Bolts!” 


OLIVER IRON AND STEEL CORPORATION 


South Tenth and Muriel Streets 


PITTSBURGH, PA. 
Established 1863 
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This damper locks itself 
right and at once~in to stay! 


the Griswold Reversible Steel Spindle 
Damper. It has no up or down or front or 
back—because of the patented reversible fea- 
ture. Pierce any stovepipe with the sharp 
point of its spindle. Insert the spindle into 
the cast iron plate from either end, turn the 
handle either way—it locks at once. Positively. 
In to stay. The nickel-plated ferrule protects 
the spring and insures long life of the damper. 


Pim never have trouble with 


Show this patented reversible feature to 


GRISWOLD 


Reg. U. 8. 


men who put in dampers. It sells them. It 
is an absolute guarantee to them against any 
damper trouble. Griswold Reversible Steel 
Spindle Dampers are in sizes 4 to 9 inches 
inclusive. Also Griswold non-reversible 
damper, size 3 inches; furnace pipe sizes, 14 
to 18 inches inclusive; and oval dampers 4 to 
8 inches. Obtain these dampers direct from 
your jobber, or if he cannot supply them, we 
will send bulletins and prices on request. The 
Griswold Mfg. Co., Erie, Penna., U. S. A. 


Vakers of Extra Finished Cooking Utensils in 
Cast Iron and Aluminum, Waffle Irons, Food 
Choppers, Reversible Stove and Furnace Pipe 
Dampers, Fruit Presses, Mail Boxes, Bolo and 
other Portable Bake Ovens, Gas Hot Plates, Elec 
tric Waffle Bakers and Electric Hot Plates. 


“THE LINE THAT’S FINE AT COOKING TIME” 


Pat. Off. 
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our duty to You 


ECAUSE we have a very definite obli- 

gation to our dealers, every item of 
merchandise we handle is continually sub- 
jected to a most rigid scrutiny. Quality, 
price and value are checked with competi- 
tive lines. The selection made is the one 
that best fits the requirements of the market. 


For four years we have distributed Mansfield 
Tires with great success. In addition to meet- 
ing our requirements, in every way, these 
tires have been found exceedingly profit- 
able by retail dealers who handle them. 


Today, Mansfield Tires are firmly established as 
an outstanding leader in the major selling lines. 


RE Se RS BERS eS 


They are the kind of tires we want to sell you 
—and the kind you want to sell your customers. 





We will gladly furnish complete de- 
tails of the Mansfield dealer proposition 
to any dealer located in our territory. 


THE GEO. WORTHINGTON CoO. 


CLEVELAND «: OHIO 
Established 1829 
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OULD you believe that 

pots and pans could rival 

gowns and finery in ap- 
peal to the feminine shopper? 

Some pots and pans do! The expe- 
rience of one of Chicago's big de- 
partment stores proves it. 

This store dressed one of their 
State Street windows with Vollrath 
Waré in Colors. The intention was 
to display it for a week, according 
to custom. 

The window stood for five full 
weeks, so much attention did it 
draw. The buyer for the store said 
that never before had kitchenware 
held the interest of the passer-by 
so long. 

This was on State Street. But 
State Street is only Main Street 
multiplied many times. The women 
who see its show windows are no 
different from those who pass by or 
gaze at the displays in smaller 
towns. They are all alike—they all 
crave color for their kitchens such 
as Vollrath Ware now offers in two- 
color harmony. 


Two-Color Harmony 


This love of color is not the prod- 
uct of any locality. It is an instinct. 


Trey all crave color for their 
kitchens such as Vollrath Ware 
now offers intwo-color harmony 























Two-Color Harmony 
Vollrath Ware in Colors comes in the following 


beautiful two-color combinations: Apple Green, 
with Ivory lining—Delft Blue, with Tan—Mandarin 
Red, with Vollrath Gray—Tangerine, with Indian 
Yellow—Vollrath Gray inside and out, with Red 
trim—Cerulean Blue, with White lining—Indian 
Yellow, with White lining ... all in addition to 
the standard white ware, with blue bead. 
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Siate Street and Miszin Srreet 


women are all alike 


All women have it. All women 
need only to see some Vollrath 
Ware in Colors to want it. 

And in this new-style enameled 
ware the natural love of color meets 
its fullest gratification. For in Voll- 
rath Ware in Colors are blended, in 
perfect harmony, two or more colors 
in every utensil—exteriors of one 
color, with linings of harmonizing 
hues. Many enameled wares have 
colored exterior surfaces but with 
only the ordinary white lining. 

If you are looking for something 
to stimulatt interest in your house 
furnishings department . . . if you 
are looking for something new with 
which to attract people into your 
store... and if you want a line of 
merchandise with a pull in it such 
as you have never witnessed before 
—put in a display of this new Voll- 
rath Ware in your windows and see 
the results. 

Our salesman will be glad to give 
you full particulars. Or write us 
and we will see that you get the 
whole story. 


THE VOLLRATH COMPANY 
Established 1874 
Sheboygan Wisconsin 
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34-gauge each way 


No. 33 gauge each way 


14 Mesh, No. 33 gauge each way 
16 Mesh, No. 33 gauge filler 


No. 34 gauge warp 


No 


Our other Brands Screen Cloth 


9 
? 


Cortland Black Enameled 


12 Mesh 


16 Mesh 


ge wire is 
se and crosswise. 


i 


Only full gau 


WICKWIRE BROTHERS 
used, both lengthw 


Screen Cloth is made from Open 


Hearth Steel produced in our own fur- 


naces. 
Every process is under our expert 


No screen cloth is better than its ma- 
The wire is drawn in our own mills. 


supervision. 


terial. 


mier 


Pre 
Wickwire Bronze 


Wickwire 


White Metal Finish 


to the product. 


d the name WICKWIRE 
service is woven in 


BROTHERS guarantees that lasting 


Each brand meets every standard re- 
quirement an 


Write your Jobber for Full Information and Prices 





INCORPORATED 1692 


PSSST ESSE SSS SS STATA S HSS S SESS S SHES SS SSS SSS SESS TESS SSE SSS SCS ERTS ESSS SESS SERS RE STRESS TESS SER ETEE HERE eee ee 


SSCS SASKSR ESLER STH SSSSSCSSHK SSS THAR STKE SSHSSESCASSSEER ERSTE SSSSERESESSEESEEESESSTE See ee ee 


feSSeeeeeseeses 


Peeeeunes 


PSSSSSSSSSSS SESS SHS SSCS SSCS SSE SESSESSSKRSSSSESSSSKECRASKSEERSSSSSKESKESEESSSESETERERSERSEE ETE SEEeeeceeEe: 


PSSCSSSSSSSLS SESS HSKSRETTSCCSSSRHESCCETAK SETHEKK SSSET ESSEC S TREES ERASERS HESS SSHEKESEESESESESESe eee eee seE 


































































HARDWARE AGE for May 17, 1928 





2% 
2 


oo 
igor ore et 


| ee 
* 
=o 


Aopen enn tone ene te 
el eS ee ee 
{ ‘2 
-—-aidies FO.) + 
het eeee Loe, - 
t 
ro 
Fl etaneeaenied 


oad = s+ 


Note tyler en | rep aenwe: 











There is PROFIT 
in PAGE PROTECTION 


There is a natural demand from 
property owners for the protec- 
tion of PAGE FENCE. You can 
profit from this demand by dis- 
playing PAGE FENCE. 


Its handsome appearance and 45 
years of reputation for QUALITY, 


make it a rapid seller and a good 
profit-earner. ° 

PAGE LAWN FENCE is made in 
two styles to meet price require- 
ments. Your name amd address 
will bring complete information 
and prices. 


PAGE STEEL and WIRE COMPANY 


BRIDGEPORT, CONNECTICUT 


Fence Department 
District Offices: 
Chicago New York Pittsburgh San Francisco 
An Associate Company of the American Chain Co., Inc. 


In Canada: Dominion Chain Company, Limited 
Niagara Falls, Ontario 
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Special Announcement 





You can get the famous “Moly-D”’ 
handle—the one that you have 
wanted—on your carbon steel goods. 






Ring prevents grip from turning 
— steel caps reinforce prongs— 
no rivets to weaken the wi 


Ask Your Jobber 


for the “Moly-D” Handle 


gtd now you can get carbon steel shovels with the 
famous “Moly-D” handle. This is the handle that 
for years has distinguished Wood’s Mo-/yb-den-um Steel 
(“Moly”) shovels. It is the one that miners, firemen, 
shovel men swear by. 











Note the construction—the grip fits a manvsized fist. It . 
can’t slip in the hand. It is wide and comfortable. And 
there are no odd corners to make the knuckles swell. 






This grip is so made that it cannot split nor become loose. 
Note the detail of the construction above. 






The strain is placed against the grain —as in a baseball 
bat. This means fewer broken handles « . . . longer ser- 
vice - + + lower costs for the man who pays the bills. 


This is a big selling point in WOOD, STUART, and PIQUA 
brands of shovels, spades, and scoops. Ask your jobber 
to fill your orders with shovels equipped with ‘““Moly-D”’ 
handle. If he cannot supply you, write to us direct. 


THE Woop SHOVEL and Toot Co. 
Piqua, Ohio 


Manufacturers of the well known WOOD, STUART, and PIQUA brands of carbon steel shovels, spades and scoops 
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Will Your Business Survive? 


HE Census of Distribution conducted by the 

United States Bureau of Census has revealed some 
startling facts. Many hardware retailers are on their 
way out of business! Why? 

Don’t try to fight chain competition by handling 
cheap merchandise. Fortify your business with a 
modern up-to-date scientific display system, and 
handle superior goods. The volume of buying today 
is upon impulse, from what the customer can see, and 
examine. 

For over 40 years Warren has specialized in hard- 
ware merchandising problems. As a result the War- 
ren Display System is scientifically designed to impel 
the customer to shop all over the store. Every item 
wf your stock is scientifically placed where your cus- 
tomer can see it, examine it, and buy it. With the 
Warren System you can expect from 25% to 100% 


Over 2300 Installations in 44 States 


WARREN 


The J. D. Warren Mfg. Co. 





208 W. Washington St. 


Quicker Turnover with Display Tables 


Increase your number of Display Tables and your 
sales will increase likewise. Warren Display Tables 
can’t be beat for value, quality and service. Our 
prices are based on a quantity production, with a 
resulting low cost. Send for Display Table Folder 
describing and illustrating many designs. Check and 
Mail the Coupon. 





sales increase with your present floor space, and with- 
out additional overhead. 


Warren Sectional Display Fixtures are easily and 
quickly installed. Being sectional and standardized, 
they can be rearranged at any time to meet different 
requirements from year to year throughout the vari- 
ous departments of your store. Warren Fixtures are 
the most economical because of their permanence 
and soundness of construction, and their definite 
resale value. 


It is a simple matter to start with one department, 
even with just a few display tables, and work on 
through the store in a systematic manner. Thus the 
initial installation can demonstrate its efficiency and 
pay for itself in increased sales before further invest- 
ment is made. 


Free of charge and without 
obligation to purchase Warren 
engineers will be glad to pre- 
pare and furnish you a sug- 
gestive plan for your store 
arrangement. 


Fill Out and Mail the Coupon 





Chicago, Illinois 


. 
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© THE J. D. WARREN MFG. CO. 4 
= 208 W. Washington St., Chicago, Illinols 4 
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By lew S. Soule 








Chain Store Competition 


Location a Factor but Not the Factor 


S the advantage of the chain store, in its competi- 
tion with the independent retail merchant, due 
to location? 

To a certain extent, yes. 

Chain stores choose their locations carefully. There 
is no hit-or-miss attitude either as to town, or street, 
or corner. When a chain decides to open a new store, 
trading communities. are first carefully investigated. 
This investigation includes the purchasing power of 
the community, the number of competitors, and the 
quality of the competition. 

Having decided on .the town, the next step is the 
location in that town. Checkers are placed at the 
various locations to accurately record those who 
pass. The count is not limited to an hour or a day. 
It is a complete check, showing how many people will 
pass the given point, on an average, each day. From 
these figures the chain store experts are able to esti- 
mate very closely the number of people who will 
enter the store, the number who will purchase, and 
the average amount of sales. The store is then in- 
stalled, and if the estimate fails to work out in prac- 
tice, the store is moved. 

You know how the average hardware man starts 
in business. When he has accumulated a few thou- 
sands of dollars, and decides to become a merchant, 
ot first looks for a town in which he would like to 
ive. 

There is little or no investigation of buying power, 
number of competitors, or quality of competition. 
It is largely a matter of personal liking for the lo- 
cality, rather than community need for a new busi- 
ness enterprise. Having found a town to his personal 
liking, he next looks for a vacant store building. There 
is no checking of people who pass, of well traveled 
streets, or of strategic locations. 

The general idea seems to be “get into business 
and let the dear public discover us.” Sometimes we 
are lucky in striking a good location. Often we are 
not. 

Yes—undoubtedly location has something to do 
with the growth of the chain store and the competition 


it furnishes. Chain stores depend heavily .on the 
sales power of merchandise itself, when prominently 
displayed. They must have good locations in order 
that their window displays may influence people to 
come in and buy. If the chain stores chose their 
locations as the average independent retail merchants 
do, chain store competition would be a joke rather 
than a serious problem. 

But, location is not the only reason why chain store 
competition is a problem in the hardware business. 
It is not even the main reason. 

In all the better towns and cities of this country 
there are hardware stores in choice locations, on well 
traveled streets. Many of these stores are well ar- 
ranged, with large well assorted stocks and good show 
windows. And yet, the proprietors of these stores, 
with few exceptions, find chain store competition a 
problem. 

Why? It would seem that they have an equal 
chance in most essentials and a distinct: advantage in 
being active, important members of their communities. 
There must be some other factor or factors which have 
a subtle effect on the minds of the consuming public, 
otherwise the chain store with its comparatively small 
number of hardware items could hardly be recognized 
as a serious competitor of efficient hardware stores.. 

We will leave out of the discussion the inefficient 
hardware merchant. So long as he remains inefficient, 
any competition will be serious to him. What the 
hardware trade generally is interested in is the mer- 
chant who is doing his level best to be efficient, but 
who still finds his competition serious, outside the 
regular hardware channels. 

Location is not the answer to his problem. Neither 
is quality, variety or display. It is something deeper 
than all this—something which the manufacturer, the 
jobber and the retailer must work legitimately to- 
gether to solve. 

The new competition has gone far beyond the in- 
dividual competitive stage. It is no longer a one-man 
problem. 


This is the fourth of a series of articles in which the 
Editor of Harpware AcE will discuss Chain Store Com- 


petition tm all its phases 
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This window and the one on the opposite page form the physical 
catalog of the Wm. Purdy Hardware Co., New York City. Well 
designed and properly lighted, so as to avoid sun glare, they have 
made a great improvement in the sales volume of the store amid 

keen competition 
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Drawing the Motorist’s Dollars in the 
Most Competitive Market 


ACING every 
known type and 
phase of competi- 

tion and plenty of it 
Jean Blair makes definite 
sales’ progress each year and improves the an- 
nual profits of the Wm. Purdy store at 370 Eighth 
Avenue, New York City. Over a period of years the 
business has developed to a point where auto accessories 
dominate, and the shelf hardware, tools and electrical 
sundries represent less than half of the gross volume. 
Jean has a hobby. It is better merchandising. He 
recognizes that New York City has more retail auto 
accessory stores than any other city in the world but, he 
says, it should have, for there are more motorists here 
than in any other city or similar metropolitan area. In 
other words, he isn’t scared. Prices worry him the least. 
If he has a real worry it is only the fear that he may miss, 
unavoidably, an opportunity to study some other man’s 
experiences in modern retailing, or that at some associa- 


Wm. Purdy Hardware Stores 
Benefit by Merchandising 


tion meeting which he 
may have to miss there 
will be a speaker who 
knows merchandising. 

Whenever ___ possible, 
Blair visits other retail stores. He always invites 
his hosts on such visits to inspect the Purdy store. He 
isn’t afraid to swap ideas with competitors. In fact, he 
makes a practice of offering all he knows in exchange 
for the available ideas of others. 

Purdy’s new store with its David Lupton’s Sons all- 
steel fixtures was installed about a year ago. In that 
short time the entire store has been rearranged about 
five times. Why? Because Blair was learning new 
wrinkles or getting ideas. He wasn’t always sure of 
the wisdom of some changes but he tried them-anyway. 
If there is a new car on the market or a new model of 
a well-known firm, Jean looks it over; sizes up the aux- 
iliary accessory sales possibilities and conducts his sales 
and advertising campaign accordingly. 
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He has studied store and window lighting and has 
found that an amber light in the daytime kills that sun 
glare which spoils so many window displays. Jean has 
not only insisted upon frequently changed attractive 
window displays, but has gone ahead and merchandised 
these displays to his prospects. In 
his circular advertising a_ recent 
store window display is reproduced, 
with the large inviting suggestion: 
“Watch Our Windows.” He rec- 
ognizes the value of his windows 
and wants his trade to consider them 
the physical catalog for his store. 

Purdy gives no mechanical ser- 
vice in any department. All goods 
are sold on a strictly over-the- 
counter merchandise basis. All dis- 
plays are clearly price marked. 
New goods are featured as such. 
If practical, Blair and his associates 
try out for themselves new acces- 
sories. This enables them to put 
pep into their sales work. For ex- 
ample, hydraulic auto jacks are now 
on the market with a price range 
to suit every pocket. Jean has tried 
them all out and is selling two or 
three sizes and prices, which he has 
found efficient. 

A few months ago a prominent 
member of the Manhattan and 
Bronx Hardware Association (Jean is treasurer) visited 
the store. Blair did not seek compliments. He asked 
what was wrong with the store. The visitor suggested 
several minor changes. They were made then and there. 
Most of them have proved O. K. The changes which 
did not work out satisfactorily were forgotten and the 
status quo resumed. Two representatives of HARDWARE 
AGE spent part of a Saturday afternoon watching the 
store in action. At supper Jean gave them the third 
degree, made notes and on Monday morning the Purdy 
store was just a little different. 

E. B. Gallaher, Editor Clover Business Service, and 
a recognized authority of economics and merchandising, 





The first page of a completely illustrated four 
page circular which the Purdy store mails out 
regularly to customers and prospective customers. 
The windows are here given the main prominence 


spoke at a local hardware meeting, after which Mr. 
Blair drove him to the Pudry store, turned on the lights 
and solicited criticism. He got it, too, and plenty of it. 
Mr. Gallaher noted particularly the absence of value- 
creating messages on price and display cards; to wit, the 
undisputed information that a cer- 
tain group of small articles were 
spark plugs at a given price. He 
suggested a brief suggestion that 
Blank spark plugs improve ignition, 
and the price and so forth. The 
next day the cards were altered 
one by one. 

Summing it up, Jean wants to 
meet everyone with ideas. He reads 
trade papers thoughtfully. He at- 
tends every possible association 
meeting and absorbs the full bene- 
fits of such cooperative thinking. 

These are some of the reasons 
why Jean Blair is not afraid of 
competition. These are some of 
the reasons why his business is 
steadily forging ahead. 

Blair is fully aware of the neces- 
sity of putting his ideas and those 
he gains from others to work. As 
has been pointed out many times by 
Harpware AGE, the best idea in the 
world is of no use unless you act 
upon it. Here is where the Purdy 
store benefits. It might be said of it that it has a tre- 
mendous staff of thinkers working in its interest, be- 
cause Blair puts their best ideas to work for him im- 
mediately. 

Note in the photograph of one of the windows repro- 
duced below, that the circular signs are so placed as 
to avoid obstructing the view of the merchandise. 
People are attracted by the goods displayed and will 
look for the signs when they are interested. The mer- 
chandise having created a favorable impression the 
signs supply the description and price information and 
the customer is well on the way to making a purchase 
when he enters the store. 





Here is one of the successful window displays of the Wm. Purdy hardware store 
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Why Not Put Yourself on the Hardware 
Map in Your Own Home Town? 


By Saunders Norvell 


HE last two articles on cutlery have brought 

forth a number of letters, especially from retail- 

ers. These retailers are interested in knowing 
what they can do to increase their cutlery business. 
What can they do to become recognized in their towns 
as the*headquarters for the sale of cutlery? One of 
these dealers writes me that he is handicapped because 
his location is on a side street. It is difficult for him 
to compete with the department stores, especially for 
women’s business and kitchen cutlery, because all the 
women in the town visit the department stores, while 
their visits to the hardware store are only occasional. 
“How can I draw these women up the side street to 
look over my line of cutlery? Will quality advertising 
do it? I admit I have been advertising cut prices, but 
the cut price appeal does not seem to work. Now, 
please write me what I can do,” This letter states very 
frankly a condition and not a theory. In answering it, 
I propose to write something that has often been on 
my mind. 

I have heard that one of the greatest weekly publica- 
tions in this country, when they wished to increase their 
circulation, established a nation-wide system of employ- 
ing boys to go from house to house soliciting subscrip- 
tions. This was never considered “undignified.” I have 
heard that this nation-wide publication gained more sub- 
scriptions by this method than by any other. I have 
constantly read in the trade papers and I have heard 
at hardware conventions a good deal about house-to- 
house canvassing. I have been interested in this sub- 
ject of selling from door to door. 

One day one of the leading men of one of these can- 
vassing concerns dropped in to see me. He talked very 
frankly about their business. Upon being questioned, 
he told me the great difficulty in that business was the 
“turnover” in their force of salesmen. He said they 
would employ salesmen and train them, and just as soon 
as they were good they could get a job as salesman for 
some other concern and make more money than they 
could in door-to-door canvassing. “Besides that,” he 
added, “these door-to-door canvassers do not like their 
jobs. It hard and disagreeable work. Frequently they 
do not get very courteous receptions. It isn’t nice to 
have the front door slammed in your face by a busy 
housewife.” These canvassers have their troubles! 

Then only recently a gentleman called on me who is 
interested in the sale of vacuum cleaners in foreign 
countries. He told me in Europe his concern had eleven 
thousand house-to-house salesmen. “Well,” I inquired, 
“what do you get for your cleaner?” He replied that 
the price, if I remember it correctly, was $59. But his 
salesmen were trained to sell extra attachments, and 
with all the extra attachments the ‘price was $75. 
“There is more profit,” said this gentleman, “in the ex- 
tra attachments than there is in the cleaner itself.” Then 
this manufacturer added that they were building up a 
very large business in the United States on the same 


system of house-to-house canvassing. That night when 
I returned home I asked what kind of a vacuum cleaner 
we used. I was informed that a salesman had called 
at the house that day. He had taken in the old cleaner 
and given a certain allowance for it, and then he had 
sold the new cleaner at a certain fixed price. “What was 
the price?” I inquired. “Well, the price was $59, but 
he gave us an allowance for the old cleaner.” “Did 
you buy anything extra?” I asked. “Oh, yes. He had 
a lot of extras for the cleaner, and with these extras the 
total price was $75.” Then I laughed. While I was 
talking to the manufacturer and he was telling me about 
the handsome profit they made on the “extras,” a sales- 
man was selling my own family the cleaner with these 
extras. However, as we did not care to buy on the in- 
stallment plan, we did receive a five per cent discount for 
cash. 

“Well,” I asked, “what else have you been buying 
from house-to-house canvassers?” Answer: “Mainly 
brushes. We have been buying our brushes for sev- 
eral years past from a certain brush concern. The sales- 
man calls with a full line of samples. He even deliv- 
ers the goods. We like their brushes and we also like 
the salesman.” ‘Well,” I inquired, “how about cutlery? 
Where do you buy your butcher knives and kitchen 
knives?” “Most of our kitchen knives we buy from 
the five-and-ten-cent store because the servants are so 
careless in handling them. They throw them out with 
the slops. We have bought eight kitchen knives in the 
last year. At first we bought good ones, but this was 
so expensive that we decided to give the servants noth- 
ing but cheap knives.” This part of my report is not 
encouraging, but it is true. 

“Now wouldn’t you like to have a good sharp butcher 
knife—one with the bladé of good steel that would stay 
sharp?” “Yes, we would. Our. knives just now are 
very dull.” “How about a carving set—wouldn’t you 
like a good sharp carving knife?” “We certainly would, 
and we would especially like to have one of those long, 
curved, thin-bladed steak knives.” All right! “Has a 
house-to-house canvasser ever called selling cutlery?” 
‘No, we never saw one.” “Has anyone ever called from 
the local hardware stores trying to sell cutlery—butcher 
knives, rubber hose, wire cloth, or anything of that 
kind?” “No, we have never had a call from our local 
hardware dealers. Once a long time ago we believe 
that a hardware dealer in New Rochelle (a neighboring 
town) mailed us a circular with hardware prices.” 
“Where do you buy most of your hardware?” “In New 
Rochelle.” “Why do you buy there?” “Because the 
hardware dealer there has a large and complete stock. 
He carries a lot of things, and we have a monthly bill 
with him.” “Why don’t you patronize the several hard- 
ware dealers in our own town?” “Well, it is just as 
easy to get into the car and go to New Rochelle and 
bring the things home with us in the car.” Now the 
above is my own home report—boiled down as much 
as possible. It is evident from this report that for some 
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reason the several retail hardware dealers in our home 
town are losing out on our business! 

Personally I have never entered but one hardware 
store in Larchmont. At that time I wanted to buy some 
chain for the anchor of a boat. I stood around and 
waited a long time until one of the clerks had time 
to wait on me. Then he didn’t have exactly the kind 
of chain I wanted, but he said he would order it for 
me from New York. I had on my desk, in New York, 
a catalog from a concern which deals in ship and boat 
supplies. Every item in this catalog was priced. The 
next day I made up an order mainly of boat supplies, 
including the chain, amounting to $84.00. These goods 
were delivered promptly by a local express truck— 
everything checked up in a very satisfactory way. It 
was much easier for me to pick out these goods from 
the catalog than to have picked them out personally in 
a hardware store. I wrote up this order in not over 
thirty minutes in my own office, and it would have taken 
me fully three hours to have bought the goods, if I 
had attempted to select them. 

What has all this to do with getting cutlery back into 
\the retail hardware store, where it belongs? The answer 
is just this: I believe every retail hardware dealer, es- 
pecially in the smaller towns in the country, should hunt 
up one or more bright young school boys who are on 
their vacations. They should fit out these boys with a 
line of cutlery samples and even some extra stock that 
they can deliver, supply them with cards, teach them an 
A, B, C talk on household cutlery, and send them out on 
a house-to-house campaign in their own town. The 
arrangement could be made on a commission basis. If 
no sales are made, your only risk is that the young man 
may elope with your samples, but if you pick out some- 
one who lives in the town, and especially some young 
fellow who is well known, you will not be taking a very 
great chance. Then if-you happen to have any manu- 
facturers’ booklets or circulars stamped with your name 
and address, why shouldn’t your young ambassador of 
sales distribute these booklets? If he happened to run 
across a customer who needed boat supplies, a lawn 
mower, or other goods on which he was not posted, why 
couldn’t this young man step to the telephone and ask 
for information, or have another salesman from the store 
jump on a bicycle or take his Ford, come to the assist- 
ance of the young salesman and try to sell the bill if the 
amount was worth while? 

A very complete line of cutlery samples could be car- 
ried in a small suitcase. Even an extra stock of scissors, 
shears, butcher knives and kitchen knives could be car- 
ried and deliveries could be made. I am also quite sure 
if the prospect could sit on his own porch overlooking 
the water, smoking a cigar, that he could be sold, by a 
smiling young salesman, quite a lot of boat supplies ; but 
be sure and pick out a healthy looking young cub who 
knows how to smile. Don’t send out some old crab 
who will look as if he was out to touch somebody for 
the loan of a five-spot. The world is looking for cheer- 
ful and smiling people. 

To. sum up the matter—and please remember I am 
dictating this with a smile, and a twinkle of the eye— 
the retail hardware merchant has to extend his selling 
line activities outside his store—he has to quit being 
a waiter for trade and go out after trade. As I motor 
down to the train early in the morning I frequently pass 
a retail shop in Larchmont that has a window full of 
boat supplies. I see oars, paddles, ship lamps and a lot 
of other brass work used on boats. I have never received 
a single circular from this dealer advising me that he is 
in business in Larchmont and that he sells boat supplies. 


I suppose he is waiting for me to drop in and force an 
order on him. Now, unfortunately, when I am home I 
am either in a hurry to catch my train or I am in a hurry 
to get from the train to my home. On holidays, I am 
in a hurry to get out to the golf links. I seldom have 
time to stop in the business part of the village. 

The problem before the local dealers, especially those 
dealers in the small towns and villages surrounding large 
cities, is to get the residents of their towns to stop long 
enough to drop in to see them. Wouldn’t an occasional 
call on the part of the dealer or his salesman, or a booklet 
or postal card help remind the residents of these towns 
that there is a hardware store in that town that wants 
their business? 

Yes, I did on one occasion buy a spade from a hard- 
ware store, but it just happens that this spade was also 
bought in New Rochelle. I was digging in our garden 
near a large tree. The ground was full of roots. I 
stuck the spade under the roots and then would pry 
down on the handle. My good wife saw me at work 
and stopped long enough in her task to suggest that I 
be careful with her best spade. I informed her that I 
was a hardware man and knew all about spades, and I 
also knew how to use a spade, and for her to suggest 
to me that I be careful was untimely, unnecessary and 
out of place. The next minute I broke the spade handle 
off at the strap. I promptly received my orders to im- 
mediately get into the car and go to New Rochelle and 
bring home another spade at my own expense, and that 
as a gardener I was more of a liability than an asset. 

In this store in New Rochelle, when I looked over 
their line of spades, there was one marked “C. H. 
Castlen.” I remarked to the young gentleman clerk, “I 
know Mr. Castlen very well indeed. I have known him 
for many years.” “Js that so?” he answered, and then 
he yawned. He did not seem to be particularly inter- 
ested in the fact that I knew Charlie Castlen:. Then I 
added, “You have a nice assortment of hardware here 
in this store; what line of builders’ hardware do you 
carry?” “Oh, just all kinds!” was the answer, and the 
young man gazed out of the front door and watched a 
young lady step into her automobile. I was almost dis- 
couraged, but I inquired, “What line of cutlery do you 
sell?” “We keep all the best brands,” was the answer. 
He did not offer to show me any hardware of any kind, 
nor did he lead me up to the cutlery case. I handed 
him a five-spot and he went to the cashier and got the 
change. “Do you need anything else today?” added 
this prize specimen of the selling fraternity. “Well, I 
can’t think of anything just now,” I added; “but if I do 
between now and next week, I will call again.” He 
never asked where I lived or when or where I had ever 
known Charlie Castlen. He did not attempt to show me 
any shears, or butcher knives, or a pocket knife. He 
never even looked at me. His gaze was fixed on the 
front door. I do not know whether a very desirable 
somebody was coming or going—but it was quite evi- 
dent to me that there was nothing about my peculiar 
personality that appealed to this young man. Of course, 
every customer entering a store should do his level best 
to interest the salesman. In this day and generation 
unless you can make a hit with the salesman and unless 
you can put your personality across to him, you can just 
bet a big red apple you are going to stand very little 
show of seeing any of the desirable goods the store has 
to offer. 

A manufacturer dropped in to see me and he has had 
several things to say about these recent cutlery articles— 
they were not entirely complimentary ! However, he does 

(Continued on page 68) 
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Here is a window display that is in ~— with the high ‘elas store front. Besides being good looking inside and out, Reinhold Bros., Milwaukee, 
ound it was a successful winner of attention and a sales maker 


iakeld Stimulates 
\. Interest in Tool Department 


Milwaukee hardware merchant finds that higher 
priced tools respond to the stimulant of open dis- 
play. Stock is turned five times a year. 


CCORDING to Walter Reinhold, of Reinhold 
A Bros. Co., Milwaukee, the first essential in selling 

high-grade tools is to let your prospective cus- 
tomers know that you carry a complete stock. To do 
this it is necessary to have an attractive display of tools 
in a prominent part of the store and to use window dis- 
plays at very frequent intervals. 

It has been Mr. Reinhold’s experience that the me- 
chanic is always interested in the tools of his particular 
trade and a display of carpenters’ tools exclusively, or of 
mason’s tools or plumber’s tools will get the attention at 
once of the mechanic belonging to that trade. Even when 
he feels that he already owns all the tools he needs for 
his work, he is always ready to look and very often 
finds some additional item to buy for his kit. The 
mechanic, while he wants the most for his money, is 
not interested in cheap tools, for he realizes that the 
tool which will stand up under constant hard usage is 
the least expensive in the end. 

In order to stimulate interest in the tool department, 
the Reinhold store has found it profitable, from time to 
time, to purchase close-outs or specials in high-grade 
tools and to feature them at odd prices in their window 
displays. These specials not only turn rapidly them- 
selves but serve to focus attention to the store’s tool 


department and to sell considerable of the regularly 
priced goods. 

In addition to the window displays, a great deal of 
attention is given to the interior display of tools. On 
the usual display doors, fronting the shelving, tools be- 
longing to the various trades are grouped as far as pos- 
sible—carpenters’ tools in one section, mechanics’ tools 
in another, and so on. Low tables are also used effective- 
ly in merchandising tools and, contrary to the common 
belief that it is only the cheaper items which can be sold 
through the adoption of the chain store method of table 
displays. Mr. Reinhold has found that the higher priced 
tools respond readily to this stimulant. 

Many hardware merchants have found out to their 
great satisfaction and profit that high grade goods can 
be sold readily if they are properly merchandised and 
given the chance they deserve in the way of presenta- 
tion. The experience of the Reinhold store has shown 
that this is not mere theory, but a proven fact. If price 


were the only reason for chain store sales, these organi- 
zations would not have found it necessary to carry their 
display methods to the high point they have. 

While the Reinhold store is very much of a neighbor- 
hood store, located on the outskirts of a large city, 
through its aggressiveness it has built up an enviable 
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tool business, amounting to approximately $20,000 an- 
nually, which represents about a five-time turnover. 

Here again is something to remember. With keen 
competition of the city near at hand, it might be con- 
sidered reason enough, by many, for letting the busi- 
ness drift away from the neighborhood. Not with 
Reinhold! Take a look at that store front. Life and 
vigor are written all over it, and the interior arrange- 
ment keeps step with the window. 





On the ledge in front of the tool panels is a book on 
the handling of and working with tools, which sells for 
the price of $1. It would be hard to estimate how many 
amateur mechanics have been influenced to buy tools by 
books and magazines of this kind. This phase of the 
tool business is developing rapidly, and the hardware 
man will do well to get as many books, designed to 
arouse the interest in building things, as possible into 
the hands of his customers. 


ad 
STANLEY 


sg geone oP 
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These up-to-date display panels present tools in a most convenient and attractive way for the Reinhold store in Milwaukee. Note the supply of books 
on the use of tools in the foreground 





Counting the Cost 


HE extent to which mystery still cloaks the costs 

of production, even in this day of industrial enlight- 
enment, is revealed in a bulletin issued by the Depart- 
ment of Manufacture of the Chamber of Commerce of 
the United States. 

Taking the small tool industry as an illustration, the 
department charted the range of manufacturing costs for 
one tool and for twelve different articles. In the case 
of the twelve items there was a variation between the 
highest and lowest cost of more than 100 per cent. The 
discrepancy was as great in the case of the single tool. 

“Without any question whatever,” the department 
concludes, “manufacturing costs could not conceivably 
vary as much as the figures reported. Evidently the 
manufacturers were not figuring their costs by uniform 
methods.” 

In other words, many manufacturers are obviously 
fumbling in the dark in the matter of costs, hoping 
from day to day that when the year’s balance sheet is 
drawn the final figure will be black and not red. “Ex- 
ecutives,” says the Department of Manufacture, “are 
rapidly coming to the conclusion that they have as much 
to gain and nothing to lose through the study by their 


accountants of the peculiar problems of cost accounting 
procedure presented by their industries.” 





The Essential Working Knowledge 


LITTLE knowledge is often dangerous. Also a 

knowledge of one line of endeavor does not nec- 
essarily imply a working knowledge in some other line. 
For example: A retired banker committed suicide not 
so long ago because he could not run a retail grocery 
store on a profitable basis. 

This unfortunate man could have probably managed a 
small bank, but he failed in a retail business because he 
did not know anything about it. 

There are two good ways for acquiring a working 
knowledge about any business. One is by personal ex- 
perience. It is good, but takes time and is often expen- 
sive. The other is by profiting from the experiences of 
others. This method is quicker and comparatively in- 
expensive. 

It is indeed a wise man who will absorb all knowledge. 
both from his own experience and from the ventures of 
others. 

















OREIGNERS are amazed at the wealth being 
Foie up in America. We ourselves are puzzled and 

astonished by the speed with which the United 
States has attained world preéminence. Back of this 
remarkable achievement are stories of accomplishments 
that entailed the exercise of surpassing ingenuity. 

There are stages in human progress when the results 
of thought and effort are most apparent. First comes 
the conception of a problem, then its study, and finally 
the practical application of the solution. We are now 
in one of these third-stage periods when people are 
cashing in on the work and plans of yesterday. A 
million minds have been turned to the one big job of 
revolutionizing practices. 

For 5000 years men built houses of brick without 
effecting any material improvement in either the tools 
er methods employed. This continued practically up 
to the time when the late Frank Gilbreth started on a 
a study of the movements involved in laying brick. The 
outcome of this research was a reduction of the motions 
from 18 to 5, and an increase in the hourly output of 
nearly 200 per cent per worker. 

Now we have come to recognize that the big profits 
are in producing finished articles. It is the little things 
—the ultimate refinements that count. The World War 
taught us this lesson. It opened our eyes to the neces- 
sity of going in for details. 

The value of a ton of metal increases a hundred 
times by turning it into watches and jewelry. A pound 
of cotton thread worth 25 cents may sell for $1,500 
when converted into lace. We became a creditor instead 
of a debtor nation when we started in to capitalize all 
the opportunities that lay in the utilization of the most 
remote by-products. Our money had been going to buy 
. back in finished form the cotton, copper and other mate- 
rials we had sold in bulk to foreign peoples. 

In the era we have now entered each disclosure of 
new knowledge is quickly adapted to a multiplicity of 
uses. Certainly no one expected a few years ago that 
by means of the X-ray we would be able to breed a new 
kind of cotton which would grow so fast that the boll 
weevil would not have much of a chance to damage it, 
and yet the experiments of Dr. Muller of the University 
of Texas appear to make this experiment seem feasible. 

Today we utilize the power of the X-ray to penetrate 
the innermost secrets of matter. These mysterious vi- 
brations tell us if the castings of a great gun or a piece 
of machinery contain hidden flaws; if the cores of golf 
balls are symmetrical; if automobile tires are perfect ; 
if a variety of coal runs high in ash; and if hidden 
knots or resin pockets are present in the center of a large 
piece of airplane timber. 

Photographs produced by means of ultra-violet rays 
not only disclose the character of a rare stone, but 
stamp the individuality of the jewel very much as a 
finger-print marks the identity of a person. Under or- 
dinary white light the photographs of diamonds lack 
definite distinction, but when made with violet rays the 
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EVERYBODY’S BUSINESS 


By Floyd W. Parsons 


Trends of the Times 


pictures render it possible not only to grade the gems 
with exactness, but to identify them even if stolen and 
recut. 

Two scientists at the University of Iowa have found 
a way to measure the sound waves created by messages 














Courtesy ‘“‘Judge’’ 


LOOKING AHEAD 


“Just think of the progress, darling! Yesterday it was 
but a smoke-nufSance and today it washes 
half the shirts in Europe.” 


which travel over the network of nerves in the human 
body. Recently this sound of a nerve current was mag- 
nified 800 times and broadcast from a radio station. 
Experiments have indicated that there is a correla- 
tion between the speed of the nerve impulses and the 
intelligence of the individual. It is becoming more and 
more difficult for us to hide our ignorance. 

In the field of wireless the new high-speed “beam’’ 
system of communication is tending to render obsolete 
the dot-and-dash signals of the Morse code. Beam wire- 
less throws its message only to the receiving station for 
which it is intended. The speed of transmission under 
this system will soon be at the rate of 250 words a 
minute, and this will insure secrecy because it is too fast 
for the human ear to record. Messages sent in this way 
could only be caught by a receiving apparatus placed in 
the narrow path of the beam. No longer will it be nec- 
essary to broadcast to the wide world a strictly private 
communication. 

A few years ago people regarded synthetic materials 
with suspicion. Ty held the notion that no imitation 

(Continued on page 70) 
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Presentation for Payment of 
Indorsed Demand Notes 


By Albert Woodruff Gray 


HE law must be known by everyone. At least, if 

: a person makes a mistake because he did not know 

some one particular law among the thousands of 
statutes and decisions, he must suffer and suffer with- 
out a remedy for his mistake. 
When he misunderstands some 
fact or does not happen to 
know the truth of some con- 
dition, he can almost always 
have his oversight corrected. 
Not so with law and, as 
the old law books say: “Igno- 
rance of the law is no ex- 
cuse.” 

There is a saying of many 
years that law is common 
sense. It may be true or at 
least relatively true, but the 
law of promissory notes is 
sometimes, at best, only a lit- 
tle better than a distant cousin 
to that common sense. 

The author of a standard 
book on notes was once asked 
why he had selected that sub- 
ject. He answered that some- 
one had asked him at one time 
to tell them when a promis- 
sory note that was payable on 
demand began to draw inter- 
est and, in looking up the an- 
swer, he became interested in 
the subject and wrote his 
book. Then, unfortunately 
for the author of the book, his 
questioner continued, “When 
does a promissory note that’s 
payable on demand, begin to 
draw interest.” The old gen- 
tleman thoughtfully rubbed his head, and after a moment 
replied with a sheepish smile, “I’m darned if I know.” 

A note that is payable on demand and makes no men- 
tion of interest draws interest from the time a demand 
for its payment is made. 

The relationship between the law and common sense 
becomes even more remote when the payment of a 
promissory note is guaranteed by a third person and 
the name of the third person written on the back of 
the note. When this is done, before the note is deliv- 
ered to the one to whom it is payable, it is an agreement 
between the indorser and the one to whom the note is 
payable that the signer of the note will pay the note on 
the day agreed, and that if he does not pay it on that 
date the indorser will. 

Great care, however, must be always exercised by the 
owner of the note not only that it is presented for pay- 
ment on the day it is due, but also that, if the signer 
does not pay it as originally agreed, that notice of this 
failure to pay shall be sent immediately by mail to the 
indorser. Should the owner of the note not be paid 





ALBERT WOODRUFF GRAY 


Well known New York lawyer, who will write, exclusively for 
HARDWARE AGB, a series of articles dealing with legal questions 
which present themselves in every day business transactiojis.” 
Mr. Gray is a product of the small community and is familiar 
with the difficulties encountered by the ordinary merchant in 
coping with legal questions such as he will discuss in this series 


and fail to follow the law, he will lose his right to collect 
from the man who indorsed the note. 

It is reasonable that if one man guarantees another 
will pay a debt on a certain day that he should have 
some sort of notice when the 
debt is not paid, and he, for 
that reason, becomes personally 
liable. So far the law can be 
honestly considered common 
sense. The reasonableness is 
less apparent why a delay be- 
yond the date set in the note 
for payment should free the 
indorser from his liability. 
That is, however, the law. 
Then again, when the note is 
payable on demand, the re- 
quirements of the law have 
apparently even less of com- 
mon sense, so far as it relates 
to the indorsement. 

Very naturally it would be 
supposed that a note payable 
on demand and indorsed by 
a third person would be pay- 
able whenever the holder saw 
fit to ask for his money, and 
that the indorser would pay it, 
if the signer failed to do so. 
A Scotchman described a 
Ford automobile as a “tricky 
little car.” The description is 
fully applicable to the indorse- 
ment of a promissory note 
payable on demand. 

The statutes, as well as the 
decisions of the courts, are 
that such a note must be pre- 
sented within what they call 
a “reasonable time,” or else the man who has indorsed 
the note is not liable. The naturaf and consequent ques- 
tion is, what is this “reasonable time’? The statutes 
have in some instances set arbitrary periods, such as 
three months, while in some States the courts have held 
that what is a “reasonable time” depends entirely on 
the circumstances of each case. 

A business man is not interested in what might be 
but he is interested, and intensely so, in the course that 
will deliver him from courts and lawyer’s fees and avoid 
for him loss in his various business transactions. If it 
becomes advisable for a dealer to accept an indorsed 
note, by all means have the note payable on a certain 
date and at a certain place, and see to it that the note 
is at that place on that date, if, perchance, there is an 
indorsement to be considered. 

If, however, the circumstances should arise that make 
it advisable to accept a demand note with an indorser, and 
the owner of the note wants to save for himself the 
right to compel the indorser to pay if the signer of the 
note does not. then, by all means, present the note for 
payment immediately after receiving it. 








Guarantees Not Abused 


“WE do not be- 
lieve the tool guar- 
antee is being 
greatly abused. 
The principal 
abuse that we have 
found is by the re- 
tailer replacing 
tools which are not 
defective, through 
fear of losing cus- 
tomers. When a 
retailer does this, 
he certainly should assume the loss. 
However, he usually ‘passes the 
buck’ to the jobber and the jobber 
in turn to the manufacturer. 

“It is our. opinion that if the manu- 
facturers will back up their guaran- 
tees with first-class material and 
workmanship, very little trouble will 
be experienced by the retailers, job- 
bers or themselves in handling re- 
placements. 

“Our tools are all fully guaranteed 
against defective material or work- 
manship and returns for replacement 
are so very little as compared with 
our total sales that it has never 
caused us any worry.” 

(Signed) J. A. GARDNER, 
Sales Manager, 

The Cincinnati Tool Company, 
Cincinnati, Ohio. 





J. A. GARDNER 





Guarantees Very Broad 


“SOME manufacturers are _ in- 
clined to give very broad guarantees 
and some jobbers, especially those 
that push special brands, are more 
to blame, as we find they are all in- 
clined to give an unlimited guaran- 
tee. Then, it is safe to say that 60 
per cent of the retailers put this 
kind of a guarantee on, when they 
make the sale, “If this article is not 
satisfactory in every way, bring it 
back and we will give you another 
one,” and all this, of course, tends 
to cause trouble and make the con- 
sumer appear to be unreasonable. 


they continue to arrive. 
ones for your perusal. 
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| We firmly believe that nine out of 
ten cases of returned goods on ac- 
count of defects can be traced to the 
manner in which the sale was made. 
A broad, or unlimited guarantee, has 
a tendency to cause the consumer or 
user to see just how much hard 
usage the article or tool will stand.” 
(Signed) Gro. W. HUNTLEY, 
Cutler Hardware Co., 
Waterloo, Iowa. 





Have Little Trouble 


“WE have no 
trouble on our 
product with ref- 
erence to the mat- 
ter of guarantee. 
Our goods, of 
course, are guaran- 
teed to be perfect 
in workmanship 
and to give our 
customers satisfac- 
tory service. There 
is so little complaint that if we do 
have a comeback occasionally, it 
never becomes an issue, because we 
can assume that a customer is al- 
ways right whether he is or not, and 
it means very little to us if we re- 
place a part of a vise or even an 
entire vise once in a great while.” 

(Signed) DAN C. SWANDER, 
President, 
The Columbian Vise & Mfg. Co., 
Cleveland, Ohio. 





DAN C. SWANDER 





Should Clarify Situation 


“HAVE been reading the various 
letters published about tool guaran- 
tees. 

“If the hardware trade had more 
jobbers and dealers of the type of 
G. S. Wilson, Decatur & Hopkins 
Co., Boston, Mass., with nerve 
enough to refuse to exchange a tool 
that has been abused, how much 
sweeter life would be for the manu- 
facturer. 

“If the Manufacturers’ Associa- 
tion would individually get all manu- 








What They Think About the 
Guarantee of Tools 


The discussion of the Guarantee of Tools has brought 
many letters to the editorial desk of Hardware Age and 
Here are a few of the recent 
More next week. 


facturers of kindred lines to with- 
draw the guarantee the dealer and 
jobber, particularly on small tools, 
forcing the con- 
sumer to return 
supposed defec- 
tive tools to the 
manufac- 
turer for his 
judgment, it 
would eliminate 
-a very large 
percentage of 
the abuse. The 
manufac- 
turer would tag 
each tool with 
such a guar- 
h antec. This 
method would 
protect the 
dealer, whose so-called ‘good cus- 
tomer’ tries to impose on him. 
“Dealers should be furnished with 
a suitable sign, furnished by the 
Manufacturers’ Association, that 
could be shown customers when pur- 
chase is made, which would tell in 
plain English just what the guaran- 
tee meant.” 
(Signed) H. M. DEMAREST, 
Manufacturers’ Agent, 
President, New York State Hard- 
ware Associates. 


Guarantee Much Abused 


2 eS eae 
RING to the small 
tool guarantee 
problem, will say 
that in our opinion 
there is no ques- 
tion but that the 
guarantee is much 
abused by the con- 
sumer. 

“We believe from 
the standpoint of 
the retail dealer 
that the less said about guarantees 
to the customer the better, and if 
guarantees on small tools were prac- 
tically abolished except in extreme 
instances it would really be better 





H. M. DEMAREST 
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for the dealer, and unquestionably it | the confidence in high grade tools | same manner, and we finally receive 


would be infinitely better for the 
manufacturer and the jobber.” 
(Signed) E. R. CLARK, 
Clark-Hood Hardware Co., 
Highwood, Mont. 





Uniform Tool Guarantee 


chain stores and 
mail-order houses, 
which are all war- 
ranted perfect with 
a blanket guaran- 
tee, the manufac- 
turers should adopt 
a uniform guaran- 
tee tag stating 
plainly what guar- 
antee the manufacturers give. 

“1—Any new feature should be 
guaranteed separately by free re- 
placement at the hardware store for 
a stated or unlimited period. A 
good illustration is the ‘Unbreak- 
able’ steel and leather handle of our 
hammers and hatchets. 

“2—Give a 30-days’ trial to prove 
that the material, temper and work- 
manship of all standard features are 





E. 0. ESTWING 


right. The dealer should enter date | 


of sale on tag and make free replace- 
ment on just claims and turning the 
defectives over to his wholesaler for 
return to the manufacturer. 

“3—After 30 days, let the con- 
sumer send the tools direct to the 
manufacturer and state his claims. 

“4—The manufacturer should 
promptly replace free and refund the 
return charge where there is a plain 
flaw in material or hardening. In 
case of abuse, wear, or where a tool 
has been ground or worked upon by 
the user, the manufacturer should 
notify the owner promptly to buy a 
new tool. 

“While a user of high grade tools 
is entitled to know definitely what 
guarantee he can depend on, the 
dealer is also entitled to this protec- 
tion from those who make it a prac- 
tice of using the tools improperly, or 
using them until finally some part 
gives out and use this as an excuse 
for having the dealer replace it, 
which means keeping these unscru- 
pulous customers with new tools all 
their lives free, an expense which 
must, of course, be borne by the fair- 
minded who buy new tools when they 
have had a fair amount of use of the 
old ones. 

“If all manufacturers of high 
grade tools would adopt a uniform 
guarantee tag and policy, the public, 
retailers and wholesalers would have 


“To set the high | 
grade tools apart | 
from those sold by | 


| that goes with each, knowing just 
| what protection the manufacturer 
| gives and the simplest way of using 
| this protection in the just way.” 
| (Signed) E. O. ESTWING, 
Estwing Mfg. Co., 
Rockford, Ill. 





Not a Great Problem 


“IN general, we do not find that 
the guaranteeing of small tools con- 
stitutes any great problem with us. 
The percentage of such tools re- 
turned to us by customers is very 
small indeed, with comparison of tool 
sales. While undoubtedly the manu- 
facturer is compelled to make good 
a quantity of defective merchandise 
during the year, we cannot help but 
feel that it is right and proper to 
satisfy the consumers buying from 
our retail dealers by making good 
such defective tools. 

“At the present time we have so 
many problems which are of great 
importance to us that we can assure 
you this particular subject has not 
been regarded as any great source 
of worry, at least from the whole- 
saler’s standpoint.” 

(Signed) CuRTIS HAYDEN, 
Vice-Pres. & Gen. Sales Manager, 
Dunham, Carrigan & Hayden Co., 
San Francisco, Cal. 





80% of Returns Abused 


“WE, like a 
great many other 
manufactur- 
ers, give an abso- 
lute guarantee, but 
have found that 
practically 80 per 
cent of our returns 
are caused by the 
user not knowing 
exactly how to use 
and take care of 
the tool he purchased, even in spite 
of the faet that every one of our 
brushes carries a tag which gives 
instructions as to how the tool should 
be used and also has on it our 
printed guarantee. 

“Our principal trouble is the fact 
that we are so far away from the 
user, all of our business going 
through the jobber and dealer. A 
professional or amateur painter re- 
turns a brush to the dealer clerk, 
claiming it is not satisfactory. He 
is probably a good customer of the 
dealer and the dealer does not hesi- 
tate in making replacement. The 
dealer in turn returns the brush to 
the jobber; he being a good customer 
of the jobber, the jobber acts in the 





DON FOSS 





| the brush and replace or credit the 
| full value to the jobber; but all of 
this consumes considerable time, and 
| during this elapse of time the dealer 
| has forgotten and it is pretty hard 
| to get proper information back to 
the dealer and actual user as to just 
what the trouble was. 

“While this is an expense, natur- 
ally, it has to be passed on to the 
ultimate purchaser of the tools, and 
the more of it that can be eliminated 
will benefit the actual user.” 

(Signed) DON Foss, 
General Manager, 

The Wooster Brush Co., 
Wooster, Ohio. 


Read Fred Horn’s Experi- 
ence 


“IT THINK we receive a good pro- 
portion of the tools that are brought 
in to be exchanged. I know that 90 
per cent of them are abused or worn 
out. G. W. Eckhardt, of Henry 
Disston & Sons, hits the spot in his 
article. 

“Here is one that happened today. 
Several weeks ago a _ carpenter 
brought in a saw. At present we 
are carrying four makes of saws. 
The saw looked abused and we ques- 
tioned it. We took it to the manu- 
facturer’s New York City office. The 
manager was of the same opinion as 
we were, and the saw was not 
changed. We gave the saw back. 

“This evening the same man came 
in with a new saw, still in the pack- 
age he received the saw. The fac- 
tory had changed the saw, which was 
a cross-cut, and here’s the rub. The 
man*had nerve enough to ask us to 
change this saw for a rip. We did 
not change it. 

“Here is the point: The New York 
manager and ourselves refused to 
change the saw. The factory went 
ahead and changed it. I really think 
the factory would not have changed 
this saw had they known that we and 
the New York office refused it. 

“Some time ago I proposed an 
idea whereby tools that were taken 
to be exchanged and refused would 
be stamped. This would eliminate 
taking to another dealer. If this 
saw had been stamped by the New 
York office, the factory would not 
have changed the same. 

“If the manufacturers had some 
real backbone, they could handle this 
very nicely.” 

(Signed) FRED Horn, 
Brooklyn, N. Y. 
Director, New York State Retail 
Hardware Association. 




















sritain can be without their contribution of 

American goods in stock. In many cases in the 
tool and electrical sections the percentage of American 
manufactures is a very prominent 


N° leading hardware and electrical stores in Great 
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American Goods in Great Britain 


appeal to a purchaser are the splendid finish; the smooth 
surface ; the distinct well marked figures and graduations 
on the steel squares, micrometers, etc., which stand out 
affording clear unmistakable readings; and the neatness 
of design, compact and well bal- 
anced. I consider for hatchets, 





one, and it will be interesting to 
consider why such is the case. 

Taking tools, especially those of 
the fine mechanical class, the 

sritish mechanic has been asking at 

the stores for “American” for a 
large number of years; since they 
have been recognized as the stand- 
ard for accuracy, workmanship, de- 
sign and finish, in specialized 
classes. 

It is only natural therefore they 
are preferred by skilled mechanics 
with whom accuracy is a matter of 
pride as well as of livelihood. 

The modern mechanic has been 
familiar from the very early days 
of his apprenticeship with the cata- 
logs and handbooks of “Brown & 
Sharpe Mfg. Co.,” “The L. S. 
Starrett Company” and others. 

Such books of valuable informa- 
tion in the use of precision tools, 
etc.; containing a vast range of 
manufactures, also splendid illustra- 


ers. 


mechanics. 





Editor’s Note: 
amount of American goods 
exported to other countries 
has a pronounced effect on 
conditions in this country, it 
is interesting to note how 
foreign merchants view the 
products of our manufactur- 


With that in view, we are 
publishing this article, or 
trade letter, written to us by 
H. Lancaster, of the firm of 
Taylor & Parsons, Ltd., Brad- 
ford, England. 

It shows that American- 
made tools hold an enviable 
reputation among the British 


axes and hammers those manufac- 
tured in the United States are with- 
out equal for balance and quality, 
and such in appearance that, when 
when placed in counter displays they 
“sell” themselves many times over. 
All these points claim a good per- 
centage of sales in the British hard- 
ware store. 

Millers Falls Co. distribute a 
breast drill of exceptional quality 
and workmanship. 

Stanley Works have claimed a 
good share of business with their 
planes, also Disston and Atkins 
saws are very well known and 
much in demand by all leading 


Since the 


tradesmen. 
Whilst again North Bros., with 
their range of “Yankee” tools, 


screwdrivers, etc., are prominent in 
sales. Then we find that great 
Carborundum Company which, I 
dare say, holds the far greater por- 








tions, showing every detail in con- 
struction of tools and prices, are 
treasured possessions of the ambitious mechanic. They 
afford him every opportunity to study selections to add 
to his kit, and he prides himself in handing on the 
knowledge thus gained to the apprentice who learns his 
profession at his side. 

In this way many more sales are influenced, than 
can be recorded by the talents of salesmanship possessed 
by the hardware store assistants. 

When fine mechanical tools are to be sold the mechanic 
not only knows the class he requires, but the make he 
wants, and this is generally one of American manufac- 
ture, and so all that remains is for the salesman to pro- 
duce one or the buyer to see that his stores hold such 
stocks to meet these specified demands. 

How this comes about is not difficult to follow, for 
everything by way of publicity is being done by manu- 
{acturers, and constantly wherever the mechanic turns 
he is being reminded of new methods and there are 
the displays of tools to apply the new method in works 
production. 

The showcase on the counter, the series of window 
displays on specialty goods carried out through the year, 
create an interest among the clients of the store and 
impress a picture on the memory of the tradesman, as he 
sees a good lay-out of tools he finds useful in his work 
and coveted as possessions of his kit. 

Such display boards, showcases, etc., of American 
tools are frequently utilized to give impressive window 
attractions, with desired results. 

The assistance available to the hardware merchant by 
way of publicity, afforded by American tool manufac- 
turers is a valuable asset, and a very strong sales help. 

Regarding the tools themselves the main points of 


tion of British trade for grind- 
stones, etc. 

In addition to these firms mentioned are H. K. 
Porter, Inc., famous for Victor Bolt Clippers; Cleve- 
land Twist Drill Co., for twist drills, and to all these and 
many others, the British hardware merchant owes com- 
pliments for their production of goods, of first class 
quality in their respective classes. 

With regard to packing of the above goods, the 
methods already in practice are quite good and a 
damaged item in consignments is a very rare occurrence. 
This is a matter undoubtedly having had much attention 
at the various Americar! works, and with splendid re- 
sults, the documents, details of shipment, the packing 
and strength of cases, the ease with which large num- 
bers of cases, contents, etc., may be checked is splendid. 

All that remains concerning this section of American 
trade is to get the goods here quicker, cheaper, and as 
keen in price as possible. 

The demand in England is good, and although prob- 
ably British manufactured tools may be of equal last- 
ing properties, for appearance and neatness American 
are very competitive. 

Today much competition in this section of the trade 
is being introduced from Ftance and Sweden, yet in 
support of American goods I can but offer the words 
the United States Commercial Attaché in London used 
in last year’s report. He states that a feature of last 
year’s trade in the United Kingdom was the manifest 
preference for relatively high priced American machine 
tools in the face of cheaper British and German tools. 
He adds that the competitive positions of the American 
products is being strengthened by the growing tendency 
toward mass production in the automobile and allied 
trades, and the fact that American tools are best adapted 
to this development. 
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Two Sides to the Question 


A Letter from Hamp Williams 


I will admit that we Independent Retailers generally, 
are a little peeved at some of our jobbers, and manu- 
facturers together with some editors, and public speak- 
ers. 

We are being held up to the public as a lot of 
ignoramuses and the free advice we are receiving is 
certainly refreshing. Some young fellows who have 
never had any experience at all in the retailing of 
merchandise—and if they had made failures—are tell- 


ing us through the press, over the radio, from the plat-. 


form at conventions and every other place where “two 
or three are gathered together,” to modernize our stores, 
cut down overhead, increase volume, charge more for 
our merchandise, put in display tables, spend a few hun- 
dred dollars or a few thousand dollars (no matter which) 
putting in a new store front, cut down our shelving, 
throw away our show cases, don’t sell goods to poor 
people on a credit, buy all our goods from the jobbers 
and leave the pricing to them. A jobber told me not 
long ago that 90 per cent of our success depended upon 
selection and display and the price only 10 per cent. I 


tried to tell him that he had his figures reversed, that: 


according to the successes of chain stores and mail order 
houses 90 per cent was in the pricing and 10 per cent 
in selection and it matters little what they select as 
prices are seldom questioned any more by the public. 
They take it for granted that everything shown in chain 
stores or in a mail order house catalog is cheap and 
that the prices are right and on the other hand they are 
confident that the prices on our merchandise are high. We 
independent retailers have been talked about so much 
and criticised until some of us are actually losing con- 
fidence in ourselves. 

In “The Members Exchange,” a monthly bulletin 
issued by the Wisconsin Retail Hardware Association, 
April 16, there are nine retail stores advertised for sale. 
They are evidently trying to get ahead of us and sell 
out before the market is glutted. What are they going 
to do after they sell out? Get a job, I presume, at some 
chain store or maybe they are going on the road educat- 
ing the balance of us retailers in modern merchandis- 
ing. But, if they don’t care to do either the next most 


_ the chain stores do not handle. 


popular thing to do is to make speeches and write articles 
on up to date farming. 

We have just two outstanding groups of people in 
this country who are absolute failures, according to 
Government statistics and what everybody says. Of 
these two groups the first is the farmer, who is raising 
more farm products than the people of this country can 
consume. The farmer should declare a strike for just 
one season and then we wouldn’t need any McNary- 
Haugen bill with a Coolidge veto attached. A move of 
that kind would certainly clarify matters in farming. 

The other group is the Independent Retail Merchants 
of this country. They are preparing to strike (the ceil- 
ing) but don’t be too sure about it—just wait a few 
weeks longer and give us a little more advice and we 
may decide to stay-in the fight. The way I see it we 
are hemmed in with our backs to the wall and we must 
fight and we are going to fight. We are going to 
modernize our stores the next thing and after we have 
done that we want to enlist the aid of all our hardware 
journals, newspapers, jobbers, manufacturers, stump 
speakers, field men, theorists, philosophers, prognostica- 
tors, politicians, preachers and pikers in securing lower 
prices on the very few items of hardware which the 
chain stores are selling at a less price than we are, which 
I will say is not more than 33 1/3 per cent of the items 
carried in stock by the average size retail hardware store. 

Chain store and mail order houses handle many small 
items of hardware that we do not stock at all, so it is 
not such a big job if we enlist all these professionals 
to help us to meet prices on the few items upon which 
we are being undersold and in addition give us a little 
free publicity telling the public that our prices are right 
and that our service and intentions are good and through 
sympathy, if nothing more, we should be entitled to a 
part of their trade. Especially on staple articles which 
They will handle them 
however when we quit but we are selling them so cheap 
they cannot afford to, stock them at this time. 

Well, after making this confession I might as well 
acknowledge that we are a lot of damphools failing to 
get a living profit on merchandise upon which we have 
no competition except among ourselves. 





What About Posterity? 


UNICIPAL extravagance, feeding on bond issues, 
appears as a forbidding figure in a report on Local 
Fiscal Problems, issued by the special Committee on 
state and Local Taxation of ‘the Chamber of Commerce 
of the United States. The taxpayer, it is pointed out, 
feels the weight of the burden of current revenue collec- 
tions, but posterity will carry the load of the capital ex- 
penditure the bond issues represent. 

“A countryside dotted with new, spic-and-span school 
structures,” the committee says, “and cities made mag- 
nificent by war memorials, imposing public buildings and 
miles of boulevards, perhaps indicate the importance 
which capital expenditures have come to have in finan- 
cial affairs of local units of governments. Related both 
to revenues and expenditures and still possessing certain 
independent aspects, this general topic with its vexatious 


questions of practice and tangled problems of policy each 
year assumes a growing importance at the table of the 
budget framers. 

“Concurrent with the tremendous growth of current 
revenue in recent years has been a swift increase in the 
bonded debt of local governments. Deducting every 
dollar now held in sinking funds, there remains a net 
indebtedness of local units of government in excess of 
$8,500,000,000. In 1913 their net bonded debt was less 
than $3,000,000,000. Whether the money borrowed 
was 1913 dollars or 1927 dollars, the fact remains that 
out of the public purse during the next two generations 
must come eight billion dollars to retire this debt, en- 
tirely apart from the servicing and retirement of the 
billion dollars of new debt being contracted each year.” 
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ERE is another scheme to help the beginner make 
his show-cards more artistic with very little effort 
and will be found much more economical than 

white or colored cardboard. There are many beautiful 
patterns to be had in plain and figured wall paper, which 
when pasted on old cardboard box covers or Beaver 
board make an ideal surface to letter on, and if placed 
in a plain black picture frame will present a more 
finished appearance. 

Old sample books of discontinued lines of wall paper 
are easily obtained; these are large enough to cover a 
surface 14 x 22 inches. If these sample books are 
hard to obtain, remnants of rolls may be had from paper 
hangers. 

The show cards reproduced here were done in the fol- 
lowing manner: 

The plain black frames are half-sheet size 14 x 22 in. 
They were purchased for $1 each (without glass). The 
writer procured a heavy cardboard box (such as a suit 
or overcoat would be packed in) and cut from the cover 
and bottom of box two pieces the exact size of the 
inside measurement of these frames. 

Then different designs of wall paper were cut and 
pasted on the front and -back of cardboard; this gives 





Wall Paper 


By Joseph 





How to hold the brush 


for all horizontal strokes 
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doyble service as the card may be used in frame by 
turning it around and lettering the back. It is important 
to paste the back, otherwise it will warp and bulge out 
of the frame. 

Some may think this a mussy and difficult task to 
perform, but it will be found’ simple and interesting. 
In pasting do not use too small a brush as it will cause 
bubbles underneath and the paste will not dry in some 
spots (use any kind of flour, starch or library paste). 
DO NOT USE MUCILAGE. As soon as paper is ready 
to paste on card, place another piece of card over all 
and press firmly down using the clinched first making a 
rotary motion; this will smooth out all creases and 
air bubbles. If not needed in a hurry it is a good plan 
to lét it dry under a heavy weight for half-hour before 
starting to letter. 

Of course the color scheme of the lettering and wall- 
paper is lost in reproducing these cards. For instance 
take the card featuring “Russell Cutlery’—size 14 x 22. 
This was a remnant of artistic bedroom paper with roses 
and a silver stripe effect, which carries out the “New 
Beauty” idea; the lettering blends well, done in almost 
any soft color on a beautiful background like this. 

On the other side of this card is the one featuring 
“National Garage Hardware.” This paper has a pale 
buff background with a raised mottled effect. The color 
background being buff the reproduction is very faint. 

The card featuring “‘opal wire cloth” was done on a 
remnant of oatmeal living room paper of two-tone blue 
effect. This makes a striking and effective background, 
which surpasses some of the hig:.-priced matt cardboard. 

The card featuring ‘Simonds Saws” was lettered in 
black, with a light gray edge around letters, on mottled 
wallpaper of dark green, gray, and brown tones, this 
being pasted on the back of another card. 

It is not necessary that these cards should be under 
glass ; in fact, they are much more effective without the 
glass. A black or dark colored wood frame or mat 
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- Correct position 
to hold brush 


for all upright and 
circular strokes. 
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enhances the appearance of the card and also keeps 
the edges and corners from being broken. 

Do the pasting on the card instead of on the back of 
the wallpaper, as it will stick just as well and is more 
easily handled. This same card may be used many times 
over after it becomes too bulky to frame; the old paper 
may be removed by wetting both sides of card and re- 
moving a little at a time. 

If a piece of compo or beaver board is used instead 
of thin cardboard, it will not be necessary to paste the 
back, as this composition will not warp sufficiently to be 
noticed. 

There are many plain patterns in wallpaper of soft 
tints and white. A good combination for a show card 
for bath room fixtures would be to do the lettering in 
black on a blue and white tile bathroom paper. 

For a window of preserving utensils and fruit jars: 
Wallpaper with figures of fruit or grapes would be very 
appropriate background for a show card. 

For children’s toys the “Kate Greenaway” wallpapers 
and other papers of different animals which are outlined 
in faint tints all over the paper. This is very effective 
for toy show cards. 

The beginner will find wallpaper a perfect surface 


'* to practice on; it absorbs the ink and the brush does 


not slip like it sometimes will on the highly glazed sur- 
face of white cardboard. 

For the benefit of those who do not know how to 
make a smooth paste, the following formula will be 
found’ simple and satisfactory : 

To make one-half pint of paste, take one-half cup 
of starch and one and one-quarter cup of flour; pour in 
enough cold water to make a thick paste. Now pour 
in half cup of boiling water and stir until the composi- 
tion is of equal consistency. 

To keep indefinitely, place in airtight container and 
add a few drops of oil of sassafras or wintergreen. A 
stiff bristle brush or sash tool kept in jar of water will 
be the best and handiest tool for applying the paste. 

The beginner should be careful in laying out and 


Backgrounds for Show Cards 


Bertram Jowitt 


drawing lines for lettering on wallpaper, as pencil marks 
are sometimes hard to erase without defacing the pat- 
tern. A very hard lead pencil or piece of white crayon 
is the best to use. 

The Simonds Saw card is on wall paper that looks like 
the grain of a piece of wood and is very suitable and 





effective for this purpose. Many other items may be 
appropriately handled in this way. 

The reproductions of the cards in this installment do 
not, owing to the necessity of printing them in black 
and white, show the beautiful calor effects of the wall- 
paper. 
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When Profit Is Under Control 


How the Hardware Dealer Can Get Control of His Net 


HE frequently slender profits realized by the hard- 

ware dealer cause considerable anxiety and, now 

then, the retailer wonders why his small net cannot 
be made bigger. This is true in many lines of business 
at present. It is well to understand those factors which 
control profit in the hardware line because only by get- 
ting some sort of control of his net profit can the dealer 
hope to stay in business. 

It cannot be denied that the net earnings of some hard- 
ware departments and stores are considerably greater in 
percentage than others. Buying in the same wholesale 
and manufacturing market, this may seem puzzling. 

It is, however, very simple. 

The United States Government, not long ago, issued 
a bulletin to the effect that in several retail lines the net 
profit is less than 1 per cent and on some articles sold in 
these lines, the net profit is less than 1 per cent. The 
blame for such a situation, after an investigation, was 
laid at the door of the dealer and not the manufacturer 
or jobber. 

Coming as it does from an extremely varied produc- 
ing and jobbing market, hardware offers special problems 
when it comes to retailing. Here, too, the dealer must 
keep control of his net profit. Unless he can do this he 
is not apt to make any important earnings upon his capi- 
tal or time. 

Reference was made above to the importance of 
“control.” 

Now, the retailer in the trade has little control over 
his purchase price. It is true that he can often buy ad- 
vantageously and therefore sell at a better net profit; 
but this isn’t true in the normal run of business—on 
more or less staple goods. When it comes to purchasing, 
the dealer gets the same sort of a deal that his competi- 
tors get, so that he cannot control that situation. 


Can’t Control Gross Easily 


Can gross profit be controlled ? 

Only to a certain extent. If it could be controlled, 
here would be the answer to greater net margin. 

How about selling price? Selling price is controlled 
to a great extent by competition or by the manufacturer 
in selected instances. But competition must ever exer- 
cise control over the retailer’s selling prices in the usual 
order of business. 

If, then, we cannot control our purchase price, selling 
price or gross profit, what is the answer? The answer 
lies in the control of net profit. Here the retailer finds 
some flexibility that will make possible g more. profitable 
business. 

Purchase price and selling price being set, we swell 
our net profits by reducing in so far as possible store 
expenses and by the reduction of waste in effort, time 
and materials. 

Let’s see how this works out. 

Store A, on a $50,000 turnover, pays $10,000 out in 
gross profit or running expenses and $38,000 for mer- 
chandise. Its net profit is, therefore, $2,000. 

Store B also has a $50,000 turnover, pays $7,000 for 
running expenses and clears $5,000 net. Both stores 


buy in the same market and sell under identical condi- 
tions. 

The fact is that Store B has control of its net profit 
by having control of its gross, or rather, by judicious 
handling of its gross account. 

It has been said that the retailer has little control over 
his gross. That is true; but he has enough control to see 
that the gross account is spent wisely. Store B has every 
facility and convenience enjoyed by Store A but a more 
careful supervision is exercised. And this supervision 
is what throws gross expenditures over into the net 
column. 


Limit to Gross Cut 


There is a distinct limit to the cut that can be made in 
outlay for gross profit. Overhead costs are largely set. 
It is in waste that the answer lies and here the dealer 
must turn for his bigger net margin. 

Any retailer in the trade who isn’t making 4 per cent 
on his turnover—except under local conditions of the 
most abnormal kind—is not getting what he is entitled 
to and what can be got provided his gross profit 
is not being wasted or rather misspent on any one of the 
following items : 

(a) Too much help—too big a pay roll for total 
volume. 

(lb) Unproductive advertising. 

(c) A top-heavy lease. 3 

(d) Waste in electric current, collection costs (if 
any) ineffectual and wasteful record keep- 
ing; defective purchasing methods pr poor 
stock control. 

(e) Loss of stock by shrinkage. 

It is quite common for even experienced dealers in the 
trade to charge abnormally small net profits up to other 
causes than efficiency in store management; in other 
words, to management of gross profit expenditure. 
However, strongly cut price competition may enter into 
the matter, the safety valve lies in getting as much of 
your gross profit as you can into the net profit column. 

In addition to the unsatisfactory results of doing busi- 
ness on a 1 per cent margin, there is this to be consid- 
ered: on a dollar sale, with a theoretical 1 per cent net 
margin, an error on the part of a clerk may result in 
wiping out net profit entirely. 

For instance: 

Say you are selling a selected article for one dollar, 
and out of every dozen sales an error on the part of the 
seller reduces the $12 to $11; there is an actual and 
serious loss and no profit at all. 


Gross Should Absorb Errors 


We all know how frequent these errors in selling may 
be and how hard it is to discover and correct them 
before it is too late to recover. 

For this reason, by reducing the gross profit expendi- 
tures to the minimum, the dealer allows for the absorp- 
tion of a normal percentage of such selling errors and 
offers additional protection for his net profit. 


(Continued on page 75) 
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Economies Applied by Bolt and Nut 
Industry Applicable to Other Fields 


President Graham of American Bolt, Nut and Rivet Association Issues Informative Pamphlet 
Outlining Suggestions to Improve Distributive Conditions in All Industries. 


HE plan evolved by the bolt, 

nut and rivet industry for the 

proper and economical distri- 
bution of its products has worked 
out so well that its sponsors, under 
the leadership of Charles J. Graham, 
president Bolt, Nut and Rivet Manu- 
facturers’ Association, 311 - Ross 
Street, Pittsburgh, believe that it is 
capable of application to other prod- 
ucts, which are distributed either 
partly or entirely through hardware 
jobbing and mill supply channels. 
Accordingly an outline of a plan for 
a national conference to discuss sales 
and distribution plans has been made 
the subject of a pamphlet which has 
been issued from Mr. Graham’s of- 
fice, and if enough sentiment favor- 
able to it is created, Mr. Graham will 
call a conference. 

The basic principle @f the distri- 
bution plan, successfully applied by 
the bolt, nut and rivet manufacturers, 
is the elimination of thé manufac- 
turer as the leading competitor of the 
distributor, with the province of the 
merchant or jobber clearly defined 
and freed from incursions by the 
manufacturer ; it has been found that 
there has developed a market stabili- 
zation that was entirely lacking when 
manufacturers would take orders of 
a size that properly belonged to, and 
could be more economically handled 
by jobbers. 

On this subject Mr. Graham says 
in part: “The necessity for stabiliza- 
tion in all of our leading lines is 
more apparent today than ever before, 
and is a problem that is being studied 
not only by industrial executives but 
hy the Government itself. 

“Stabilization to a point of produc- 
ing reasonable profits in all lines is 
the essential requirement, if we are 
to maintain and perpetuate present 
labor conditions, both from the stand- 
point of employment and wages paid. 

“The necessity for the continuance 
of present labor conditions, and if 
possible, an improvement in them, 
is now a well recognized fact, and is 
the very foundation of our present 
and future prosperity. 

“The plan followed by the bolt, nut 
and rivet industry is applicable to all 
competitive lines, and should it be 
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adopted by the leading industries, 
would create a condition in selling 
and distribution never before attained 
and would become an automatic sta- 
hilizer of market conditions. 

“Tt would be the largest factor in 
cost reduction of anything heretofore 
attempted, and would affect particu- 
larly the great overburden of Amer- 
ican business, overhead expense, cre- 
ating a saving in all departments 
from the point where actual manu- 
facturing stops. 

“In the development of this plan 
the greatest organization ever put to- 
gether in the distributing industry 
has been created, and is ready to 
function in all lines that ‘are in- 
terested. 

“A committee is now in existence 
in practically every important jobbing 
center in the country, consisting of 
a prominent jobbing executive as 
chairman, and its membership cov- 
ering the outlying territory. 

“The chairmen of these commit- 
tees wil! all be invited to attend, and 
a majority of them have already sig- 
nified their intention of doing so, 
should the meeting be called. Some 
jobbers not represented. on the com- 
mittees will also be invited, as well 
as the officers of all national jobbing 
and mill supply associations. 

“To make the meeting thoroughly 
representative and limit the number 


in attendance it is suggested that 
each industry appoint five executives 
to represent the industry as a whole. 
This will be a very simple matter 
where industries have trade associa- 
tions or other types of organization. 
Where such organizations do, not 
exist it will be necessary for the ap- 
pointments to be made by correspond- 
ence, or for one of the leading com- 
panies to call a meeting of their 
particular industry for the appoint- 
ment of such a committee. 

“By combining the suggestions of 
the thirty-four jobbers’ chairmen, 
the following industries are being 
approached, to determine their atti- 
tude regarding such a meeting, and 
should the reaction be favorable, in- 
vitations will be extended to five ex- 
ecutives representing each industry, 
appointed as heretofore suggested: 
Ammunition; bars, shapes and 
plates; builders’ hardware; chain; 
chain hoists; cold rolled steel, includ- 
ing shafting; composition roofing; 
conduit ; copper and brass pipe; cop- 
per sheets; electrical equipment; 
fence wire, poultry netting and re- 
inforcing mesh; files ; fire extinguish- 
ers; graniteware; hack saw blades 
and ,saws, hand and crosscut saws; 
hoes and handled implements; horse 
nails; horseshoes; hose, rubber; in- 
sulating and plasterboard; lawn 
mowers; lead pipe; leather belting ; 
machine tools;.manila rope; milling 
cutters; paint, linseed oil and white 
lead; pipe and tubing (iron and 
steel) ; plow goods (fitted plow lays, 
cultivator shovels, etc.) ; rubber belt- 
ing; sandpaper, emery cloth and 
emery wheels; set and cap screws; 
shovels; silverware; small rivets; 
steel sheets, including galvanized and 
roofing products; stove bolts; taps 
and dies; tinplate; tools—mechanics’ 
and machinists’; tool steel; twist 
drills and reamers; valves and fit- 
tings; vises; washers; wheel goods; 
window glass and glassware; wire 
fence; wire nails; wire rope; wire 
screen ; wood and machine screws. 

“The discussion will not be limited 
to the distribution plan of the bolt, 
nut and rivet industry, but will be 
open for any constructive suggestions 
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pertaining to the selling and dis- 
tribution problem. 

“If the meeting is called and proves 
successful, consideration should be 
given by each industry in the ap- 
pointment of one man as its repre- 
sentative on a national committee to 
carry on the work with the jobbers’ 
chairmen. 

“Should such a committee of man- 


ufacturers be appointed, there would 
be a condition whereby thirty-four 
jobbing executives and approxi- 
mately thirty-five manufacturing ex- 
ecutives would represent the leading 
industrial and jobbing interests in the 
United States, covering the hardware 
and mill supply lines. 

“Should this proposal meet with 
the universal approval of our manu- 


facturing interests, this meeting 
would bring together the most rep- 
resentative gathering of executives 
in the history of American business, 
and would create an opportunity to 
put before the country the great im- 
portance to all classes, particularly to 
labor, of the absolute necessity of a 
movement having for its purpose the 
stabilization of industry. 


Verified News of Retail Stores 


Geo. F. Maxwell is the successor to Norris Paint & Hdwe. Co., at 738 
Pleasant St., New Bedford, Mass. 

Lewis Zundell who operates a store at 758 Main St., Springfield, Mass., 
is opening a branch store at 1109 Main St., Springfield, Mass. 

Cline Bros. has succeeded Chas. L. Hook & Son. in Augusta, Ky. 

D. M. Curry & Thomas Cameron have succeeded R. L. Curtis in 
Carliaje, Ky. 

Red Front Store, Phillip Popel, Prop., has taken over the hardware 
line formerly sold by Dickey Co. 

Johnson Hardware Co. has purchased the stock and fixtures of A. M. 
Druse Hdwe. Co. in Fulton, N. Y., and is planning to move the stock 
into the present Johnson store. 

F. L. Chase has opened a store in Henniker, N. H. 

L. M. Sullivan Co., Inc., 76 Exchange St., Bangor, Me., has taken on 
a line of general hardware. 

Downey & Howland have moved from 92 to 109 Pleasant St., Fall River, 
Mass. 

J. B. Shannon Hdwe. Co. has moved from 816 to 803 Chestnut St., 
Philadelphia, Pa. 








Harry Kifer has succeeded Chas. A. Hass in Zelienople, Pa. 

Vance E. Avery is reentering the hardware business in Earlville, N. Y., 
under the name of Avery Hdwe. Co. 

Herr-Eshleman Co., 50 W. King St., Lancaster, Pa., retired from busi- 
ness.on April 1. 

O. J. Helfrecht has succeeded L. N. Hoover in Milroy, Pa. 

Bamforth Bros., 691 Main St., Manchester, Conn., has been incorporated 
as Bamforth & Root Hdwe. Co., Inc. 

Robert MacPherson has opened a hardware store at 18 Tunxis Hill Rd., 
Bridgeport, Conn. 

Otto Nurnberg & Son., have opened a store at 9904 Polk Ave., Corona, 
L. L, and seek catalogs and prices. 

Nassau Hdwe. Store, 282 N. Main St., Freeport, L. I., has succeeded P. 
Maresca of that place. 

Otto Herrman, Inc., 2743 Myrtle Ave., Glendale, N. Y., has taken ad- 
ditional space at 67th Place. 

Geo. E. Winter, 40 Atlantic Ave., Lynbrook, L. I., has succeeded Alder 
& Dobler, Inc. 





Recognizing that retail dealers look to the jobber not only as a source of supply but also as a source for helpful merchandising ideas —_ display 


suggestions Farwell, O2mun, Kirk & 
their own windows. 
necessary price appeal. 
of the 


A recent display was this one featuring Mansfield tires and tu 

orwell, ‘Semen, Kirk & Co. are important distributors for the Mansfield Tire & Rubber Co., Mansfield, Ohio. R. M. Michel 

jobbing organization in St. Paul, states that his company is at all times active in merchandising display features which 
by the many dealer customers who visit the offices of the company 


Co., St. Paul, Minn., make it a point to ge digg 9 an attractive selling appeal idea for 


dealers use in 
is display is attractive, has simplicity and includes the 
are appreciated 
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C. L. Gairoard Addresses 
Brooklyn Hardware Association 


C. L. Gairoard, sales manager of J. 
Wiss & Sons Co., Inc., Newark, N. J., 
was the principal speaker at the regular 
May meeting of the Brooklyn Hardware 
Association, held in the Johnston Build- 
ing, Brooklyn, N. Y., on Thursday eve- 
ning, May 10. More than forty members 
were present when President E. F. Daily 
called the meeting to order. The routine 
business of the evening was quickly dis- 
posed of, after which Mr. Daily intro- 
duced Mr. Gairoard, whose subject was 
announced as “Problems of Distribution.” 

Speaking about competition in the vari- 
ous industries and in various types of dis- 
tributing establishments, Mr. Gairoard 
said: “Department stores have competi- 
tion from the mail-order houses, and to 
combat these organizations are cooperat- 
ing with each other. They exchange ideas, 
problems and merchandising successes for 
their mutual benefit. The hardware trade 
should do the same thing.” The speaker 
also stressed the value of carrying both 
quality and popular priced merchandise 
for comparative purposes. 

Training the retail salesman was said 
to be an essential factor in the success of 
the store. The speaker also advised the 
members to segregate their various depart- 
ments in order to secure their individual 
overhead. In this way the dealer can tell 
at what price he must sell the merchandise 
in order to make a profit. National prob- 
lems as related to the individual were dis- 
cussed. Mr. Gairoard closed his talk by 
advising the members to sell American- 
made merchandise wherever possible, sup- 
porting home industry and continuing the 
country’s present prosperity. 

The “Question Box” was conducted by 
H. A. Cornell in his usual excellent style. 
Mr. Cornell reported on the coming Metro- 
politan Hardware Association outing, and 
introduced Harry J. O’Grady, popular rep- 
resentative of J. Wiss & Sons Co., who 
calls on many Brocklyn members. 





J. S. Keefe Inspecting American 
Steel & Wire Plants 


J. S. Keefe, president, American Steel 
& Wire Co., Chicago, Ill., accompanied by 
other’ executives of the company, is mak- 
ing an inspection tour of the company’s 
plants, his first as president of the com- 
pany. Plants in Cleveland, Farrell, Pa., 
and,the Pittsburgh district will be visited. 


The Stewart Iron Works Co. 
Issues Interesting Catalog 


The Stewart Iron Works Co., Inc., 
Covington, Ky., has issued Catalog No. 
11, illustrating, describing and listing the 
company’s modern and period designs in 
hand wrought iron furniture and novel- 
ties. The company has a wide line of 
artistic and useful pieces, all of which 
have been designed and created by its 
wrought iron and bronze division. Among 
the items shown in the catalog are con- 
sole tables and mirrors, book racks and 
end tables, torches, candelabra, candle- 
sticks, exterior lanterns, andirons, fern- 
eries, etc. 











N. H. A. Executive Committee 
Meets in Drake Hotel, Chicago 


The Executive Committee and Advisory 
Board of the National Hardware Associa- 
tion held its mid-year meeting at the Drake 
Hotel in Chicago, Ill., on Tuesday and 
Wednesday, May 8 and 9, President W. H. 
Donlevy presiding. 

The committee reviewed in detail the 
work of the association since the last meet- 
ing, which was held during the October 
convention in Atlantic City, and many im- 
portant questions concerning distribution 
were discussed. ~° 

Twelve new firms have been added to 
the membership since the last October con- 
vention. 

The committee inspected the new plant 
of Hibbard, Spencer, Bartlett & Co., and 
were greeted by President C. J. Whipple 
and Vice-President Pritchard Stewart. 


N. H. A. Elects P. F. Hord 


Assistant Secretary-Treasurer 


At the mid-year meeting of the Execu- 
tive Committee and Advisory Board of 
the National Hardware Association at the 
Drake Hotel, Chicago, Ill., Tuesday and 
Wednesday, May 8 and 9, Percy F. Hord 


was elected assistant secretary-treasurer. 








P. F. HORD 


Mr. Hord received his first hardware ex- 
perience in his home town of Mexico, Mo., 
where he was in the retail business under 
the firm name of Potts & Hord. After 
eight years he went with the Simmons 
Hardware Co. of St. Louis, where he be- 
came sales manager of the Western terri- 
tory. 

On account of his knowledge of the 
hardware business and his ability to handle 
salesmen, Mr. Hord in 1913 was selected 
to take the position with the Philadelphia 
house of Simmons Hardware Co. of sales 
manager, and was later made vice-presi- 
dent and continued in charge of sales. 

After the merger with the Winchester 
Repeating Arms Co. he became president 
of the Winchester Simmons Co. of Phila- 
delphia, which position he held until No- 
vember, 1926, when he became associated 
with the office of the National Hardware 
Association of the United States. 

His wide acquaintance and his knowl- 
edge of the hardware business eminently 
qualifies him for the position to which he 
has been appointed. 








Chain Store Investigation 
Requested in U. S. Senate 


In a_ resolution introduced into the 
United States Senate on May 5 by Senator 
Brookhart of Iowa, the Federal Trade 
Commission would be directed to inquire 
into the extent of chain-store marketing, 
with a view to determining whether viola- 
tions of the anti-trust laws are taking place 
and whether the chains are susceptible to 
Federal regulation. 

The resolution stated that it was esti- 
mated that from 1921 to 1927 the retail 
sales of all chain stores have increased 
from about 4 per cent to 16 per cent of 
all retail sales. It went on to state that 
there are estimated to be less than 4000 
chain systems operating over 100,000 stores, 
many. of these chains operating from 100 
to 1000 stores. The resolution declared 
that the chain systems control a substantial 
proportion of the distribution of certain 
goods in certain cities and are rapidly in- 
creasing this proportion, extending this sys- 
tem of merchandising into country districts 
as well as cities. 

It was stated that many of these chains 
engaged in interstate commerce in buying, 
but were now engaged in interstate com- 
merce in selling, and that the consolida- 
tions of chain systems is a matter of seri- 
ous concern to the public. 

It was resolved that the Federal Trade 
Commission be directed to undertake an 
inquiry into the chain-store system of mar- 
keting and distribution to ascertain and 
report to the Senate the extent of the con- 
solidations which have been effected by the 
various chain systems, if and at all, vio- 
lating the anti-trust laws. It was also 
resolved to ascertain if the chains are sus- 
ceptible to regulation by the trade com- 
mission and what legislation should be en- 
acted for the purpose of regulating and 
controlling chain-store distribution. 

It was further resolved to direct the 
Commission to find out if a monopoly of 
control of distribution exists by the chain- 
store movement, either locally or national- 
ly. ‘Fhe Commission was also directed to 
discover the advantages or disadvantages 
of chain-store distribution in comparison 
with other types, and if quantity prices 
available only to the chain-store distribu- 
utor constitute a, violation of either the 
Federal Trade Commission Act or any 
other statute. The Commission was also 
directed to advise what legislation should 
be enacted with reference to quantity 
prices. 





New Department Store Chain 
Covers Large and Small Cities 


It is understood that six department 
stores form the nucleus for a nation-wide 
chain of stores that is expected to be the 
largest of its kind within a few years. 
The company will be known as Hahn 
Department Stores and will be headed by 
Lew Hahn, who recently resigned as man- 
aging director of the National Retail Dry 
Goods Association. 

According to the plans of the company, 
department stores throughout the country 
will be acquired in large and small cities 
with annual sales in excess of $100,000,000 
during the first year in operation. 
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Jersey Dealers Hear H. R. Con- 
ner Talk on Sharpening Stones 


H. R. Conner, New York manager, Pike 
Mfg. Co., was the guest and speaker of 
the North Jersey Hardware & Supply 
Association at its regular meeting, Down 
Town Club, Newark, N. J., Tuesday, 
May 8 Mr. Conner is a past Chief 
Booster, New York Hardware Boosters. 

In the absence of President Lou Schel- 
ling, H. H. Ludewig, Ridgefield Park, 
N. J., presided. Secretary Horace W. 
Molyneux read the minutes and corre- 
spondence. 

Mr. Conner traced the development of 
sharpening stones from crudities of pre- 
historic days to the present-day finished 
products of his company. He explained 
the preparation of stones from the quarry 
to the packaged merchandise in the hard- 
ware store. He told how special processes 
are necessary in quarrying, cutting and 
finishing, and passed around a collection 
‘ of interesting pictures to illustrate his re- 
marks. At the close of the talk Mr. 
Conner demonstrated the new Pike Bevel- 
rite grinders, both the large model and the 
household type. He sharpened scissors, 
paring knives, carvers, kitchen knives, 
grass shears, and put an edge on the 
pocket-knives of several members. 

Chas. J. Heale, Harpware AcE, spoke 
briefly on the pending Federal investiga- 
tion of chain-store methods to determine 
whether or not their pricing arrangement 
constituted a breach of anti-trust laws. He 
urged hardware men not to depend on 
government intervention in their competi- 
tion with chain stores, but to modernize 
their own stores, use adequate lights, mod- 
ern display fixtures, to be courteous, and 
to fight chain stores with better merchan- 
dising methods. 

Remarks on this subject were made by 
J. A. Warren, HarpwAre AGE; Mr. 
Barton, Passaic, and H. A, Cornell. It 
was announced that Oscar E. Watts, E. C. 
Atkins & Co., also a Booster and a guest 
at the meeting, would address a subse- 
quent gathering. 


Independent Lock Co. Opens 
Branch Office in Baltimore 


Independent Lock Co., Fitchburg, Mass., 
announces the opening of a branch office 
and warehouse at 414 North Gay Street, 
Baltimore, Md. David L. C. Golberg, for- 
merly district representative for H. H. 
Cabot, Inc., Philadelphia, Pa., will be the 
manager of this new office. 


Wall Bench Oiler Travels in 
Initial Air Express Plane 


To inaugurate the opening of the new 
American Railway Express Air Service 
from Pittsburgh, Pa., to Chicago, IIl., the 
P. Wall Mfg. Supply Co., 3126 Preble 
Avenue, Pittsburgh, sent a Wall “Ever- 
lasting” brazed steel bench oiler to C, K. 
Gartner, vice-president of the H. Channon 
Co., Chicago, by the initial plane. 

There were two notable features to this 
shipment. It was the smallest express ship- 





ment ever made from the Wall factory, 
and it traveled 468 miles in four hours 
and forty-four minutes. Incidentally, the 
oiler traveled in a pouch manufactured by 
the Channon company, who make all the 
special pouches used by the Air Express 
Service. 


H. W. Dunbar and G. N. Jeppson 
Advanced by Norton Co. 


George N. Jeppson has been elected vice- 
president of the Norton Co., Worcester, 
Mass., in charge of ptoduction. He has 
been works manager and secretary of the 
board of directors since 1919, and will 
retain the duties of both these offices. 

Howard W. Dunbar has been promoted 
from the position of assistant general sales 
manager to that of works manager of the 
machine division. He succeeds John C. 
Spence, who recently resigned. Mr. Dun- 
bar will have charge of all production and 
engineering of his division. He joined the 
company in 1913 as assistant chief engineer 
of the machine division. 


E. B. Whitacre Advanced by 
American Steel & Wire Co. 


E. B. Whitacre has been appointed 
superintendent of the Salem, Ohio, works 
of the American Steel & Wire Co., Chi- 
cago, Ill., to succeed the late Robert’ C. 
Garrison. Mr. Whitacre has been em- 
ployed by the company since 1901, having 
served as machinist and machine shop fore- 
man.in the Salem plant until 1915. He 
then went to the Trenton, N. J., plant as 
a master mechanic, and in 1921 returned 
to Salem in the same capacity, retaining 
that position until his promotion to the 
superintendency. 


Recapitalization Planned by 
McKinney Mfg. Co. 


The McKinney Mfg. Co., Pittsburgh, 
Pa., will be recapitalized under plans 
calling for the conversion of the present 
preferred and common stocks into one 


class of no par common. The company 
is one of the largest hardware manufac- 
turing companies in the country, special- 
izing in builders’ hardware. 

The capital stock of the company, un- 
der the plan, calls for an authorized issue 
of 400,000 shares of no par common, of 
which approximately 310,000 shares will 
be outstanding. The old capitalization 
was $2,000,000, consisting of equal 
amounts of common and preferred shares 
of $100 par value. 

There will also be authorized an issue 
of $600,000 first mortgage bonds, public 
offering of which will be made some 
time in the future. The public will be 
offered 30,000 shares of the new common 
shortly. 

No change in the management of the 
company is contemplated. William C. 
Farr is president of the company, R. G. 
McKinney, J. P. McKinney, Jr., and 
W. S. McKinney, vice-presidents, and 
R. L. McKinney, secretary. The direc- 
torate is made up of these officials. 





Jim Brownell Opens Store in 
Red Bank, N. J. 


Jim Brownell, the very active president 
of the Jersey Shore Hardware Association, 
has formed the J. K. Brownell Hardware 
Co., Inc., 5 Broad St. Red Bank, N. J. 
The new firm will open a modern retail 
hardware store on or about May 25. For 
the past several years Mr. Brownell has 
been manager for Snyder & Robbins, Inc., 
Asbury Park, N. J. He has had an exten- 
sive retail experience and was for many 
years associated with the F. W. Wool- 
worth Co. organization. 


R. J. Atkinson to Be Guest of 
Pittsburgh Association 


Russell J. Atkinson, president of the 
N. R. H. A., will be the guest of the 
Pittsburgh Retail Hardware Dealers’ 
Association at its regular monthly din- 
ner and meeting on May 25 at the Roose- 
velt Hotel, Pittsburgh. 


Philip A. Myers Weds 


Philip A. Myers; president and general 
manager of The F. E. Myers & Bro. Co., 
Ashland, Ohio, was married to Miss Jose- 
phine Forsyth on the 29th of April. The 
ceremony was performed at the home of 
Mr. and Mrs. Lester A. Robison, at 
Irvington-on-the-Hudson, N. Y. 


Frank H. Moser, Jr., Will Sell 
Fruit Belt Wrench Co. 


Frank H. Moser, Jr., has acquired from 
his father, Frank H. Moser, Sr., the Fruit 
Belt Wrench Co., of Holland, Mich. This 
company manufactures a fruit jar wrench. 

The younger Mr. Moser, being occupied 
with college work, has decided to sell the 
business. 


Federal Radio Corp. Appoints 
Washington Auto Supply Co. 


The Federal Radio Corp., Buffalo, N. Y., 
announces the completion of wholesaling 
arrangement with the Washington Auto- 
mobile Supply Co., Washington, Ill. This 
company operates in the central section 
of Illinois, having warehouses in Peoria, 
Springfield, and Decatur. . 


Howard C. Sargeant Now with 
Fred B. Bower Co. 


* Howard C. Sargeant has become asso- 
ciated with the Fred B. Bower Co., manu- 
facturers’ representative, and is in charge 
of the company’s San Francisco, Cal., 
office, located at 845 Monadnock Building. 

Mr. Sargeant has had many years’ ex- 
perience with the hardware trade and was 
formerly connected with Omer Cox, a 
Western manufacturers’ representative. 

The Fred B. Bower Co. has an office 
at 923 East Third Street, Los Angeles, 
Cal., where Mr. Bower has his head- 
quarters. 
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West Suburban Dealers Meet 
and Hear Paul M. Mulliken 


On Wednesday evening, April 25, the 
regular semi-monthly meeting of the West 
Suburban Retail Hardware Dealers’ Asso- 
ciation was held at Kinnal’s Café, 109 
North Oak Park Avenue, Oak Park, IIl. 

This meeting took the form of a “Ladies’ 
Night,” with a splendid supper and enter- 
tainment. Paul M. Mulliken, assistant sec- 
retary of the Illinois Retail Hardware 
Association, was present and spoke to the 
members on “Capital Punishment.” 

William Gehres, of the Fox Hardware 
Co., Chicago, IIl., is president of the asso- 
ciation, and Joseph Holland, of Maywood, 
secretary. 


Two Chicago Radio Companies 
Announce Consolidation 


The All-American Radio Corp., 4201 
Belmont Ave., Chicago, Ill, has consol- 
idated with the Mohawk Radio Corp., Chi- 
cago. The new company will be known 
as the All-American Mohawk Corp., with 
executive offices at the above address, 

Stockholders of the All-American com- 
pany, at a recent meeting, ratified this 
merger. The new board of directors will 
consist of nine men instead of five. 





American Rolling Mill Co. 
Moves Pittsburgh Office 
The American Rolling Mill Co., Mid- 
dletown, Ohio, has moved its Pittsburgh 


office from suite 432 to suite 1632 Henry 
W. Oliver Building, Pittsburgh, Pa. 





I. S. Dillingham Heads Bigelow 
& Dowse Co. 


I. S. Dillingham has been elected pres- 
ident and treasurer of Bigelow & Dowse 
Co., shelf hardware jobber of Boston, 
Mass. Mr. Dillingham has been vice- 
president and treasurer of the company. 
Franklin D. Miller succeeds him as vice- 
president. 


Norris S. Rathburn Dies 


Norris S. Rathburn, for several years 
treasurer of the National Acme Co., Cleve- 
land, Ohio, died suddenly on May 6, aged 
50 years. He had retired three years ago 
because of poor health. 





Many Changes in Sales Staff of 
Republic Iron & Steel Co. 


Wilbur B. Topping continues as general 
manager of sales for the Republic Iron 
& Steel Co., Youngstown, Ohio, and A. E. 
Walker as assistant general manager of 
sales in the reorganization of the sales 
personnel of the company incident to its 
formal absorption of the Trumbull Steel 
Company. 

Frank Rownd, in charge of Republic 
sheet sales for several years, has similar 


duties as head of the sheet division; 
Walter W. Hall, for several years assistant 
to Mr. Topping, has been placed in charge 
of the bar and specialties division, and 
Avery Adams, formerly assistant general 
manager of sales for the Trumbull com- 
pany, heads the tin plate division. 





Alfred M. Maddock Honored at 
Maddock & Co. Anniversary 


Maddock & Co., who conduct a ma- 
chinist tool and supply business at 40 North 
Sixth Street, Philadelphia, Pa., celebrated 
their golden anniversary on Friday, April 
27, 1928. 








ALFRED M. MADDOCK 














This concern was organized in Phila- 
delphia on April 27, 1878, as Powell & 
Maddock Co. The business continued un- 
der this name until 1904, when the part- 
nership was dissolved and the firm moved 
to its present location and assumed its 
present name. Alfred M. Maddock, one 
of the founders, has guided the business 
through the succeeding years, and to him 
much credit should be given for the pros- 
perous condition of Maddock & Co. at the 
present time. 

George R. Bailey, on behalf of the em- 
ployees of the company, presented to Mr. 
Maddock a beautifully engraved plaque, 
commemorating the occasion. Flowers and 
letters of congratulations came from all 
parts of the country, testifying the esteem 
in which Mr. Maddock is held by the 
trade. 

Among the employees who have served 
the company for 25 years or more and 
received gold watches at the celebration 
are G. R. Bailey, Earnest Hummel, C. L. 
Pearson, J. Bernhardt, and C. A. Kaelin. 
Five-dollar gold pieces were presented to 
the other employees in the company. 

Mr. Maddock is still the active head 
of the business, though many responsibili- 
ties now rest on the shoulders of his two 
sons, Henry A. and Percy G., who have 
received a thorough training in the man- 
agement of the company. 





Columbian Rope Co. Assumes 
Management of Canadian Firm 


Due to the demands of other business 
interests, the original owners of the In- 
dependent Cordage Co. Ltd, 55 Col- 
borne Street, Toronto, 55, Canada, recently 
found it necessary to relinquish the direc- 
tion and management of the concern. To 
insure the continuance of the business 
under the same high standard, the com- 
pany will now be managed by the Co- 
lumbian Rope Co., Auburn, N. Y., under 
the personal supervision of a group of 
executives from the Auburn plant. 

In its new organization the Indepen- 
dent Cordage Co., Ltd, is planning to 
operate a strictly Canadian cordage plant, 
modern to the latest degree. It is an in- 
teresting fact to know that this company 
will now have available through its man- 
agement, the associate fiber buying facili- 
ties in the Philippine Islands of the Co- 
lumbian Rope Co. This company is un- 
derstood to be the only one operating its 
own fiber purchasing, cleaning and grad- 
ing plant in the Islands, assuring a good 
supply of quality fiber. 





W. C. Katker, New President, 
Favorite Stove & Range Co. 


At a recent meeting of the board of 
directors of The Favorite Stove & Range 
Co., Piqua, Ohio, W. C. Katker was 
elected to the presidency of the com- 
pany, succeeding Maurice Wolfe, re- 
signed. 





Ernst with Inland Steel Co. 


F. A. Ernst has been appointed assistant 
district sales manager at St. Louis, Mo., 
for the Inland Steel Co., Chicago, succeed- 
ing W. P. Brumm, who was advanced to 
the sales managership of the office in 
August, 1927. 

Mr. Ernst began his career with the 
Trumbull Steel Co. in 1914 and has since 
been associated with the sales departments 
of # number of companies. Most recently 
he was in the Chicago office of the Ameri- 
can Rolling Mill Co. 





R. C. Coxhead, Vice-President 
Veeder-Root, Inc. 


Ralph C. Coxhead, since 1921 president 
of the Ralph C. Coxhead Corporation, 
New York, distributer in the United States 
and Canada of the Mercedes calculating 
machine, has been made vice-president in 
charge of sales of Veeder-Root, Inc., 
Hartford, Conn. 


New Mail Box Catalog 


Northwestern Mail Box Co. 2714 
La Salle Street, St. Louis, Mo., has issued 
a new catalog, listing, describing, and illus- 
trating its line of city and rural mail 
boxes. 

This company, established in 1903, is 
manufacturing a wide and varied line of 
city residence mail boxes in many attrac- 
tive finishes. The rural mail boxes which 
the company manufactures have all been 
approved hy the Postmaster General. 
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Detecto Scales in Color 


The Jacobs Bros. Co., Inc., 219 Walla- 
bout Street, Brooklyn, N. Y., manufacturer 
of three models of Detecto Bathroom 
Scale, has announced that these models 
can now be secured in popular bathroom 
shades of green, blue, orchid, maize, as 
well as white. 

The Detecto “Ace” is the original and 
standard Detecto. It registers up to 300 
Ilb.; the dial is two-colored and is covered 








A decorated cork 
The 


with a convex glass. 
mat is mounted on the platform. 
scale is illustrated. 

The new Detecto “Royal” is the aris- 
tocratic scale of the Jacobs Bros. line. It 
has been designed as the last word in a 
luxurious portable bathroom scale. The 
base of this scale is larger than the others, 
and the whole scale has been sturdily con- 
structed. A beautiful two-tone mat is on 





the platform of the “Royal.” It, too, 
weighs up to 300 Ib, has a two-color, 
clear reading dial with a convex glass. 
The “Royal” is illustrated. 

The Detecto “Junior” is very similar to 
the other models. It weighs up to 250 Ib., 
has a flat glass and a one-colored dial. 
White enameled sash is provided instead 
of nickel plate, and there is no cork mat 
on the platform. 





Western Lubaloy Cartridges 


An important improvement in rim-fire 
ammunition has been brought out by West- 
ern Cartridge Co., East Alton, Ill. West- 





ern .22’s as well as all rim-fire and center- 
fire cartridges formerly loaded with plain 
lead bullets are now offered with bullets 
that are coated with Lubaloy, a lubricat- 





ing alloy. Lubaloy is the non-fouling metal 
introduced a few years ago. 

The new bullets have a most attractive 
appearance. When used with smokeless 
powder, the new cartridges are entirely 
free from grease. Grit will not stick to 
them. 

Shipments of Lubaloy cartridges were 
first made on April 1. 


Three Micrometer Calipers 


Brown & Sharpe Mfg. Co., Providence, 
R. I., has placed on the market three new 
micrometers with a combined range of 12 
in.—covering all sizes from 12 to 24 in. 
by thousandths and taking the place of a 
more expensive set of twelve micrometers. 

Micrometer Calipers Nos. 90, 91 and 92 
have ring clamps and are each furnished 
in a finished wooden case with a set of 
four standards. The range and measure- 
ments of each tool are obtained by four 
changeable anvils of different lengths. 
These anvils can be easily changed and 








are held in place by a knurled nut. The 
anvil cannot revolve, but remains in one 
position, assuring an accurate alignment 
with the spindle. Each anvil has means of 
adjustment for wear. Micrometer No. 90 
has a range from 12 to 16 in. No. 91 takes 
in 16 to 20 in. and No. 92 ranges from 20 
to 24 in. The illustration shows No. 91, 
which is very similar in appearance to 
Nos. 90 and 92. 


A Sturdy Household Vise 


A strong, serviceable, popular line of 
vises is now being offered to the trade 
by Hardware Specialty Mfg.,Co., Temple, 





Pa. The “Hardy” vise, household model, 
is made in three sizes. Malleable iron 
castings form the vise. The main screw 
is of steel. The vise can be fastened to 
a kitchen table or running board of an 
automobile with ease. 

All three sizes are attractively finished 
in either black or maroon, with polished 
jaws and anvils. 





Sanitary Refuse Strainer 


A sanitary receptacle for food refuse in 
the kitchen is now being manufactured by 
The Ohio Metal Utensil Co., Greenwich, 
Ohio. The aluminum Kitchen Katch-All 
has been designed to take the place of 
the strainer often placed in the corner of 
the sink. The many advantages of the 
Kitchen Katch-All make it superior to the 
older product. 

The device consists of an outer recep- 
tacle, strainer and odor-tight cover. <A 
heavily tinned steel bracket clamps the 
device to the drain pipe of the sink, allow- 





ing it to swing under the sink and out of 
the way. All muss and bother is elimi- 
nated, the garbage is dried and kept out 
of sight, and there is no chance of drip- 
ping or discoloration. 

The Kitchen Katch-All is made of 
aluminum and has a high polished finish. 
Several other finishes can now be obtained, 
including the following lacquer shades: 


White, Chinese Red, Indian Yellow, 
French Blue, Midas Green, Gray and 
Black. 2 





No. 4 Folding Settee 


The No. 4 Folding Settee has been re- 
cently added to the line of household 
specialties manufactured by Herkimer 
Specialties Corp., Newport, N. Y. It is 
made of selected hard wood and has a 
strong, serviceable shaped, six slot seat. 
The settee can be folded compactly and 
when opened, is securely locked in place. 
The base and back are finished in red or 
green while the seat is varnished. Also 











made unfinished. Length, 42 in., height of 
seat, 18 in., width of seat, 14 in., height of 
back, 33 in. A standard package contains 
six settees. 
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The Kelly-Capper Price Standardization 


(Washington Bureau of HARDWARE AGE) 

Favorable report on the Kelly-Cap- 
per price standardization bill having 
been made by a subcommittee of the 
House Committee on Interstate and 
Foreign Commerce added encourage- 
ment for its passage at the present ses- 
sion of Congress has been given to its 
supporters. Comparatively quick ac- 
tion, however, will have to be taken 
to bring this about, inasmuch as Con- 
gress is expected to adjourn within 
two or three weeks. It is hoped that 
the full committee of the House will 
report the bill favorably within a few 
days and that its passage through that 
body will not be delayed. Opposition 
is expected to develop, and may hold up 
the measure, though proponents think 
they can muster enough votes for its 
passage. Proponents in the Senate 
also express the same view. 

There was only one dissenting vote 
by the subcommittee, made by Repre- 
sentative Clarence F. Lea. Mr. Lea 
said that he was reluctant to inter- 
fere with the general right of a buyer 
of property to dispose of it. on any 
terms satisfactory to himself. Never- 
theless, he conceded that there is an 
injustice in the competition of a dealer 
who makes a practice of selling goods 
at or below cost for the purpose of dis- 
crediting the legitimate price of his 
competitor. He said that legislation to 
prevent that practice might be consid- 
ered in the public interest, but added 
that the public is not interested in 
merely protecting profits or permitting 
an arrangement that arbitrarily fixes 
profits. He felt, he said, that the pro- 
tection of the contract should be lim- 
ited so as to confine it either to costs 
or a moderate percentage above the 
purchase price of the dealer, “say, 10 
or 20 per cent.” Such a margin, he 
held, would prevent sales below cost 
and not be open to the criticism of 
fostering unreasonable profits. 

The majority view covers these and 
many more points in clear language, 
and proposed but one slight amendment 
to the bill. This amendment would 
permit resale of products without ref- 
erence to an agreement toward the 
end of the season of a surplus stock of 
goods specially adapted to that season. 
Other rights to resell without reference 
to the agreement, as provided in the 
bill, relate to the closing out of stock 
for the purpose of discontinuing the 
sale of the affected commodity, of dis- 
posing of a surplus seasonal stock, or 
with prominent notice that the com- 
modity is damaged or by a receiver or 
trustee or other officer acting under or- 
ders of the court. 

The majority report says that testi- 





Bill Situation 
By L. W. Morretr 


mony shows that there are undoubted 
evils connected with the restricted right 
to sell trade-marked goods—the only 
kind covered by the bill—at any price 
which the seller thinks to his advan- 
tage. Any legislation on the subject, 
it is declared, must be to a degree ten- 
tative and experimental, because, with 
the constantly changing conditions in 
manufacturing and distribution, the 
effect of any particular change in rights 
or methods cannot be positively pre- 
dicted. The belief is expressed that 
the bill as drawn, with the amendment 
proposed, will remedy the evils com- 
plained of to a certain extent and that 
it will be in the public interest. 

“It seems certain that the public at 
large cannot be harmed by it,” said the 
majority report. 

In brief, it is pointed out, the bill per- 
mits the vendor to sell trade-marked or 
branded articles under agreement that 
the vendee will not resell except at a 
stipulated price, and provides that any 
dealer to whom the vendee may resell 
will not in turn resell except at a stipu- 
lated price. 

The report says that it is thought 
that the public would not suffer by an 
undue increase in price because the bill 
specifically provides that any contracts 
must relate only to an article which is 
in fair and open competition with com- 
modities of the same general class pro- 
duced by others. 

The testimony is declared to show 
that local dealers suffer destructive 
competition from these chain stores 
and other large distributors with great 
capital, who offer standard goods of a 
nationally advertised brand at prices 
which represent cost, or, in some cases, 
less than cost. This, it is pointed out, 
is done for the purpose of attracting 
customers, with the loss being made up 
by greater profits on staple goods on 
which there are no standard or adver- 
tised prices, so that the customer is not 
advised as to a fair price. This prac- 
tice, it is declared, not only works to 
the detriment of a local dealer, but also 
interferes with, if it does not destroy, 
the business of the manufacturer of 
such standard articles in that particu- 
lar town. 

“Obviously the local dealers would 
not buy these goods if some chain store 
in the town sells them at a price below 
the cost to the local dealer,” says the 
report, “and consequently he takes these 
goods out of his stock. The only pur- 
chaser remaining, therefore, in that 
community is the chain store, and that 
concern is then in position to dictate 
to the manufacturer the price at which | 
it will purchase his goods, or else that 
it will substitute those of some other 
manufacturer or goods bearing the | 








name of the chain store company, which 
the public will then take because they 
cannot get anything else. It seems 
obvious to your committee that prac- 
tices of this sort, which are shown by 
the testimony to have occurred in many 
instances, are clearly within the defi- 
nition of unfair competition. 

“Another tendency of this type of 
competition is that it is in the direc- 
tion of a competition based solely on 
price and not on quality. 

“It is obvious that the makers of 
standard trade-marked goods have to 
rely primarily on quality for a large 
and continuous demand on the part of 
the public. No amount of national ad- 
vertising which claims qualities for the 
goods which they do not possess can 
avail in the long run. 

“And it seems unnecessary to argue 
that an article is not necessarily cheap 
because its price is low. But with the 
type of competition referred to above 
there is a tremendous pressure on the 
manufacturer to make his goods for a 
price and not primarily for quality. On 
the other hand, if the dealers in stand- 
ard trade-marked articles buy them un- 
der proper resale price agreements the 
quantities of these articles handled in 
the aggregate would be so increased, 
both because of public demand and be- 
cause the dealers will be anxious to 
handle them at a fair profit, that the 
quantity production will of itself cause 
a gradual reduction in cost and also in 
price, so that both the manufacturer 
and distributors and the public will 
profit by a lowering of price and a 
maintenance of quality. 

“It should be noted that under exist- 
ing law large manufacturers are en- 
abled, by reason of their extensive or- 
ganization, to maintain fair control of 
retail prices, while smaller manufactur- 
ers have not the resources to protect 
themselves against the destructive prac- 
tices above outlined.” 

Another reason given for action is 
that existing law in the matter of re- 
sale agreements is in great confusion. 
It is shown that courts pass conflicting 
opinion on practically similar cases and 
that the question of resale price main- 
tenance is one of the most troublesome 
with which the Federal Trade Commis- 
sion has to deal in the present state of 
the decisions. 

The committee urge favorable report 
to the House of the bill because of the 
belief that the legislation will not en- 
able manufacturers or dealers to charge 
unfair prices, but that it will tend to 
diminish unfair competition and thus 
in the end benefit the public and place 
the smaller manufacturer of trade- 
marked articles more nearly on an 
equality with his larger competitors. 
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Hardware Market 





with More Seasonable Weather | 


Improves 


NEW YoRK, May 14.—More favorable temperatures during the 
past week have greatly improved the situation in the hardware 
markets of the country. Even in sections where seasonal lines are 
still a trifle slow, the general situation is quite satisfactory, due to 
the activity of agriculture, industry and building. Some market 
centers report that volume is somewhat behind last year at this 
time, but are optimistic as to the outlook when sustained warm 


weather arrives. 


Prices are retaining their firm tone and collections are showing 


some improvement. 


Bank Debits Advance 17.9 Per 
Cent Week Ended May 2 


Debits to individual accounts, as re- 
ported to the Federal Reserve Board 
by banks in leading cities for the week 
ended May 2, aggregated $18,822,- 
000,000, or 17.9 per cent above the 
total..of $15,964,000,000 reported for 
the preceding week, and 27.1 per cent 
above the total for the week ended 
May 4, 1927. 

Aggregate debits for 141 centers for 
which figures have been published 
weekly since January, 1919, amounted 
to $18,005,103,000, as compared with 
$15,225,198,000 for the preceding week 
and $13,987,399,000 for the week ended 
May 4, 1927. 


Freight Loadings Show Increase 
Week Ended April 28 


Revenue freight loadings for the 
week ended April 28 totaled 961,928 
cars, the car service division of the 
American Railway Association an- 
nounced May 9. Compared with the 
preceding week, this was an increase 
of 17,284 cars, with increases being 
reported in the total loading of all 
commodities except forest products 
and merchandise less than carload-lot 
freight, which showed slight decreases. 

The total for the week of April 28 
was a decrease, however, of 59,648 cars 
below the same week in 1927, as well 
as a decrease of 33,480 cars compared 
with the corresponding week two years 
ago. Loadings for the week, compared 
with the corresponding week last year, 
were as follows: 

Miscellaneous freight, 384,646 cars, 
a decrease of 11,079 cars. Coal, 156,663 


cars, a decrease of 5406 cars. Grain 
and grain products, 43,240 cars, an in- 
crease of 86 cars. In the Western dis- 
tricts alone, grain and grain products 
loading totaled 29,965 cars, an increase 
of 6694 cars. 

All districts except the Central West- 
ern and Southwestern reported de- 
creases in the total loading of all 
commodities as compared with the 
same week last year, while all except 
the Pocahontas reported decreases com- 
pared with the same period two years 
ago. 


Window Glass Prices Advance 
About 10 Per Cent May 11 


The American Window Glass Com- 
pany, Pittsburgh, Pa., has announced 
an advance of approximately 10 per 
cent on flat window glass in carload 
lots, effective on and after May 11. 


Dollar’s Buying Power 100.2, 
Says Prof. Irving Fisher 


Prof. Irving Fisher of Yale Uni- 
versity announced May 6 that the 
previous week’s wholesale commodity 
prices, based on Dun’s quotations, 
averaged 99.8 per cent of the 1926 
level. The April average was 99.1. 
The purchasing power of the dollar 
was 100.2 cents on a 1926 basis of 100 
cents. The April average was 100.9 
cents, says the Journal of Commerce. 

Crump’s index for the week on the 
revised 1926 level was 96.3. The April 
average was 95.3. 

The Italian index on the revised 1926 
level for the week ended April 28 was 
75.5. 
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General Market News 








April Building Off 13 Per Cent— 
New England Shows Gain 


New building planning, as indicated 
by issuance of permits, fell off rather 
notably in April. Reports to Brad- 
street’s from 177 cities of the United 
States show an aggregate value of 
building permitted for in April of 
$277,696,276, as against $317,426,409 
at the identical cities in March and 
$322,338,954 in the month of April 
last year, decreases of, respectively, 
12.5 and 13.8 per cent. New York 
City’s total for April is $81,984,782, 
as against $107,171,125 in March and 
$89,163,153 in April a year ago, de- 
creases of, respectively, 23.5 and 8 per 
cent. The total at 176 cities outside 
of New York in April was $195,711,- 
494, as against $210,255,284 in March 
and $243,175,801 in April a year ago, 
decreases of, respectively, 6.9 and 19.5 
per cent. As showing the difference 
between April and March this year, 
it is to be noted that New York City 
in March showed a gain of 10.9 per 
cent over March last, and the cities 
outside lost only 11.4 per cent, whereas 
in April New York showed a loss of 
8 per cent from a year ago, and the 
outside cities total fell off 19.5 per cent: 

Gains over April a year ago were 
shown in New England and in the 
Southwest, while the five other groups 
showed decreases. 

The total value of building permit- 
ted for in four months of 1928 aggre- 
gates $1,115,820,836, as against $1,141,- 
062,795 in the first four months of 1927, 
a decrease of 2.2 per cent. The gain 
at New York for four months is 11.8 
per cent, whereas the decrease at the 
outside cities is 8.1 per cent. The de- 
creases from the first four months of 
1926 and 1925 are approximately 10 
per cent. Four months’ building per- 
mitted for this year is the smallest 
recorded since 19238. 

The value of permits for new build- 
ing in the United States, although con- 
tinuing well below former high rec- 
ords, exceeded $234,600,000 during 
April. This is a substantial amount, 
but it falls 10.8 per cent under the 
aggregate reported to Dun’s Review 
for the corresponding period of 1927. 
The decrease is principally at cities 
outside of New York, and is mainly 
accounted for by the large reductions 
in the Central West and on the Pacific 
Coast. The total for the outside cen- 
ters of $157,280,500 represents a de- 
cline of 13.5 per cent from the value 
of the permits issued a year ago, and 
the losses in the Central West and on 
the Pacific Coast are above 23 per cent 
in each case. 
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Warmer Weather Brings Sales Increase— 


Chicago Prices Holding Steady 








Additional Price Changes Reported by Chicago Market 


PICKS, MATTOCKS and BARS.—Recent new price lists of the manufacturers reaffirm former market 
prices, indicating that the rather widespread price cutting of last fall and winter is discontinued. 


PUMP LEATHERS.—An advance of about 30 per cent has been announced. 








(Chicago office of HARDWARE AGE) 


CHICAGO, May 15.—There has been very little change in the condi- 
tions surrounding the hardware market in this territory during the past 
week. However, jobbers report that there has been a slight increase 
in the volume of orders being received, due to the somewhat more sea- 
sonable weather of the past few days, although more rain and higher 


temperatures are needed to really stimulate sales. 


Farm work is pro- 


gressing rapidly and all indications are that with favorable growing 
weather, this year’s crops will be large. 
Prices are very steady and there have been no major changes for some 


weeks. 


Seasonal merchandise, such as oil stoves, lawn mowers, garden 


hose, garden tools and the like, is especially steady with prices remain- 
ing unchanged from those which prevailed throughout all of last year. 
The steel mills, in this area, are still maintaining the high rate of 
production of about 95 per cent of capacity. There is, however, a con- 
tinued falling off in current orders and the sizable back log, piled up 
earlier in the year, is rapidly dwindling. 
Collections, while rather slow at this time, are expected will improve 


as the season advances. 


AUTOMOBILE ACCESSORIES. 


—Sales are picking up gradually. 
Cleaners, paints and polishes are sell- 
ing very well and tires and tubes are 
moving freely. 


JOBBERS QUOTATIONS ‘TO RE. 
TAILERS, F.O.B. CHICAGO 

Spark Plugs.—Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 


pion X, 45c. each; Champion Blue 
Box line, 58c. each; A. C., 58c. each; 
lots of 100, 50c.; A. C., Special Ford, 
36c. each. 

Spot Light.—Appleton, No. 3280, 
$6.50 each 


Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 
Jacks.—National Standard, No. 21, 
$1.30 each. 
14% = in. 


Pumps.—Rose, 
$1.85 each. 

Tires and Tubes.—Mansfield tires, 
30 x 3% Liberty Cord, $6.10; heavy 
duty oversize, $8.30; 32x 4 Liberty, 


cylinder, 


$11.15; heavy ony, $13.80; balloon 
tires, 27 x 4.40, $8.70; 29 x 4.40, $9.15; 
30 x 5, $13; 32 x 6, heavy duty "$21. 10; 


32 x 6.20, heavy duty, $24.85; tan 
tubes, 30 x 31, $1.60; 32 x 4, $2.50; 
34 x 4%, $3.10; balloon tire tubes, 
gray, 27 x 4.40, $1.80; 29 x 4.40, $1.85; 
30 x 5, $2.25; 32 x 6, $8.10; 32 x 6.20, 
$3.50. 

BASEBALL GOODS.—The demand 

holding up very well. 


JOBBERS ye Be yy | _ RE- 
TAILERS, F.O.B. CHIC 


=e 
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Goldsmith Official pane ball, 
$15.00 doz.; Louisville Slugger bat, 
$16.29 doz. 


BOLTS AND NUTS.—There is a good 
steady demand and prices are firm. 


JOBBERS QUOTATIONS TO RE- 

TAILERS, F.O.B. CHICAGO: 
Carriage bolts, cut thread, 60 per 

cent discount, small carriage bolts, 





rolled thread, 60-10 per cent discount; 
machine bolts, cut thread, 60 per cent 
discount; small machine bolts, rolled 
thread, 60-10 per cent discount; all 
stove bolts, 75-10 per cent discount; 
lag screws, 60 per cent discount. 


BUILDERS’ HARDWARE.—Jobbers’ 
prices are unchanged. The demand is 
increasing as building programs pro- 
gress. 


JOBBERS QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

3% x 3% steel butts, old copper 
and dull brass finish, $2.07 per doz. 
pair, case lots; less quantities, 9c. 
per doz. pair higher; 4x 4 steel butts, 
old copper and dull brass finish, $2.90 
per doz. pair, case lots; less quanti- 
ties, 10c. per doz. pair higher; heavy 
steel bevel inside sets, $5.50 per doz. 
sets, case lots; steel bit-keyed front 
door sets, $1.45 per set; wrought 
brass, bit-keyed front door sets, 
$2.60 per set; cylinder front door sets, 
$6 per set. 


CHAIN.—Sales are satisfactory and 
prices are unchanged. 


JOBBERS QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 
%-in. proof cow chains, $8.50 per 
100 lb. Tenesco Bull Dog and Brown 
coil chains, 50-10 per cent discount. 
No. 00-4% electric welded cow ties, 
$2.75 per doz. 
COPPER RIVETS AND BURRS.— 
A steady volume of orders is reported. 
Prices are firm. 
JOBBERS yg Sheth re: _ RE.- 
TAILERS, F.O.B. CHICA 
Copper rivets and burrs, ee 201% per 
cent discount. 


EAVES TROUGH, PIPE, ETC.—No 
price changes to report —spring de- 





mand is always large and sales are 
very active now. 


JOBBERS QUOTATIONS — RE- 
TAILERS, F.O.B. CHICAGO 

28 gage single head lap joint gut- 
ter, 5 in., $4.50 per 100 ft.; corrugated 
conductor pipe, 3-in., $4.80 per 100 
ft.; plain ridge roll, 1%-in., $3.65 per 
100 ft.; corrugated conductor elbows, 
3 in., $1.51 doz. 


ELECTRICAL MERCHANDISE. — 
Prices on rubber covered wire are 
strong and there are rumors of an 
early advance. 


JOBBERS querer Pi RE.- 
TAILERS, F.O.B. CHICA 

Klectrical merchandise, a 14 rub- 
ber covered wire, $5.80 per 1000 ft.; 
in less than 1000 ft. lots, $6.30; No, 
18 lamp cords, $10.25 per 1000 ft.; 
in 1000 ft. lots, $12; %-in. brush brass 
key sockets, 154%4c. each; two-way 
plugs, 45c. each, in lots of 10, 40c. 
each; two-piece attachment plugs, 
7%c. each; dry cells, boxes of 650, 
32%c. each; less than case lots, 36c. 


each. 

Electrical Appliances.—Iron Hot 
Point, $4.20; in lots of six, $3.90; Sun- 
beam, $5; lots of six, $4.75; Per- 
colator, Universal 9169, $16.65. 

Radio Supplies.—Radio B et eet a 
D 779 EB, $1.40 each; base lots of 5 
$1. 30; No. 770, $3 each; packages of 
5, $2.80; No. 772, $2. 06 each; pack- 
ages of 5, $1.92; No. 486, $3. 58 each; 
packages ’ of 5, $3.33; new No. 485 
Layerbilt battery, less than standard 
package, $2.53 each; standard pack- 
age lots, $2.33 each. 

« Battery Chargers.—Apco line, 
of less than 10, $9.90 each. 


FILES.—There is a good steady de- 
mand. Prices show no change. 


JOBBERS QUOTATIONS 7” RE- 
TAILERS, F.O.B. CHICAGO 

American files, 60-10 per cent oft 
list; Nicholson files, 50 per cent off 
list; Black Diamond files, 50 per cent 
off list. 


FISHING TACKLE.—Sales have been 
stimulated by the opening of the early 
fishing season. 

JOBBERS QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Bronson No. 1800, $1.60 each; Chi- 
cago level winding reel, $2.00 each; 
Symploreel No. 752, $4.90 each. 

GALVANIZED WARF.—There are no 
price changes. Continued dry weather 
keeps galvanized watering pots mov- 
ing freely. 

JOBBERS QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 

Standard galvanized after made 

tubs, No. 1, $5.75; No. 2, $6.50; No. 
3, $7.65: 10 at. galvanized after made 
pails, $2.00; 12 qt., $2.25; 14 qt., $2.50; 
1 gal. all galvanized oil cans, special, 
$2.35 doz.; 2 gal., $4.00 doz; No. 3, 
gal., $5.75 doz.; 5 gal., $7 doz.; 1 bu. 
galvanized baskets, $6.25 doz.; No. 26 
ey ¥% bu. galvanized measure, 
$4.50. 


lots 
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GARDEN HOSE.—Sales are increasing 
with warmer weather. Prices are with- 
out change. 

JOBBERS QUOTATIONS TO RE.- 
TAILERS, F.0O.B. CHICAGO: 

Garden hose, good quality, molded 
hose, %-in., llc. per ft.; 12%c. per 
ft.; 5 ply, good quality, wrapped, % 
in., 8c., per ft.; n., 9%c. per ft. 
Lawn sprinklers, in King, $28 a 
doz.; original fountain sprinklers, $6 
doz.; Rainbow, 38-in. high, $24 a doz. 


GLASS AND PUTTY.—There has been 


an advance in manufacturers’ prices 
and jobbers. will probably follow 
shortly. 


JOBBERS QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 

Single strength A, all brackets, 
89-5 per cent discount; single strength 
B, all brackets, 90-74% per cent dis- 
count; double strength A, all brack- 
ets, 8 per cent discount; double 
strength B, all brackets, 10-5 per 
cent discount; putty, pure grade, 
$4.25 per 100 lb.; commercial, $3.50 
per 100 Ib. 


HAMMERS AND HATCHETS. 
Prices are firm after the recent ad- 
vances. General tool demand is quiet, 
but sales of nail hammers are unusu- 
ally good. 


JOBBERS QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Hammers.—First quality, 
nail hammers, $12 doz.; 
$12.60 doz.; 16 oz. machinists’ ham- 
mers, first quality, $9.20 doz.; com- 
petitive grade, 16 oz. nail hammers, 


16 oz. 
Maydole, 


$6 to $8 doz. 
Hatchets.—First quality hatchets, 
No. 2 shingling, $12.50 doz.; first 


quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—Sales 
continue in fair volume and prices are 
unchanged. 


JOBBERS QUOTATIONS a RE.- 
TAILERS, F.0O.B. CHICAG 

Way fork handles, asa ight, 
——_ — bored, X 4 ft., $2.40 
per doz.; 4% ft., $2.70 per doz.; 
XX 4 ft., $3.90 per doz.; 4% ft., $4. 20 
per doz. ; ash fork handles, bent, 
chucked and bored, X 4 ft., $2.90 per 
doz.; 4% ft., $3.20 per doz.; ash hay 
fork handles, bent with strap, fer- 
rule and cap, X 4 ft., $4.90 per doz.; 
4% ft., $5.25 per doz.; XX 4 ft., $6.15 
per doz.; 4% ft., $7.10 per doz.; bent 
manure fork —a plain, X 4 ft., 
$3.05 Pat doz. ; $3 “# per doz.; 
xx , $4. és’ -¥, ye 4% ft., $5 
per } a. "bent manure fork handles, 
with strap, ferrule and cap, X 4% ft., 
$5.25 per doz.; XX 4 ft., $6.65 per 
doz.; 4% ft., $7.10 per doz.; garden 
hoe handle, X 4 ft., $2.60 per 
doz.; XX 4% ft., $3.70 per doz.; rake 
handles, X 6 ft., $3.50 per doz.; 
XxX 5% ft., $5.65 per doz.; shovel 
handles, regular pattern, 
$4.25 per doz.; XX 4% ft., 
doz.; D shovel handles, X, 
doz.; X $8 per doz.; 
spade handles, X, $4.90 ag? doz.; D 
shovel handles, X, I. D. : oo $4.45 
per doz.; Sturd-E top, $4.5 


HANDLES, SaCKORY «Recent for 
occasional “leaders,” prices are very 


strong. 

JOBBERS QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

No. 1 (new B. Mt hickory, $4 doz.: 
No. 2 (new B. R.), $3 doz.; second 
growth hickory (new A. -), $5 doz 
finest selected second growth hickory 
«new A. A.), $6.50 doz. 

Hatchet od Hammer Handles.— 
No. 1 (new S. B. R.), 90c. doz.; finest 
second growth hickory (new S. A. 
W.), $1.80 doz. 


HINGES.—Sales are very satisfactory 


and prices are firm. 
JOBBERS’ reat ep TO RE- 
TAILERS, F.O.B. CHIC 
Heavy — hinges in sel 4 in., 
92c.; 5 in., $1.22; 6 in., $1.54; in., 


$2.47; 10 in., $4.00 per doz. pair; 
extra heavy T hinges in bundles, 4 
in., $1.26; 5 in., $1.56; 6 in., $1.87; 8 
in., $2.80; 10 in. + $4.50 per doz. 


ICE CREAM FREEZERS.—Sales are 
rather slow, due to the backward 
weather conditions. 

JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. CHICA 

White Mountain, 1 qt., $4.80 list, 
2 qt, $5.60 list; 3 qt., $6.75 list; 4 qt., 
$8.25 list; 6 qt., $10.45 list; 8 qt., $13.40 
list; 10 at., $17. 90 list; 12 qt., $21.50 
list: 15 qt., $25.60 list; 20 qt., $33.20 
list; 25 qt., $42.60 list. Arctic, 1 qt., 
$4 list; 2 qt., $4.60 list; 3 qt., $5.45 list; 
4 qt., $6.80 list; 6 qt., $8.60 list; 8 qt., 
$11.10 list. All the above less 50 per 
cent discount. Alaska, 1 qt., $2.95 
list; 2 qt., $3.45 list; 3 qt., $4.10 list; 
4 qt., $5 list; 6 qt., $6.30 list; 8 qt., 
$8.20 list; 10 qt., $10.75 list; 12 qt., 
$14 list; 15 qt., $17 list; 20 qt., $21.50 


list. A discount of 20 and 10 per cent 
on all above prices. Acme, 2 qt., 
galv., $8 doz.; 2 qt. enamel, $10 per 
doz.; 4 qt., enamel, $18 per doz. 
Above prices are net. 

Everybody’s Freezers, 1 pt., $3.50; 

qt., $4.50; 2 qt., $6; 3 qt., $7; 4 qt., 
$8. Prices are each and subject to 
a dealer's discount of 30 per cent off. 


LAWN MOWERS.—trhe demand is be- 
ing slowed up because of the cool 
weather and lack of rain. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

16-in. ball bearing, 5-knife, 11-in. 
wheels, $12.35 each; 16-in. ball bear- 
ing, 4-knife, 10144-in. wheels, $10 each; 
16-in. plain bearing, 4-knife, 10%4-in. 
wheels, $8.65 each; 16-in., ball bear- 
ing, 4-knife, 9-in. wheels, $7.85 each; 
16-in, plain bearing, 4-knife, 9-in. 
wheels, $7.35 each. 


NAILS.—Order volume is about regu- 
lar and prices very firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

L.c.l. quantities common wire and 
cement coated nails, current l.c.l. 
stock orders, $3.10 per keg base, Dec. 
1, 1927, extras. 


OIL AND GASOLINE STOVES.—Un- 
favorable weather conditions is ham- 
pering sales considerably. Prices are 
unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Perfection. — No. 72, 2 burners, 
$17.50; No. 73, 3 burners, $22.50; No. 
74, 4 burners, $28 

Perfection hestoce discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 

Puritan (Improved Model).—No. 42, 
2 burners, $17.50; No. 43, 3 burners, 
$22.50; No. 44, 4 burners, $28.50. 

Puritan discounts the same as Per- 
fection. 

Nesco.—No. 212, 2 burners, $17.50: 
No. 213, 3 burners, $22; No. 214, 4 
burners, $28; No. 1103,° high shelf 
tad $6.50; No. 1104, high shelf only, 
8 


With vitreous enameled stove stops 
and splash backs.—No. 233, burn- 
ers, $35.50; No. 244, 4 burners, $44.50. 

Nesco dealers’ discount, 30 and 5 
per cent. 


Nesco Rolo, 5 burners and oven, 


$90; No. 400, built in oven model, 
$63. Dealers’ discount, 30 and 5 per 
cent. 


Coleman.—No. 322, range, $114; No. 
328, range, $72; No. 325, range, $45; 
No. 329, range, $52.50; ah Te range, 
$39: No. 330, range, $34. 

Coleman dealers’ iesarues. 33% per 


cent. 
OVENS 


No. 211, 1 burner, plain door, $2.50; 
No. 211G, 1 burner, glass door, $2.70; 
No. 112G. 2 burners, glass door, $6. 
Dealers’ discount on 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 





Puritan.—No,. 42G, 2 burners, glass 
door, " 

Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 

Nesco. — 05, 1 burner, solid 
door, $2; 5, 1 burner, glass door, 


$2.15; No. ‘p30, 2 burners, solid door, 
$4.25: No. 20, 2 burners, glass door, 





$4.50; No. 301, 2 burners, glass door, 
thermometer, $6.40. 
WICKS, ETC. 
Rockweave wick, 25c. each; Per- 
fection and Puritan, $4 per doz. and 
$48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 
PAINTS AND OILS.—There is a rea- 
sonably good seasonal demand. Prices 

are without change. 
JOBBERS’ a aie pe TO RE- 
CHICAGO 


cook 


TAILERS, F.O.B 
Linseed Oil, Raw.—Barrel lots, 85c. 
per gal.; 5 barrel lots, 82c. per gal. 


Boiled.—Barrel lots, 


Linseed Oil, 
5 barrel lots, 84c. per 


87c. per gal.; 
al. 
Denatured Alcohol. — 


Barrel lots, 

58%c. per gal.; steel drums, extra, 
$6, returnable. 

ing ~ suman — Drum lots, 7lc. per 


gal., net 
White Lead.—100 Ib. lots, $13.25; 50 
Ib. lots, $6.75; 25 Ib. lots, ’33. 40; 12% 
Ib. lots, $1.75. 
Shellac. —(4% lb. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 
English Venetian Red.—lIn barrels, 
$3.50 to $6.75 per 100 Ib. 
at wird Paste.—Barrel lots, 7%c. per 


POULTRY AND FIELD FENCE— 
The demand is showing a seasonal in- 
crease. Prices are unchanged. 


JOBBERS’ eae stto gs: 4 TO RE- 
TAILERS, F.O CHICAGO: 

726-6-12% , $2 B68 per 100 rods; 
1948-6-14%4, $43.62 per 100 rods; 2158- 
6-4%, $48.98 per 100 rods. 

PREPARED ROOFING.—Prices are 
still too low to last, and sales are con- 
sequently abnormally heavy. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Best grade slate surfaced prepared 
roofing, $1.75 per square; best grade 
tale surfaced, $2.15 per square; me- 
dium tale surfaced, $1.30 per square; 
light tale surfaced, 90c. per square; 
red rosin sheathing, $55 per ton. 

PYREX WARE.—Dealers are filling 
in their stocks in anticipation of June 
weddings and bridal showers. 

JOBBERS’ AT TO RE- 
TAILERS, F.O.B. CHIC 

Bread Pans.—No. 212, 4. 20 dozen; 
No. 214, $12 dozen. 
New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, = 
Oval, No. 632, $12 doz.; No. 633, $14 
.; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 per dozen; 
No. 209, $7.20 per dozen. 

Tea Pots.—2 cup, na doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. $8 a 

ility ee 231, 8 doz.; No. 

232 $19 d 


Iced Tes Sets. —$4 per set. 
ROLLER SKATES.—The demand is 
dropping off somewhat. Prices are un- 
changed. 
JOBBERS’ etal Hees | TO RE- 
TAILERS, F.O.B. CHICAGO: 
Union roller skates, boys’, $1.40; 
git $1.50; Chicago roller ’skates, 
$1.30; girls’, $1.40. 
ROPE.—Rope prices are usual active 
volume. 
WE QUOTE FROM JOBBERS’ 
STOCKS, F.O.B. CHICAGO: 
Best —™, standard brand, 2l1c. 
od os ‘ah’: 2 Manila, 19c. per Ib.; 
sal, A per Ib.; No. 2 
Sisal. 18¢. per Ib. 
SASH CORD.—Sales are only fair. 
Prices are unchanged. 
JOBBERS’ QUST AT ne TO RE.- 
CHICAGO: 


TAILERS, F.O.B. 
No. 7 standard brands, $7.90 per 
doz. hanks; No. 8, $8.90 per dozen 


hanks. 

SASH PULLEYS.—tThere is a fair sea- 
sonal demand. Prices are unchanged. 
JOBBERS’ Panis yy + TO RE- 

TAILERS, F.O.B. CHICAGO: 


Common sash pulleys, 55c. per doz.; 
barrels, 50c. per doz.; Common Sense, 
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2 in. 55c. doz.; barrels, 50c. doz; No. 
110, 50c. doz.; barrels, 45c. doz. 
SCREEN DOORS AND WINDOW 
SCREENS.—This is a very active sell- 
ing season. Present prices are ex- 
pected to cover the entire season. 
JOBBERS’ ape gu TO RE- 
TAILERS, F.O.B. CHICA 
Screen doors, No. 266, r “4 x 6-8, 
$20.46 doz.; No. 296, 2-8 x 6-8, $24. 66 
doz.; No. 311, 2-8 x 6-8, $20.92 doz. 
Window screens, No. 1833, $4.56 doz.; 
No. 2433, $5.40 doz. 


SCREWS.—No recent price changes. 
Orders are numerous, but small. 


JOBBERS’ GUST ATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 

(New lists Jan. 3, 1928.) Flat bright 
screws, 50 per cent, round head, 
blued, 45 per cent; flat head brass, 45 
per cent; round head brass, 40 per 
cent. 


SOLDER AND BABBITT.—The mar- 
ket continues quite low, with good sales. 








JOBBERS’ QueT AT ONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 

Warranted 50-50 solder, $35 per 100 
lb.; medium 45-55 solder, $33 per 100 
lb.; tinners’ 40-60 solder, $30.50 per 
100 lb.; high speed babbitt metal, $20 
per 100 lb.; standard No. 4 babbitt 
metal, $12 per 100 Ib. 


STEEL SHEETS. — Prices 
steady, with demand regular. 


JOBBERS’ Page TO RE.- 
TAILERS, F.0.B. CHICAGO: 

28 gage galvanized sheets, $5.30 per 
100 lb.; 28 gage black sheets, $4.20 
per 100 Ib. 


WIRE PRODUCTS.—Sales are a little 
better, with prices steady and un- 
changed. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CHICAGO: 

No. 9 black annealed wire, $3.30 per 
100 Ilb.; No. 9 galvanized plain wire, 
$3.85 per 100 lb.; catch weight spools 
galvanized cattle or hog wire, et 


remain 





per lb.; polished fence staples, $3.55 
per 100 Ilb.; wire cloth, black, 12- 


100 sq. ft.; galvan- 
$2.05 per 100 sq. ft.; 
$5.60 per 100 sq. ft.; 
netting, galvan- 
60 per cent dis- 
after made, 50-10 


mesh, $1.85 per 
ized, 12-mesh, 

bronze, 14-mesh, 
galvanized poultry 
ized before made, 
count; galvanized 

per cent discount. 


WRENCHES.—There is a good volume 
of orders and prices are firm. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. CHICAGO 

Agricultural wrenches, 60- ‘0- 5 per 
cent discount. Coes wrenches, 
40-10 per cent discount; engineers 
wrenches, 50-10 per cent discount off 
new list; Stillson wrenches, 70-10 per 
cent discount; Trimo, 70-5 per cent 
discount. 

Snap-on Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 


No. 101, Master Service Set, $13.75; 
No. 202, Heavy Duty Set, $3.80; No. 
404, Flexible Socket Set, $8.80; No 

608, Crankcase Drain Plug Socket, 
$3.20; No. 90, Square Socket Set, 
$3.70; No. ‘1817, Giant “Snap-on” with 
extra heavy duty ratchet, $27.35. All 


Snap-on Wrenches less 33% per cent 
discount. 


Warm Days Have Stimulated Retail Sale 


of Spring Merchandise—Prices Firm 


New YorK, May 15—The several warm days of the past week 
stimulated a substantial retail sale of steel goods and kindred spring 
merchandise which up to this time had been having only a moderate 
consumer sale in this market. Jobbers have felt the reaction in that 
re-orders already received are most encouraging. With half of the 
month gone, it looks as though May will be better than the same 
Apparently we are to have an earlier spring 


month of last year. 
than experienced last year. 


Collections are slightly improved and prices generally are the 


same. 


Unemployment in this territory is not as acute as it has been in 
some sections of the country and building is fairly active. 
wholesalers and retailers are cheerful and expect an active spring 


and summer. 


Both 





BATTERIES.—Ignition and flashlight 
batteries are fairly active. Radio B bat- 
teries are having a fair call. Prices are 
firm and uniform throughout this mar- 
ket. Wholesale stocks are satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Dry cells, No. 6, ignition Re 
s3Ke.; No. 7111, same type, 35%4c. 

Hercules, No. 6, ignition type, 23c. 
each in lots of 50. 

B batteries, No. 767, $2.62 each; in 
“ate of 5, $2. 44 each: No. 772 (ver- 
tical type), $2.06 each; in units of 5, 
$1.92 each; heavy duty vertical type, 
No. 770, $3.00 each; in units of 5, 
$2.80 each. Layerbilt ao 486, $3. 59 
each; units of 5, $2.33; New Layerbilt, 
No. 485, $2.53 each, in units of 5, $2.33 
each. 


BOLTS AND NUTS.—Moderate de- 
mand at firm prices. Stocks are ample. 


JOBBERS’ bg gh et Pgs 3 TO RE- 
TAILERS, F.0.B. NEW YORK: 

Carriage bolts, 55 off list. Cast 
bolts, 69 per cent off list. 

Stove bolts, 80 per cent off list. 

Machine bolts, % by 6 and smaller, 
50 and 10 off list: larger to 1 by 30, 
Oa cent off list; 114 to 1%4, 30 off 
ist. 


55 off list. Cast 


Coach screws, 
Step bolts, 


bolts, 60 per cent off list. 
50 per cent off list. 


BUTTS.—Fairly active, with stocks 
adequate. Jobbers quote steel butts, 





38% x 8%, 18c. per pair in case lots 
and 19c. per pair in less than case lots. 


CARPET SWEEPERS.—Very active 
call reported. Prices are unchanged. 
Stocks are satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Carpet sweepers, Standard, $3 each; 
Universal, japanned, $3. 50 each; 
Universal, nickel plated, $3.83 each; 
Grand Rapids, japanned, $3.67 each; 
Grand Rapids, nickel plated, $4 each; 
Elite, $5 each; Princess, $4. 17 each; 
and | American Queen, $4.50 each; 
Sterling, $2.10 each. 


CLOCKS.—Auto clocks more active. 
Alarm clock demand is fairly good also. 
Prices are the same and stocks are in 
good condition. 


JOBBERS’ Se tg FF a TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Alarm clocks, Big Ben, $2.29; same 
luminous, $3.16; Baby Ben and Baby 
Ben luminous take same respective 


prices. - Hur, $1.76; same lumi- 
nous, $2.4 

Blue Bra, luminous dial, $1.76: 
Blue Bird, $1 .22. Sleepmeter, $1.40. 
Sleepmeter, luminous dial, $2.10. 
American, . 


Auto clocks, Westclox, plain, $1.76; 
same luminous, 46. 
Prices Are Each 


FREEZERS, ICE CREAM.—Early in- 
terest is fairly active. Prices are not 





expected to change during the season. 
Prices not included in this report will 
be added next week. 


JOBBERS’ ay tba Rh RE- 
TAILERS, F.O.B. NE YOR 

Acme freezers, 2 ~¥ pai gal- 
vanized tapered, $8.00 per dozen; 
same enameled-galvanized, $10.00 per 
dozen, 4 qt. enameled-galvanized, 
$18.00 per dozen, and pint size, Junior 
enameled, $4.80 per dozen. 

Arctic freezers, 1 qt., $2.00; 2 at., 
$2.30; 3 qt., $2.78; 4 qt., $3.44; 6 qt., 
$4.30; 8 qt., $5.55; 10 qt., $7.40, and 12 
qt., $8.33. Prices are each and NET. 

Auto vacuum freezers, No. 1, $2.33; 
No. 2, $2.67; No. 3, $3.33, and No. 4, 
$4.00. Prices are each and NET. 

Casco Effortless freezer, $2.67 each. 

Everybody’s vacuum freezer, 1 pt., 
$3.50; 1 qt., $4.50; 2 qt., $6.00; 3 at., 
$7.00, and 4 qt., $8.00. These are 
LIST prices, per each and are sub- 
ject to a dealer’s discount of 30 per 
cent. The Everybody’s freezer is 
gray enameled, 

Peerless freezers, cottage special, 2 
,at., $1.50 each NET. 

White Mountain freezers, 1 qt., 
$2.43; 2 qt., $2.83; 3 qt., $3.38; 4 qt., 
$4.13: 6 at., $6.75; 10 at., 
12 qt., "$10. 78; 15 qt., 
$16. 80. Prices are each and 


NAILS.—Prices are firm and the de- 
mand more active. Stocks are ample. 


JOBBERS’ by tg Flange. TO RE- 
TAILERS, F.O YORK: 
Common wire ay Wright 4d, $4.25 
per keg; 6d, $4 per keg; 8d, $3. 85 per 
keg; 10d, $3.75 per keg. Common wire 
nails, galvanized, 4d, $6.75 per keg; 
$6.50 per keg; sd, $6.35 per keg, 

and 10d, $6.25 per keg 

Wire ‘box nails, cuneeth, 4d, $4.45 
per keg; 6d, $4. 10 per keg, and 8d, 
$3.95 per keg. Wire a nails, 
bright, 4d, $4.95 per keg; 6 $4.35 
per keg; 8d, $4.10 per keg, and 10d, 
$4 per keg. Wire finishing nails, gal- 
vanized, 4d, $7.45 per keg; 6d, $6.85 
per keg: 8d, $6.60 per keg, and 104d, 
$6.50 per keg. 


OIL COOK STOVES.—Jobbers report 
an improved demand on this group of 
goods. New York distributers say that 
Long Island trade on oil cook stoves 
is particularly good. Prices are firm. 
Local wholesale stocks are ample. 


JOBBERS’ ar we TO RE- 
TAILERS, F.O.B. NEW YORK: 
Perfection oil cook stoves, No. 339, 
full white porcelain, enamel, 4 stand- 
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Garden hoes are packed 12 in a 
bundle. 

Warren type hoes, 86c. each. 
Scuffle type hoes, 8lc. to 92c. each. 


Mortar Hoes 


Polished pooped steel Made, bronze 
finish, solid shank, 6 ft. ash handle, 
9 in. blade, $1.09 each. Same with 
2 holes and 10 in. polished steel 
blade, $1.09 each. 

Mortar hoes are packed 12 in a 


bundle. 
Steel Rakes 


Sash cord, Samson spot No. 8, 70c. 
to 72c.; Aetna No. 8, 27c. to 3lc., and 
Phoenix No. 8, 33c. to 39c. 

No. 7 is 1c. higher and No. 6 is 3c. 
higher on all brands. 


SCREWS.—Normal sale reported at 
steady prices. Stocks are satisfactory. 


JOBBERS’ tthe aged TO RE- 
TAILERS, F.0.B. NEW YORK: 
Wood screws, flat oral bright iron, 
50-10-10; round heads, blue, 45-10-10; 
round head, iron, nickel plated, 2714- 
10-10; flat head, galvanized, 20-10-10; 
flat head, brass, 45-10-10; round head, 
ayy 40-10-10. ane discounts ap- . Li ‘| ee. Sgr ge a a 
ply to new standard screw lists andle, teeth, c, each; w 
No, 314-1104, so ne shelf, Machine screws, flat and round teeth, 50c. each; with 16 teeth, 51%%c. 


5 1.50; 
. heads, brass and iron, 70 per cent off each. 
$2.63; No. 20, $3.15 and a 301, A. is’ list. eienia - eeen 


NESCO prices are NE Medium straight 

: teeth, 5 ft. ash handle, 12 teeth, 

S Goleman camp. stoves, No. 2 Ps Na SCREENS.—Substantial demand Te- 77c. each; 14 teeth, polished, 83%4c. 
ported. Expected to be very active. 

Prices are firm and stock satisfactory. 


m ve, $4.70. each; 16 teeth, 87%4c. each. 
a ‘a O-Gas stoves, No. 322, Steel bow rakes, curved teeth, pol- 
$76.00; No. 323, $17.60; No. 324, $26.00; ished bronze head, 5% ft. ash handle, 
No. 325, $30.00; No. 326, $16. 00; No. JOBBERS’ QUOTATIONS TO RE- 16 teeth, $1.09 each; with 14 teeth, 
TAILERS, F.O.B. NEW YORK: 
Window screens, Diamond E, all 
metal i? with Opal galvanized 


$1.02 each. 
os $9; No. 328, $48; No. $29, $35; Rakes packed 6 in a bundle. 
wire cloth, . 14 mesh, No. 1, $8.00; 
No. 3, $12.00; No. 4, 


Cultivators 
$12.00; No. 6, $14.00; 


ard, 1 Giant Superflex burners, built 
in oven with white cabinet, $140; No 
74, satin-black finish, 4 cobalt porce- 
lain burners, $28.50 for stove only, 
with white cabinet, $41.50; with black 
cabinet, $36.50; same with 3 burners, 
$22.50; $33.00 and $29.00; same with 
2 burners $17.50 for stove alone and 
with black cabinet, $22.75. 

These are list prices subject to a 
discount of 30 and 5 in lots of 10 
or more and for lots of less than 
10, 30 per cent off list. 

Nesco oil cook stoves, No. 500 
No. 400-L, $38.50; No. 400-R, 
No. 212-1102, with high shelf, 
No. 213-1103, with high shelf, 


» $56; 
38. 50; 


23. 
COL MAN prices are each and 
ET. 


Floral cultivator, adjustable 3 
forged steel prongs, malleable iron 
socket enamel finish, 4 ft. ash han- 
dles, 60c. each; same with 5 forged 
steel adjustable prongs and 4%%-ft. 
ash handles, 85%4c. each. 

Packed 6 in a bundle. 


Potato Hooks 


Solid steel goose neck, black and 
gold finish, 4% ft. handles, 5 round 
tines, $1.03 each. Same, with bent 
head, polished and bronze finish, 4 
angular black tines, 96144c. each. 

These are packed 12 in a bundle. 


Manure Forks 


Strapped ferrules, oval drop forged 
tines, selected D ash handles, 4-12 
in. tines, bronze finish, $1.71 each. 
Same, 5-12% in. tines, $1.89144c. each. 

Strapped ferrules, drop forged oval 
tines, polished and bronzed with 4 ft. 
ash handles, 4-12 in. tines, $1.56 each. 
Same with 5-12% in. tines, $1.90 
each 

Heavy mill or street forks, strapped 
ferrules, bronze finish, wood D han- 
dies, with 4 oval 15 in. heavy tines, 
$2.17 each. All of these manure 
forks are packed 6 in a bundle. 


Hay Forks 


PRESERVING EQUIPMENT.— 
Though a little early in the season, in- ioe een 
terest is reported as moderate. Price beotinn, wire loth. Me. 36 meek, No. 
changes are not expected during this 11, $12.00; No. 12, $14.00; No. 13, 


16.00 No. 14, $18.00; No. 15, $16.00: 
season. Local wholesale stocks are ade- 16, $18.00. ge 17, $20.00. ans 
quate. NET per 


a Diamond E prices are 
ozen. 

JOBBERS’ QUOTATIONS TO RE- Liberty Brand, all metal screens, 
TAILERS, F.0.B. NEW YORK: galvanized wire ‘cloth, No. 

Everedy bottle capper No. 6, 83\%c. No. 21, $6.80; No. 23, $9.20; 

each. Cork assortments of 500 corks, $10.00; No. 26, $10.80: No. 27, $12. 00. 
sizes 6 to 10, $1.07 per assortment. Liberty Brand with bronze wire 
Everedy jelly bag and stand No. 6, cloth, No. 16 mesh, No. 31, $10.00; No. 
50c, each; bag only for stand No. 6, 33, $12.80; No. 34, $14.00; No. 36, 
17c. each; Universal Aladdin preserv- $14.80; No. 37, $16.00. 

ing season set No. 14, $1.95 each. Liberty Brand screens are NET 
Universal family scales, $4.80 per as- per dozen. 


sortment of three scales. 
2 . _ | SPRING GOODS.—The few warm days 
ROLLER SKATES.—More active de of the past week stimulated a very sat- 


mand reported with = paris —_ isfactory volume of business for all 
Prices are aeanty. Stocks are adequate. kinds of spring merchandise. An active 
TAene 1 By ag fhe by wall trade is expected to continue. If the 
Roller skates, extension, web heel warm weather stays with us the trade 
predicts a very substantial sale. Prices 


and toe straps, plain steel roils, 72c. 
per pair; same with toe clamps and 

are firm. Local wholesale stocks ap- 
pear adequate. 





web heel, 78c. per pair; same for boys, 
with self-contained ball bearing 


wheels, $1.42 per pair; for girls, $1.52 
per pair. 

Roller skates 
2%c. each; skate wheels, 
contained bali bearings, 10c. each; 
ball bearings, 15c. per 100; axles, 3c. 
each; cotter pins, 15c. per 100; axle 
nuts, $1.00 per 100; axle nut washers, 
60c. per 100; adjustment binding bolt, 
65c. per 100; adjustment binding bolt 
nut, 65c. per 100, and toe clamps, 12c. 
per pair. 


SASH CORD.—Prices are the same 
and demand fairly active. Stocks are 
ample. 


JOBBERS’ QUOTATIONS Ma RE- 
TAILERS, F.0.B. NEW YORK 


accessories: keys, 
with self- 








JOBBERS’ QUOTATIONS Ag RE- 
TAILERS, F.0O.B. NEW YORK 


Garden Hoes 


Ladies, garden hoes, 5 in. 
steel blade, solid shank, 4 ft. 
63 1-6c. each. 

Meadow hoes, forged steel blade, 19 
gage, polished and bronze socket 
shank, 4% ft. handle, 98c. each. 

Nursery hoes, forged steel blade, 
polished and bronzed, sojid shank, 
4% ft. handle (ash), 7 in. blade, 
81%c. each. 

Onion hoes, square 
forged steel blade, 7 x 
finish, 4% ft. handle, 


forged 
handle, 


top, polished 
1% in. bronze 
81%4c. each. 





Strapped ferrules, selected ash han- 
dles, bronzed and polished, 8 oval 12 
in. drop forged tines, with 5 ft. bent 
handles, $1.154% each, and with 6 ft. 
bent handles, $1.39 each. 

Hay forks are packed 12 
bundle. 

Five per cent off all prices on 
spring goods in bundle lots. 


Lawn Rollers 


Dunhams, waterweight rollers, No. 
2, $9900 each; No. 4, $10.76 each. 


Hose Reels 


Donley all metal No. 2, $1.55, and 
No. 10, $2.50 each. 


in a 





Chisel and Punch Sample Roll 


An attractive sample roll containing 35 
items representative of its line of chisels 
and punches for the auto mechanic has 
recently been assembled by The Fairmount 
Tool & Forging Co., Cleveland, Ohio. 

The tools in the sample roll are made 
from a special alloy steel and have been 
designed exclusively for automotive ser- 
vice work. In the sample roll is a printed 
insert, describing the various items com- 
prising the line and also showing the price 
of each item. The insert is made of a 
good grade white duck and is sewn to the 
sample roll. 

The roll, No. 560, is made of imitation 
leather, has a green plush lining, carrying 
handle, and weighs 21 lb. When opened 





| up, it measure approximately 19 by 35 in., 
| not including the flap. 





An Improved Door Check 


Park Mfg. Co., Worcester, Mass., an- 
nounces a number of improvements in the 
Worcester Blount Door Check, which it 
manufactures. A one piece forged steel, 
four bearing crankshaft replaces a com- 
bination steel and malleable iron, two bear- 
ing shaft. This construction, combined 
with a new method of packing, tends to 
prevent leakage. 

A rugged all steel connecting rod has 
displaced a malleable iron rod. The new 
model is said to be giving complete satis- 
faction and is sold with a two year guar- 
antee. 
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(Cleveland office of HARDWARE AGE) 

CLEVELAND, May 15.—The market is feeling the good effect of more 
seasonable weather, which has caused quite an improvement in sales, 
particularly of spring merchandise. Reports indicate a firmer market tone 
and fewer price irregularities than for some time past. With the spring 
painting season under way painters’ supplies are in very good demand. 
Sporting goods lines, which have been retarded by weather conditions, 
show more life. The outlook in the agricultural districts in some sections is 
rather unsatisfactory, due to the condition of the wheat crop, which in 
some parts of Ohio will be a partial failure. The most important price 
change announced is a reduction of 10 cents a keg on nails and 10 cents 
per 100 lb. on wire and statples. Barbed wire has also been marked 
down. These reductions were made by Cleveland jobbers May 9. For 
some time the nail market had been rather irregular. Efforts were 
made to maintain regular prices in northern Ohio, but concessions have 
appeared in other sections. Galvanized sheets, which have been mov- 
ing very slowly, have declined $2 a ton. New reduced list prices have 
been issued on steel and brass machine screws and the discount on 
machine screws has been lowered. The changes have not resulted in 
any particular change in the price of steel screws, but brass screws 
are a little lower. 

Collections show a fair gain over April and are quite satisfactory. 
Many retailers are paying their bills more promptly rather than wait- 
ing until the last day on which they are permitted to take discounts. 


AUTOMOBILE TIRES AND ACCES- 





| Unit Broken 

SORIES.—Retailers are keeping tire| 26 daria — 
stocks very low and buying from hand No. 766 1.40 
to mouth. While the trade has been a oe ee 
looking for lower tire prices because No. 770 3.00 
of the decline in hard rubber, the first No. 486 3.58 
Dry cell, A_ batteries, No. 7111, 


definite statement from a manufacturer 
on the subject is one just made by H. S. 
Firestone of the Firestone Tire & Rub- 
ber Co., to the effect that prices will 
probably be reduced within three 
months. 

Cleveland jobbers quote Mansfield 


35%c. in standard packages; 40c. in 
broken lots; Columbia igniter dry cell 
batteries, 32%4c. in standard pack- 
ages, 36c. in broken lots. 
BOLTS AND NUTS.—Jobbers’ orders 
are very satisfactory. Prices are being 


well maintained. 


Seasonal Goods More Active in Cleveland— 
Prices Firmer Than for Some Time Past 








tires, f.o.b. Cleveland, 35 x 3% Lib- 
erty Cord, $6.10; heavy duty over- 
size, $8.30; 32 x 4 Liberty, $11.15; 
heavy duty, $13.80; balloon tires, 27 x 
4.40, $8.70; 29 x 4.40, $9.15; 30 x 5, 
$13; 32 x 6, heavy duty, $21.10; 32 x 
6.20, heavy duty, $24.85; tan tubes, 
30 x 31, $1.60; 32 x 4, $2.50; 34 x 4%, 
$3.10; balloon tire tubes, gray, 27 x 
_ 4.40, $1.80; 29 x 4.40, $1.85; 30 x 5, 
$2.25; 32 x 6, $3.10; 32 x 6.20, $3.50. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $3.75. Derf spark plugs, 
96c. each for all sizes in lots of less 
than 50; Champion X spark plugs, 
45c. each for less than 100, and 4lc. 
each for over 100; Champion regular, 
53c. each for less than 100, all sizes; 
50c. each for over 100. 


AXES.—Not very many orders are be- 


ing taken for fall shipment. 


Jobbers quote f.o.b. Cleveland 

First grade single bitted, rustless, 
black finished handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
per doz.; double bitted, unhandled, 
$20 per doz.; 60c. increases for dozen 
lots weighing 42 to 48 Ib. and similar 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES.—These are moving 


rather slowly. 


Jobbers quote f.o.b. Cleveland: B 
and C radio batteries. 





Jobbers quote f.o.b. Cleveland for 
less than case lots of one size with 
an extra. 10 per cent for full case 
lots; machine and carriage bolts, cut 
thread, hot pressed and cold punched 
nuts and lag screws at 60 per cent 
off list. Bolts with rolled thread, 60 
and 10 per cent off list. Stove bolts, 
75 and 10 per cent off list. Semi-fin- 
ished nuts in bulk, 60 per cent off 
list; 54 per cent for packages. 


BINDER TWINE.—The partial failure 
of the wheat crop in Ohio and other 
sections is having considerable effect on 
the volume of orders, although sales 


are fair. 


Cleveland jobbers quote standard 
binder twine f.o.b. Chicago and North 
Plymouth, Mass., $5.50 per bale; 
f.o.b. Cleveland, $5.62 per bale; Com- 
petition twine is 37% cents lower. 


BIRD CAGES.—Jobbers report a fair 
demand for cages in the new finishes. 


Cleveland jobbers quote bird cages 
f.o.b. Cleveland: No. 274, $1.85 each; 
No. 275, $2.35 each; No. 275, Duco 
finish, $3.50 each; for cartons of 3 
the price is 15 cents less. 


BUILDERS’ HARDWARE.—While this 
is moving fairly well, the demand is 
not as strong as it should be for this 
season of the year. The building out- 


look continues moderately good. 



























Cleveland jobbers quote in case 
lots, lock sets, $5.25 per doz.; heavy 
strap hinges, 6 in., $1.45 per doz.; 8 
in., $2.38 per doz.; extra heavy T 
hinges, 6 in., $1.73 per doz.; 8 in., 
$2.80 per doz. 

Butts, case lots, 3 in., 16% cents 
per pair; 3% in., 17 cents per pair; 
4 in., 23 cents per pair; for less than 
ease lots all sizes are 1 to 2 cents per 
pair higher. Butts with sand blasted 
finish are 4 cents per pair higher. 










Ornamental hinges, standard fin- 
ish, $1 per doz.; nickel finish, $1.25 
per doz.; sand blasted finish, $1.20 
per doz. 






CORRUGATED ROOFING.—The de- 
mand is slow and prices are unchanged. 

Cleveland jobbers quote 28-gage 
corrugated roofing at $4.01 for 1% in., 
and $3.97 for 2% in. per square, f.o.b. 
Pittsburgh, for ten squares or more. 

GAME TRAPS.—Sales for fall ship- 
ment, which have been slow, show a 
little improvement. 

Cleveland jobbers quote Victor 
traps, No. 0, $1.10 per doz.; No, 1, 
$1.38 per doz.; No. 1%, $2.44 per doz.; 
Oneida jump, No. 0, $1.59 per doz,; 
No. 1, $1.83 per doz.; No. 1%, $2.81 


per doz. 
GLASS BAKING WARE.—The de- 
mand is quite good for this season of 
the year. 


Jobbers quote f.o.b. Cleveland: 





















Casseroles.—Kound or oval, 1 qt., 
$1; 1% qt., $1.17; 2 qt., $1.38; square 
$1.17; casseroles with fancy covers, : 
35ec. higher. ' 
Pie Plates.—8 in., 50c.; 9 in., 60c.; 
10 in., 67c.. . 
$ Bread Pans.—No. 212, 60c.; No. 214, ' 
¥. 
Utility Dishes.—No. 231, 67c.; No. 





232, $1.17. 
Teapots.—2 
6 cups, $2.33. 
GARDEN RAKES.—AIll steel goods, 
including garden rakes, are moving 






cups, $1.67; 4 cups, $2; 









well. 
Cleveland jobbers quote rakes: i 
Steel bow, first quality, 12 in., $10 
fer doz.; 14 in., $10.75 per doz.; 16 





in., $11.60 per doz.; all in full bundle i 
lots. Level head steel, 14 in., $9.84 } 
per doz.; 16 in., $10.56 per doz.; com- : 
petition grade, 12 in., $5.16 per doz.; f 
16 in., $5.64 per doz.; 16 in., $6.12 per 
doz. Broom lawn rakes, 22 teeth, ' 
$8.75 per doz. 


HOSE REELS.—These are in rather 
light demand. 


Cleveland jobbers quote No. 2 Don- 
ley Alsteel hose reels at $1.60 each, 


HOUSEHOLD CLEANERS.—Sales so 
far this season have not been up to 
expectations, which is attributed to a 
considerable extent to the continued 
cold weather. 


Jobbers quote f.o.b. Cleveland: 

Presto pipe opener, $2 per doz.; 
Presto toilet bowl cleaner, $1.85 ‘per 
doz.; Presto tile and porcelain clean- 
er, $1.20 per doz.; Presto vegetable 
oil soap, $2.60 per doz.; Presto Met- 
L-Shyn, $3.60 per doz.; Presto Sil- 
vershyn, $1.80 per doz.; Presto water- 
less cleaner, 2 pt. cans, $5.40 per doz.; 
5 pt. cans, $9 per doz.; Presto win- 
dow cleaner, 6 oz., $3.60 per doz.; a 
12 oz., $5.40 per doz.; Presto Lustre ; 
Furniture Polish. 6 0z., $2.60 per doz.; 
12 oz., $4.82 per doz.; 16 0z., $5.40 per 
doz.; Presto dry cleaner, $3.60 per 
doz. 

Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, $2.25 per 
doz.; case of 3 doz., 


































$2.15 per doz.: 
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and in gross lots, $2 per doz. Desolvo, 
triple strength, 16 oz. size, case of 2 
doz, cans, $4 per doz.; half gross lots, 
$3.75 per doz.; in gross lots, $3.50 per 
doz. Desolvo, triple strength, in 2 Ib. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean, 22 oz. size, less than 
case lots, $2.25 per doz.; case of 2 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 

Tubola, 12 oz. cans, less than case 
lots, $2.25 per doz.; case of 2 doz. 
eans, $2.15 per doz.; gross lots, $2 
per doz. 

Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $2 per qt., 
and dozen quantity, $1.75 per qt. 

Hercules tile and porcelain cleaner, 
$2 per dozen; in gross lots, $1.90 per 
dozen. 

Hercules radiator stop leak, 8 oz. 
cans, 1, 2 and 3 doz. cans to a car- 
ton, $4.50 per doz. 

Hercules boiler liquid, quart cans, 
$2 each. 


ICE CREAM FREEZERS.—These con- 


tinue quiet. 

Jobbers quot, f.o.b. Cleveland or 
factory with freight allowed to des- 
tination on 12 or more as follows: 

White Mountain, 2 qt., $5.65 each; 
4 qt., $8.25 each; 6 qt., $10.45 each; 
8 qt., $13.50 each; this price is sub- 
ject to 50 per cent discount. 

Lightning, 2 qt., $5.50 each; 4 qt., 
$8 each; 6 qt., $10 each; 8 qt., $13 
each; subject to a 55 per cent dis- 
count. 


Blizzard, 2 qt., $5.50 each; 4 qt., $8 
each; 6 qt., $10 each; 8 qt., $13 each; 
subject to discounts of 55 and 7% 
per cent. 

Acme, 2 qt. in half dozen lots, $8 
per doz.; in broken packages, $8.40 
per doz. 


LAWN HOSE.—There is not much 
new demand for hose. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: 2-braid molded, un- 
coupled hose, % in., 7% cents per 
ft.; % in., 8% cents per ft.; % in., 
9% cents per ft.; coupled hose is 4 
cent per ft. higher. 

MACHINE SCREWS.—Manufacturers 
have adopted a new base price for steel 
machine screws and new lists for both 
steel and brass screws. The manufac- 
turers’ base price on steel screws is 
now 70 per cent off list as compared 
with the former price of 75 per cent. 
With changes in the list net prices are 
about the same as heretofore. Job- 
bers have made a corresponding 5 per 
cent change in their discount. Man- 
ufacturers have not changed the dis- 
count on brass screws, but their list 
prices are slightly lower, so that net 
net prices are a little lower. 

Cleveland jobbers quote machine 
screws at 65 per cent off list for steel 
and 60 per cent off for brass. 

NAILS AND WIRE.—Cleveland job- 
bers have made a 10c. per keg reduc- 
tion on nails and a $2 a ton reduction 
on wire and staples. Barbed wire is 
also reduced. Nails in less than car lots 
for factory shipment have been reduced 
15c. per keg. For some time the local 
jobbers’ price for less than car lot ship- 
ments from factory has been the same 
as the stock shipment price, but with 
the new prices a differential is re- 
stored. 


Cleveland jobbers quote: 


Nails, factory shipment, car lots, 


$2.65 per keg; less than car lots, 
$2.80 per keg; stock shipment, $2.50 
per keg; No. 9 galvanized wire, $4.30 
per 100 ib.; No. ¥ annealed wire, $2.85 
per 100 lb.; polished fence staples, 
$3.30 per 100 lb.; galvanized tence 
staples, $3.55 per 100 Ib. 

barbed Wire.—Barbed wire, stock 
shipment, Lyman, 4 point, $3.08 per 
80-rod spool. Hog wire, $3.33 per 
80-rod spool. 


volume. 
Jobbers quote f.o.b. Cleveland: Per- 
fection oil stoves, full white porce- 
lain enamel with built-in oven, Su- 


pertlex burners, $140; fuli white por- 
celain enamel with built-in oven, 
double wail burners, $120; japan fin- 
ish stoves, $28.50, $22.50 and $17.50. 
Puritan oil stove, full white porcelain 
enamel with short drum _ Puritan 
burners, $122; Japan finish stoves, 

28 $22.50 and $17.50. Puritan 
pressure gas stoves, full porcelain 
enamel with built-in oven and pres- 
sure gas burners, $128; japan finish 
stoves, $38, $33 and $26.50. Perfec- 
tion ovens, one burner, $2.50; one 
burner glass door, $2.70; and two- 
burner glass door, $6. Discount on 
above stoves and ovens, 30 per cent 
for less than ten and 30 and 5 per 
cent for ten and more. 

Nesco stoves, 2 burner gasoline 
without high. shelf, $23; same, 3 
burner, $25; same 4 burner, $33; 
4 burner range, $65; 5 burner range, 
$70; high shelves tor regular gasoline 
stoves, 2 burner, $5.25; 3 burner, 
$6.50; 4 burner, $8; dealers’ discount 
30 and 5 per cent off list. 


Air-O-Gas gasoline stoves, No. 327, 
$28.50; No. 330, $34.50; No. 324, $39; 
No. 325, $45; No. 328, $72; No. 322 


range, $114. These prices are subject 
to a 334% per cent discount. 


PAINTERS’ 


for mixed paints, lead and oils. 


Cleveland jobbers quote as follows: 

Turpentine in bbls., 67c. per gal.; 
less than bbl., 82c. per gal. 

Linseed oil in bbls., 9lc. per gal.; 
less than bbl., $1.06 per gal. 

White lead in 100-lb. kegs, 13%c. 
per lb.; in 50 and 25-lb. kegs, 14c. per 
1b.; in’ 12%-lb. kegs, 14%c. per Ib. 
Quantity discounts, 500 Ib. to 1 ton, 
10 per cent. One ton or more, 10 per 
cent and 4 per cent. 

Enameling lacquers, $1.20 to $1.65 
per qt. 


netting is about over. , 


Cleveland jobbers quoté: 12-mesh 
black wire cloth, $1.75 per 100 sq. 
ft.; 12-mesh galvanized, $2.10 per 100 
sq. ft.; 14-mesh galvanized, $2.50 per 
100 sq. ft.; 16-mesh, $2.85 per 100 sq. 
ft.; bronze, 14-mesh, $5.35 per 100 
ft. rolls; 50 ft. rolls, 10c. additional. 
Poultry netting, galvanized after 
weaving, 50 and 10 to 50, 10 and 5 per 
cent off list; galvanized before weav- 
ing, 50, 10 and 10 to 50, 10, 10 and 5 
per cent off list. 


PREPARED ROOFING.—This 


rather slow. 


Cleveland jobbers quote popular 
grades: Light, 98 cents per roll; me- 
dium, $1.12 per roll; heavy, $1. 29 per 
any slate surface roofing, $1.99 per 
ro 


RADIO EQUIPMENT.—There 
fair demand for tubes. 
CX No. 112, $3; CX No. 326, $2. 


is 


C No. a 3° CX No. 380, $4.50; ox 
No. 371 

Jo on quote f.o.b. Cleveland: 
Philco 6-180-volt, AB-686, socket 
power units, $33; AB-386, ; AB- 
382, $45; 6-150-volt, AB-663 and AB- 
356, $27; AB-623, $33; 4-volt, AB-463, 
$27; 'AB- 423, £2; 6-volt A socket 
power units, A-603, $16.60; B socket 
units, B-86, $21: B-603, $16.50; 





Phileco trickle charger, TC-60, $6. 


OIL AND GASOLINE STOVES.— 
These are moving in very satisfactory 


SUPPLIES.—The trade 
reports a very good seasonal demand 


POULTRY NETTING AND WIRE 
CLOTH.—Wire cloth is moving fairly 
well. The seasonal demand for poultry 





ROLLER SKATES.—Sales are rather 
light. This has been a poor season. 


Jobbers quote f.o.b. Cleveland: 
Union Hardware A) ~~ os. 4 and 
5, $1.42 per ait; 6, $1.55 per pair; 


No. 3, children’s, NMie per pair. 


ROPE.—The demand is holding up 
well. 


Cleveland jobbers quote best grade 
manila rope at 21% cents per Ib. for 
factory shipment and 22 cents per 
Ib. for stock shipment; sisal rope, 16 
cents per lb. for factory shipment 
ve cents for shipment from 
stock. 


RANGE BOILERS.—A price advance 
of about 5 per cent has been made on 
range boilers. 

Cleveland jobbers quote 30-gal. 
standard range boilers at $5.50 each, 
and extra heavy at $6.65 each. 

SCREEN DOORS AND WINDOWS.— 
Early buying has been light, but orders 
are looking up somewhat. 


Cleveland jobbers quote Continen- 
tal line, No. 288 doors, 2.8 ft. x 6.8 ft., 


$23 per doz.; 2.10 x 6.10, $24 per doz.; 
No. 315 G- 12, 2.8 x 6.8 ft., $31.65 per 
doz.; 2.10 x 6.10, $32.65 per 0Z.; = 


dows, No. 1233, $3.15 per doz.; 

1833, $4.15 per doz.; No. 2433, $4. 90 

per ‘doz. 
SHEETS.—Manufacturers’ prices are 
very weak and jobbers who recently 
marked prices up have made a $2 a ton 
reduction. 

Cleveland jobbers quote 24-gage 
galvanized sheets at $4.45 per 100 Ib. 
SPRAYERS.—Light spraying equip- 
ment has started to move fairly well. 








Cleveland jobbers quote: 1 pt., tin 
sprayers, $3.15 per dozen; 1 qt., tin, 
$3.50 per doz.; 1 qt., galvanized, $4.25 
per doz.; 1 qt., mason jar, $5 per 
doz.; 1 qt., continuous, $6.50 per doz.; 
No. 327%, Little Giant, $3.10 per 
doz.; 4 qt., compressed air, $4 per 
dozen. 


STOVE BOARDS.—These are 
tive. 


Cleveland jobbers quote No. 3 
square, wood lined stove boards in 
full box lots, 28 x 28 in., sts. 35 per 


doz.; No. 6 oblong wood lined, 24 x 
36 in., $16.50 per doz.; No. 9, square 
paper lined, 28 x 28° in., $8.25 per 


doz.; No. 12; oblong paper lined, 24 x 
36 in., $10 per doz. 


inac- 


STOVE PIPE AND ELBOWS.—The 


demahd is easing off. 


Cleveland jobbers quote for factory 
shipment, 6 in., 28-gage ogee ig 4 
stove pipe at $3. 28 per crate of 25 
joints, and 6 in. elbows, 28-gage, at 
$1.36 per doz. 


TIN FRUIT CANS.—Sales are fair. 


Cleveland jobbers quote 1 tin 
fruit cans, % gross —, at $5. 5 per 
gross; 5 gross lots, $5. per gross; 
60 cents higher if eae in cartons 
of 12 cans. 


WEATHERSTRIPPING. —Job bers 
have taken quite a few orders since 


new prices came out. 


Jobbers ne f.o.b. Cleveland: 
Home Comfort weatherstripping in 
cartons and in 500-ft. reels with reel, 


3% cents per ft.; Airseal, 500-ft. 
spools, 2 cents per ft. 
WOOD SCREWS.—The demand is 


moderate. 


Cleveland jobbers quote flat head 
bright screws, 60 per cent off list: 
round head, blued, 50 per cent off 
list; flat head, japanned, 40 and 5 
per cent off list: round head, nickel 
on steel 27% and 10 per cent oft list; 
flat head, brass, 50 per cent off list; 
round head, brass, 40 and 10 per cent 
o st. 
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The Remington Weekly Letter 


What Do the Rifle Cranks 
Mean to You? 


In most communities there are one or two men 
who take rifle shooting very seriously. In many 
communities there are good-sized clubs com- 
posed entirely of such men. Their consump- 
tion of ammunition in proportion to your total 
sales may be fairly large, or it may be too small 
to make much difference, purely on the basis 
of volume. But whether it'is large or small, 
the trade of these men is important. The store 
that goes out after it and gets it will get a lot 
more business with it, because these men are 
recognized as leaders in the shooting world. 
Their advice is sought by those who are less 
expert. Their followers trade where they trade. 


These rifle cranks know that practically all 
records at all ranges for .22 rifles, both indoor 
and outdoor, are held by Remington .22 long 
rifle cartridges. They will soon know that there 
are new developments in Remington Palma 
Cartridges that establish their leadership even 
more firmly. They will want these new cart- 
ridges and the stores that first make it known 
that they have them in stock will get the busi- 
ness. 


.22 Long Rifle Palma Kleanbore 


Until Palma Kleanbore appeared, it was 
considered impossible to make smokeless cart- 
ridges as accurate as the old Palma loaded 
with Lesmok powder. We have disproved this 
idea. Remington Palma Kleanbore Cartridges 
are even more accurate by actual official tests 
than the former Palma Lesmok. Thousands of 
small-bore enthusiasts will be eager to get these 
super accurate cartridges with the Kleanbore 
feature that will protect their fine target rifles 





by keeping the bore free from rust, corrosion 
or pitting. 


.22 Long Rifle Lesmok Palma Match 


For the man who wants positively the last 
word in accuracy, nothing will do but Lesmok 
Palma Match. These cartridges slightly exceed 
the very high accuracy of Palma Kleanbore. 
The difference is so little that it is only dis- 
closed by testing thousands of rounds in a ma- 
chine rest, but it is enough to appeal to the ex- 


perts. 


Prices are the same for both Palma Klean- 
bore and Palma Match. These cartridges will 
be advertised to the small-bore shooter and 
there will be a demand for them in your town. 
Rifle clubs will order as soon as they see the 
announcements. Place your orders now and 
be prepared to grab this business. Your jobber 
will supply you. R 


Do not submit to substitution. 


We have had a number of requests 
for reprints of these Weekly Letters, 
to be distributed to salesmen and 
others. We shall be glad to supply 
any of our oustomere with copies 
upon request. 


President 


REMINGTON ARMS COMPANY, Inc. 


The Originators of Kleanbore Ammunition 


25 Broadway, New York City 


Manufacturers of Arms, Ammunition, Cutlery, Cash Registers and Service Machines 


Telephone, Bowling Green 3392 














HARDWARE AGE for May 


17, 1928 








Pittsburgh Business Feels Benefit of Better 
Weather Conditions—Few Price Changes 


(Pittsburgh office of HARDWARE AGE) 


. PITTSBURGH, May 15.—Hardware business in this area continues 
to benefit from really seasonal weather and since there also has been 
an improved demand for goods from the coal mining companies in 
and around Johnstown, there is a more cheerful feeling among the 
jobbers here. Business is more active than it has been and is im- 
proving. All houses here are behind their record of last year to 
this time and this seems to be a national condition, although in some 
districts jobbers have succeeded in making a little more money 
through overhead economies. No important price changes are noted 
in hardware. Collections still are reported as slow. 





further improvement. Prices are firm. 


Jobbers quote: 

Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x 3 in., $18. 50 per 100 pair; 
3% in. x 3% in., $19; 4 in. x 4 in., $30. 


AUTOMOBILE TIRES AND TUBES. 
—Too much talk of a reduction in 
prices, due to rubber market conditions, 
is having an adverse effect upon tire 
and tube sales. There is a marked ten- 


‘ Hinges.—Heavy strap, 6 in., "$1.85 
dency to order as needed and to avoid or in: $e ee Oe ee 
stocks. Prices to retailers of the pop- extra heavy, T, 6 in., $2.30 per doz 

3 in., $3.40; 10 in., $5.40; light strap, 


ular sizes of Mansfield tires and tubes: wi Gawua wacked one tar a 8 


Mansfield  tires.—High pressure, box, 3 in., $9.60 per 100 pair; 4 in., 

cord, 30 x 3% in., clincher, $6.10 each; $11.60; light, T, 3 in., $11 per 100 pair; 
same extra size, $8.30; 31 x 4 in., $13; 4 in., $12.60. 
32 x 4 in., $13.80; 33 x 4in., $14.50; 32 Hasps.— Hanger, without screws, 
x 4% in., $20.20; 33 x 5 in., $25.50; single dozen lots, 3 in., 65c. per doz.; 
balloon, 29 x 4.40 in., $9.16; 30 x 5 in., 4 in., 79c.; 6 in., $1.05; safety, 3 in., 
$13; 31 x 5 in., $13.55; 30 x 5.25 in., 97c. per doz.; 4% in., $1.14; 6 in., 
20 in. rim, $15.15; 21 in. rim, $15.65; $1.60. 


30 x 5.57 in., $20.85; 30 x 6 in., $20.40; 
32 x 6 in., 20 in. rim, $21.10; 21 in. 
rim, $21.80. 

Tubes.—High pressure, tan, 30 x 
3% in., clincher, wg ° each; 31 x 4 in., 
$2.40; 32 x 4 in 2.50; 33 x 4 - 
$2.60; 32 x 4% in., i 90; 33 x ay Ae 
$3; 34 x 4% in., $3. 10; 33 x 5 in., $3.7 


Garage Sets. — Swinging hinges, 10 
in., $3 per set. 


FARM, GARDEN AND LAWN.—It is 
the common report that retailers and 
consumers are now trying to get sup- 
plies all at once and it looks as if two 





HOUSE - CLEANING SUPPLIES. — 
This is another line in which there is a 
rush < belated buying. Jobbers quote: 


ps.—O-Cedar, 33% per cent off 
liets “Cotton, = grade, oy 12, . “4 


per doz.; 0, $6; 0, $10; 

36, $13 ‘io’ © ee eee o. 

$2. 75; Ni No. 20, $4.50; No. 30, "$6.75; No. 
SS pon Skins.—12 x 14 in., $3.50 


per doz.; 13 x 17 in., $6; 14 x 18 in., 
$7.50; 15 x 20 in., $9.20. 

Waxes.—Johnson paste wax, 1 Ib. 
cans, 2 Ib. cans, $1.70; 4 Ib. 
cans, $3; 8 Ib. Cans, $6; Old English, 
- 1 Ib. cans, 85c.; 2 Ib. cans, $1.70; 


cans, $3; liquid wax, Johnson, ae 
75c.; quarts, $1.40; Old English, 
pints, 75c.; quarts, $1.40, Dealer’s 
discount, 33% per cent. 


Sponges.—According to size and 
quality, $2 to $9 per doz. Assortment 
of 22 sponges with wire racks, $6 per 
assortment. 

Wall Cleaners. — Smoky City and 
Cleveland 85c. per doz. cans; Climax, 
$1 per dozen cans; Perfection paint 
cleaner, $3.25 per doz. 

Step Ladders.—Standard full rodded 
- “enna 28c. per ft.; extra, 40¢e. per 


“Floor Polishers.—Johnson’s electric, 
$22.12 each net; hand, $3.75 each; Old 
English, $2.60 each. 

Carpet Beaters, — Justrite, $1.10 
doz.; No. 4, 0. 

PAINTING SUPPLIES.—Business is 
showing real improvement with the 
right sort of weather. Oil is slightly 
firmer. Turpentine has dropped Ic. a 
gallon. 

Prices to retailers; Ready mixed 
paints, best grades, $2.60 per gallon; 
lower grades, $2 (whites and dark 
greens, 12c. per gal. higher); white 
lead, 13%4c. per Ib. in 100-lb. lots; bad 
per cent less in lots of 500 Ib. 
more and extra 4 per cent less tn 
lots of a ton or more; turpentine, 
70c. per gallon in barrel lots; raw 
linseed oil, 11.6c. per lb. in barrel 
lots. 


POULTRY NETTING.—This item still 
shows a good demand, with jobbers 
quoting galvanized netting at 50 and 10 
per cent off list after weaving. 


SANITARY GOODS.—Demand still is 
good. Jobbers quote: 

Desolvo, No. 16, $3.75 per doz. in 
lots of 3 doz. or mofe; less than 3 
doz., $4; No. 10, $2.15 per doz. in lots 
of 3 doz. or more; less than 3 doz., 
$3.25: Kloset Klean, $2 per doz.; 
Saniflush, $2.25 per doz.; Presto pipe 
opener, $2 per doz.; tile and porce- 
lain cleaner, $1.20 bowl 
cleaner, $1.85. 

SCREEN WIRE GOODS.—If there has 
been any hesitancy in the demand, it 
has passed with climbing tempera- 
tures, which have made open windows 
desirable and at the same time have 


brought to mind the thought of flying 


per doz.; 





gray tubes sell 15c. to 50c. less; bal: months’ business was being crowded 
loon gray, 29 x 4.40 in., $1.85; 30 x 5 “ < 
in., $2.25; 31 x 5 in., $2.30; 30 x 5.25 into one. Prices are unchanged. Job- 
, 20 in. rim, $2.55; "21 in. rim, $2.65; ° 
30x 5.77 in.. $3.10; 32 x 6 in., $3.10: bers quote: 
33 x 6 in., $3.55. F ports, a oe ny Pe ay 
orks, No. 3.63 per doz.; No. . 
per lege eR geo for pd Bh $15.24; spading forks, No. 84, $10.80 
radio batteries is steadily tapering o per doz.; No. 72, $14.28; garden rakes, 
d 1 h aera J .. ‘ No. 014, $5.64 per doz.; No. 512, $8.64; 
ue partly to the season. obbers No. 514, $9; lawn rakes, No. 124R, 
quote: $5.50 per doz.; field hoes, $6 per doz. 
Broken Unit ame a cert No, $5:'N $3 a 
a each; No, 82, No , $5; No. 84, 
; Paexpoet Fuateass $7.75: No. 45, $4.50; No. 35, $5.75; No. 
No. $2.33 25, $6.25. 
No 3.33 Trowels.—Garden, No - 924° per 
No. 1.92 doz.; No. 803, 90c.; No. $2; No. 
No. 2.80 100, ($3.50; No. 85, 80c.; No. ry 75e. 
No. 1.14 Grass Hooks and Shears. — Hooks, 
No. 39 No. 7, $2.50 per doz.; No. 450, $4; Ger- 
No. 97 man, $3.60; English, $7; Shears, No. 
No. 1.30 360, $3 per doz.: No. 380, $3.60: No. 
No. “ 1.30 520, $5.50; No. 525, $7: No. 540, $6. 
No. 1.92 Shears.—P runing, No. 25, $2 per 
No. 6 dry cells, ignition type unit doz.; No. 0, $4.50; No. 533, $6.50: No. 
packages, 324%c. each. 4671, $9; hedge, 8 in. blades, $1.25 to 
Flashlights.—No. 935, 9%4c. each; $1.75 each; 9 in., $1.40 to $1.90; 10 in., 
No. 950, 9%c.; No. 790, 18%c.; No. $1.60 to $2. 
705, 28c.; No. 750, 18%c.; No. 761, 25c. Pruners. — Tree, water, $1.30 to 
Hot Shot.—No. 1461, $1.67; No. 1661; $1.60 each: Division, $2 to $2.10; 
$2.37. Bed to és ag to $1.65; McKinney, 
: 2.60 to $3.60. 
BOLTS, NUTS AND RIVETS.—Prices ‘ Hose, sot 9 Seente Caton 
: tae n t. rolls 6 in ec. pet tt. 
are firm and there is a steady demand. in, 9%c: % ta, ite: neenion 
Jobbers quote: 3. 4 to $6 per ‘doz, reels, $1 to $4 
' eac 
Bolts.—All styles except stove and Sprinklers.—Ring, 50c. each; Rain 


tire bolts, per 100 pieces, 60 per cent 
off list; stove bolts, 75 and 10 per 
cent off list; tire bolts, 50 and 10 per 
cent off list. 
: Nuts.—All styles, 60 per cent off 
ist. 

Rivets.—Large, $3.50 base per 100 
pieces; small wagon and tinners riv- 
ets, 60 per cent off list. 


BUILDERS’ HARDWARE. — Fairly 
good business is being done and in- 
guiries are numerous enough to suggest 





King, $2.35; Giant Rain King, $7.50; 
Pluvius, $1.15. 

Sprinkling Cans.—Galvanized, 4 at., 
$6 per doz.; 6 qt., $6.60; 8 qt., $7.50; 
10 qt., $8.40. 

Lawn Mowers.—12 in., $5 to $8. 
14 in., $5.25 to $13.00; 16 in., $5.75 
to $13. 50; 18 in., $8.50 to $14; 20 i 
$10.50 to $15. 

Sprays.—Bordeaux mixtures, 1 Ib. 
papers, 25c. per Ib.; in 100-Ib. drums, 


15c. per Ib.; arsenate of lead 1 Ib. 
papers, 25c. per Ib.; 100-lb. drums, 
16c. per Ib. 





insects. Jobbers quote: 

Screen Wire Cloth.— Black, $1.80 
oe r0 sq. ft.; opal, $2.10, bronze, 
2.00, 

Screen Doors.—2 ft. 8 in. x 6 ft. 8 
in., No. 241, $18 per doz.; No. 288, 
3 No. 457-G12, $22; No. 315-B14, 
4 


Screen Windows. — Wooden frame, 
extension, 12-33, $3.30 per doz.; 15-33, 
$3.85; 18-33, $4.40; 24-33, $5.10 


VENTILATORS.—Fairly good demand 
is noted for window ventilators, which 


jobbers quote: 


Continental ventilators, wooden 


Reading matter continued on page 56 
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An Institution 


Emerson said years ago that “an 
institution is but the lengthened 
shadow of a great man.” 
Richards-Wilcox, in paraphrasing 
this, look beyond any one man to 
a group of men—to an organi- 
zation—to products—to service. 


R-W products over a period of 
23 years have held a foremost 
place, attained a world-wide 
acceptance, andestablished a pres- 


The lengthened shadow of good service 


tige that challenges comparison, 
because every item that bears the 


R-W trademark is thoroughly good. 


This supremacy could not be 
possible with an organization that 
failed to interpret the best of 
products in terms of the best of 
service. It is this that has made 
the R-W plant (the largest of its 
kind in the world) the “length- 
ened shadow of good service.” 


This doorway service is always at your command 
without cost or obligatian. 





e - 
0. 
AHanever torany Door that Slides 








New York - AURORA, ILLINOIS, U.S.A. . - - chicago 
Boston Philadelphia Cleveland Cincinnati Indi lis §t. Louis New Orleans Des Moines 
Minneapolis ansas City Los Angeles San Francisco Omaha Seattle Detroit 


Montreal + RICHARDS -WILCOX CANADIAN CO., LTD., LONDON, ONT. + Winnipeg 


Largest and most complete line of door hardware 


made 
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No. try $3.65; No. 937, $4; 
No. 949, $5.50: No. 595, $6.05; No. 
1537, $5.25; No. 1549, $7.10, and No. 
836, $3.35. All prices per dozen. 
Continental ventilators, mretal type, 
No. 833, $4.60; No. 837, $4.75; No. 
1137, $5.30; No. 1145, $6.35; No. 1437, 
96, and No. 1445, ‘$7. 80. All prices 
per dozen. 
Diamond E ventilators, - 807 No. 
° 
$5. 60; 
, $8.40. 


All prices per dozen. 
WIRE PRODUCTS.—Continued good 


demand is noted for fence and fencing 
materials. Nails are moving steadily. 


We quote from Pittsburgh jobbers’ 
stocks: 
(Fence Wire 
per 100 Ib.) 
No. 6 


No. 
No. 
No. 
No. 
No. 
No. 
No. 3.80 y 
Barbed Wire (per 80-rod spool): 
2-point cattle $2.9 
2-point hog 
4-point hog 
4-point cattle 
2-point cattle (special) 2.25 
Field Woven Wire Fence (per 100 
rods): 


jon? Galvanized 
$3.50 











Poultry and Rabbit (No. 14 gage). 
No. 1635 ..... Bras She ry 
No. 1948 .. ed 
No. 2158 .. 

Steel Fence Posts: 

Galvanized Painted 
Tubular Formed 


% tt. 
Bright nails, base, per keg $2.85. 


Twin Cities Report Trade Improvement 
Few Price Changes—Collections Better 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, May 15.—As an indication of the amount of busi- 
ness in the section of the country tributary to the Twin Cities, re- 
ports show that commercial car loadings were more than 1300 cars, 
exclusive of ore, for the latter part of April, over a year ago. With 
the coming of better weather, farmers are hastening to complete 
their spring seeding, and, as roads improve, are making many 


necessary purchases. 


Prices have been adjusted on many items, although none of them 


are very great changes. 
ago. 


Collections are better than a few weeks 





AXES.—Call for axes is fair, with some 
demand beginning to-show from road 
construction crews. Prices are slightly 


changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit, base 
weight axes, $16.50; double bit base 
weight, $21.50; Plumbs Dreadnaught, 
single bit, unhandled, $15.00; double 
bit, $20.00; handled, single bit, $19.25; 
double bit, $24.25 doz., net. 


AUTOMOBILE TIRES AND TUBES. 
—Sales are improving rapidly in this 
line. Dealers are well stocked, and 
prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. win Cities: Mansfield tires, 
Liberty cord, 30 x 3%, $6.10; heavy 
duty oversize 8.30; balloon tires, 
- z ee $8.70; 29 x 4.40, $9.15; 30 x 

32 x 6 heavy duty, $21.10; 32 
> Fey heavy duty, $24.85, each, less 
5 per cent. Mansfield tubes, tan, 30 
x 3, single lots, $1.50; case lots (12), 

4 32 x 4, single, $2.50; case (12), 

2.40; 34 x 4%, ae ’$3. 10; case 
(12), $3.00; gray tubes, balloon type, 
27 x 4.40, $1.80; case (12), $1.70; 
29 x 4.40, single, $1.85; case (12); 
1.75; 30 x 5, single, $2.25; case (12), 
2.15; 32 x 6, single, $3.10; case (12), 
$3.00; 32 x 6.20, single, '33 3.50; case 
(12), $3.40 each, less 10 per cent. 


BOLTS.—Demand is steady, with fair 
volume. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage and ma- 
chine bolts, all sizes, 60 per cent; 
stove bolts, 75-10 per cent; and la 
—- 60 per cent from standar 
sts. 


BRADS.—Call for brads is showing 
further improvement. Stocks are well 
filled, and prices are firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Steel wire brads, 
75 per cent from lists. 


BUILDERS’ HARDWARE.—Finishing 
hardware is moving out at an increased 


rate, as the construction work develops. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 3% x 3% steel 
butts, old copper and dull brass fin- 
ish, 19c., pair in less than case lots, 
18¢. pair in case lots, 4 x 4 steel 
butts, old copper and dull brass fin- 
ish, pair, less than case lots 
25c. pair, in case lots, broad bevel 
steel inside sets, old copper or dull 
brass finish, one piece knots, less 
than case lots, $7 doz., sets, case 
lots, $6.75 doz. sets; steel bit-keyed 
front door sets, $1.85 per set, cylin- 
der brass outside trim, bit-keyed 
front door sets, $1.85 per set cylin- 
der front door sets, $6.50 per set. 

Light _ strap hinges, 3 in., 56c. 
doz. pair; 4 in., 75c. doz. pair; heavy 
plain - +k. hinges, 4 in., 93c. doz. 
pair; 5 in., $1.22 doz. pair; 6 in., $1.56 
doz. pair; ‘light plain tee hinges, 3 in. 
62c. doz. pair; 4 in., 78c, doz. pair; 
heavy plain tee hinges, 4 in., $1.06 
doz. pair; 5 in., $1.20 doz. pair; 6 in., 
$1.40 doz. pair; in., $1.95 doz. 
pair; extra heavy plain tee hinges, 4 
in., $1.28 doz. pair; 5 in., $1.58 doz 
pair; 6 in., $1.89 doz. ir; 8 in., $2. 83 
doz. pair; 10 in., $4.5 doz. pair net. 

CHAINS. — Sales are steady, with 
stocks ample. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Log chains, 4 x 
14, $13.85; % x 14, $10.80; % x 14, 
$10.20; proof coil chain, ¥% in., $12; % 
in., 8.95; % in., $8.35; % in., $9.20 
ewt., net. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Demand is showing 
some increase with the development of 
spring repair work and new work. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, 28 
ga., 5 in., S.B., slip joint, in crates, 
$5.50 per 100 ft.; conductor pipe, 28 
ga., 3 in., in crates, not nested, $5.40 
per 100 ft.; 3 in., $1.73 doz. net. 


FILES.—Saw files are selling better, 
and shops and factories are buying 
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more freely. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Best grade files 
at 650 per cent, and second grade 
files, 60 per cent from lists. 

GALVANIZED WARE.—Tubs and bas- 
kets are selling well, with a steady de- 
mand for garbage cans and pails. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: we # oe 
galvanized pails at $2.55; 

2.70; 14 qt., $3; 16 qt. a, “pals 
4.70; 18 qt., $5.50; standard oe. van- 
ized tubs, No. 1, $7; No. $7.90; 
No. 3, $9. "20; heavy galvanized tubs, 
No. 1, 12.85; No. 2, $14.05; No. 3, 
$15.25 doz., net. 


GLASS AND PUTTY.—The spring de- 
mand is on, and dealers are finding a 
very good trade in this line. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single and double 
strength glass, Minnesota prices, 87 
per cent; and strictly pure putty in 
50 lb. containers, $4.85 cwt., net. 


HAMMERS AND HATCHETS.—Call 
for small tools is improving with the 
increase in construction work. Prices 
have not changed. 


We quote from jobbers’ wee 
f.o.% Twin Cities: Maydole, No. 
carpenters’ hammers, $12.60; Drum 
No. HF$81, $12; Plumb broad hatchets, 
No. 2, $16.40; shingling, No. 2, $12.50, 
and claw, No. 2, $13.75 doz. net, 


HOSE REELS.—Retail sales are be- 
ginning to show some activity. Prices 
are firm as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Donley All Steel 
hose reels, No. 2 at $2 each, net. 

LAMPS AND LANTERNS.—Pressure 
lamps and lanterns are moving into the 
attention of the public for touring and 
camping. Stocks are well filled. Prices 
are slightly altered. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: No. 117 Coleman Instant- 
Trig Lamps, $6.50; No. 118, $7.00; No. 

9, $8.00; No, C317, Quick- ‘Lite, $7. 40; 
No C318, $7.00; No. C329, $5.50; No. 
220 Coleman Instant- Lite lanterns, 

5; No. No. , 
Quick- Lite, $6. 10; No. L327, $4. 70; 
L427, $6. 00° each, and No. 2 ae 
long or short globe lanterns, $13.00 
doz., net. 


NAILS.—Demand shows the effect of 
the development in building operations. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
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View the cross-cut saw business from any 
angle you may please, the dominant factor 
which appeals to any dealer is the question 
of quality and profit. When inferior saws 
are sold the reaction usually is detrimental 
to the merchant who strives to keep his 
store in the minds of his customers as high- 
grade and dependable. As a business asset 
with the prospect of quicker sales and more 
profit to you the SIMONDS CRESCENT- 
GROUND CROSS-CUT SAW offers 
more possibilities than any other cross-cut 
saw on the market. The quality is assured 
by the thousands of satisfied users. It is 
backed by the most modern methods of 
manufacture and the finest grade saw steel, 
made in SIMONDS own steel mill is the 
foundation from which every SIMONDS 
CRESCENT-GROUND CROSS-CUT 
SAW is made. You make no mistake when 
you sell SIMONDS SAWS. 























Ask your jobber about them. 
He can supply you. 







Simonds Saw and Steel Company 


Established 1832 


Hardware Department 









Fitchburg, Mass. 








CRESCENT-GROUND 


SAWS _ 
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nails and cement coated wire nails 
in 100-lb. kegs at $3.20 per keg, 
base. 


OIL STOVES.—Demand is growing 
with the approach of warmer weather. 


Stocks are ready for the call. Prices 
are firm as quoted. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: No. 500 Nesco oil 
stoves, $80.00 each; No. 213, $22.00 
each; No. 213 with No. 1103 shelf, 
$28.50 each; less 30-5 per cent. No. 
79 Perfection, with black cabinet, 

78.00 each; No. 73 only, $22.50 each; 
No. 73 with black cabinet, $29.00 
each; with a discount of 30 per cent 
in lots of less than ten, and 30-5 
per cent in lots of ten or more. 

PYREX OVENWARE. — Sales are 
showing fair totals. Prices have not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 624 casseroles, $1.33; No. 
634 casseroles, $1.33; No. 212 bread 
pans, 60c.; No. 200 pie plates, 67c.; 
No. 209 pie plates, 60c.; No. 231 util- 
ity dishes, 67c.; No. 12 tea pots, 
$1.67; No. 26 tea’ pots, $2. 33, and No. 
953 percolator tops, 7c. each net. 

ROPE.—Sales are steady, with dealers 
looking over their stocks in preparation 
for the coming demand in the haying 
season. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 23c. per Ib., base, and best 
grade sisal rope at l7c. per Ib., base. 


SANITARY PRODUCTS.—Sales are 


showing very satisfactory volume. 
Stocks are well assorted and prices 
steady. 

We quote from jobbers’ stocks, 

f.o.b. Twin Cities: 

Presto Products.—Oil soap, 16 oz. 


size, $2.60 per dozen; bowl cleaner, 22 
oz. size, $1.85 per dozen; pipe opener, 
16 oz. size, $2 per doz.; tile and por- 
celain cleaner, 16 oz. size, $1.20 per 
doz.; Met-L-Shyn, 8 oz, size, $3.60 
per doz.; Silvershyn, 4% oz, size, 
$1.80 per doz.; Waterless cleaner, 2 


pt. size, $5.40 per doz.; same, 5 pt. 





Above is an attractive window display in the progressive Lo < the Providence Hardware & Supply Co., Inc., Providence, R. 1. 
isplay was carefully arranged and shown 


size, $9 per doz.; Window cleaner, 6 
oz. size, $3.60 per doz.; same, 12 ; 
size, $5.40 per doz.; Presto Lustre, 6 
oz. size, $2.60 per doz. ; 12 oz. size, 
$4.32 per doz.; 16 oz. size, $5.40 per 
doz., and Dry Cleaner, 8 oz. size, 
$3.60 per doz. 

Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, $2.25 per 
doz.; case of 3 doz.; $2.15 per doz.; 
and in gross lots, $2 per doz. Desolvo 
triple strength, 16 oz. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
$3.75 per doz.; in gross lots, $3.50 per 
doz. Desolvo, triple strength, in 2 Ib. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean—22 oz. size, less than 
case lots, $2.25 per doz.; case of 2 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 

Tubola, 12 oz. cans, less than case 
lots, $2.25 per doz.; case of 2 dozen 
cans, $2.15 per doz.; gross lots, $2 
per doz. 

Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $2 per at., 
and dozen quantity, $1.75 per qt. 

Hercules tile and porcelain cleaner, 
$2 doz. less than gross lots and $1.90 
doz. in gross lots; Hercules Radiator 
Stop Leak, 8 oz. cans, 1, 2 and 3 doz. 


cans to the carton, $4.50 dozen; 
Hercules boiler compound, qt. cans, 
$2 each. 


Economy Plumber drain pipe clean- 
er, 1 lb. cans, $2 per doz.; 2 lb. cans, 
$3.90. The 1 lb, size is packed 1, 2 
and 3 dozen to the carton, and the 
2 lb. size is packed 1 and 2 dozen 
to the carton. j 


SCREWS.—Demand is improving ‘With 
the advance of building. Stocks ‘are 
well filled and prices firm. 


from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 50 per cent; flat head 
japanned, 37% per cent round head 
blued, 45 per cent; flat head brass, 
45 per cent and round head brass, 
40 per cent from new lists. 


SOLDER.—Sales are steady, showing a 
good volume. Prices are slightly lower. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Strictly half and 
half solder at 34c., and warranted half 
and half solder at 35c. Ib., in 100-Ib. 
boxes, net. 


We quote 





attracted a good 


1928 _ 





| STEEL SHEETS.—Call for sheets is 





increasing with the progress of build- 


ing operations. Prices have not 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 


sheets at $4.90 cwt., base (24 ga.), 
and black steel sheets at $3.95 cwt., 
base (24 ga.). 


| TIN.—Demand is steady, with some im- 


Prices are unchanged. 


quote from jobbers’ stocks, 
Twin Cities: Furnace coke tin, 
ICL, 20 x 28, $14.50 box, and roofing 
tin, IC, 20 x 28, 8 lb, coating, $15.50 
box, net. 


WIRE.—Fence wire is selling well, and 
stocks are being kept up to the demand. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
barbed wire, $3.17 per 80-rod spool; 
galvanized hog barbed wire, $3.39 per 
80-rod spool; painted cattle barbed 
wire, $2.97 per 80-rod spool, painted 
hog barbed wire, $3.18 per 80-rod 
spool. No. 9 (base) smooth galvan- 
ized wire, $3.65 cwt.; No. 9 (base), 
smooth back wire, $3.20 cwt. 


WRENCHES.—Sales are steady, with 
good volume. Shops and garages are 
swinging into the work for the sea- 
son. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-50 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call long sleeve nut, 10 in., 
$1.70; 12 in., $2.06; 15 in., $2.75 each 
net 

Snap-on Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No. 101, Master Service Set, $13.75; 
No. 202, Heavy Duty Set .80; No. 
404, Flexible Socket Set, $8; No. 608, 
Crankease Drain Plug Socket, $3.20; 
No. 90, Square Socket Set, $3 10; No. 
1817, Giant “Snap-on” with 
heavy duty ratchet, $27.35 list, 
33% per cent discount. 


provement. 
We 
f.o.b. 


xtra 
less 





The 


deal of attention when 
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Sargent cylinder padlocks with self-locking, double-locking spring 

shackles, extra strong and heavy. Cast bronze case, highly pol- 

ished. Impervious to hammering or chiseling. 114" size with 4 pin 

tumblers, 13%” and 2” sizes with 5 pin tumblers, practically un- 

limited changes, with or without chains. Two nickel silver keys. 

Keyhole cover and master-keyed to order. Page 515 of Sargent 
catalog. 








Sargent cylinder 


padlocks 


help you 


secure greater profits 


WHEN a customer wants a padlock “that’s not 
very expensive,” you can sell him the sturdy, 
sound security, the faithful, constant protec- 
tion of Sargent cylinder padlocks. Here are 
padlocks that give real security. Padlocks that 
offer the best in rugged, powerful construction, 
and in time-defying, rust-resisting materials, 
with working parts carefully machined and 
exactly fitted to operate smoothly and certainly 
for years. Inexpensive? Here are padlocks that 
last so long that their cost averages only a few 
cents a year! 


The mechanisms in these locks are of the pin 
tumbler sort, with an infinite number of possible 
variations. The case is tough and durable. It 
can’t be pried or twisted or hammered open. 
Whatever it is protecting . . . closet doors, 
chests of valuables, spare tires, cellar doors, bi- 
cycles, boxes . . . is really protected. 


The prices of Sargent cylinder padlocks are 
but little higher than those of- ordinary pad- 
locks. And they secure trade for you— they 
give you an opportunity to interest your cus- 
tomer in other items of the Sargent line; be- 
cause they are of the finest quality they keep 
your customers satisfied and coming back again 
to buy from you. 

For use in places where such complete pro- 
tection is not necessary, we recommend Sargent 
sub-cylinder padlocks, lower in price. Write 
for prices and further information. 

Assortment No. 501 contains twelve padlocks, 
including cylinder and sub-cylinder, mounted on 
a steel display board that will help you sell. 


SARGENT & CO., Hardware Manufacturers 
New Haven, Conn. 


New York: 92-96 Centre Street 
Chicago: 150 North Wacker Drive (at Randolph). 
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Crops Very Promismg—Warm Weather 
Should Help Missouri River Area 


(Kansas City office of HARDWARE AGB) 


KANSAS CITy, May 15.—Business is not quite up to what it was at 


this time a year ago. 
effect. 
of promise. 
in some cases unusually so. 





At the beginning of the year demand 
started off briskly, presaging a lively 


hardware trade for the first half of | 


1928. But some of that promise has 
failed to materialize. In this second 
month of the second quarter the hard- 
ware curve is somewhat below its posi- 
tion in May, 1927. There is no cor- 
responding depression, however, in the 
morale of the trade. Dealers and job- 
bers alike believe that the reluctance of 
movement is caused solely by the un- 
certainty of the weather. 

For more than two months it has been 
intermittenthly cold and warm. In 
March, before the leaves had begun to 
bud or the pastures to show green, the 
mercury rose to eighty. Then a sud- 
den freeze killed off the peach crop and 
probably half of the apple and straw- 
berry crops. Early this month snow 
fell and freezing temperature regis- 
tered at Goodland, in the western end 
of Kansas, while at Atchison, in the 
eastern end, the thermometer went up 
to the seventy mark. 

It is this sort of meteorological ec- 
centricity that has held business back. 
The growing season is about three 
weeks behind its normal schedule. With 
the exception of northwestern Kansas, 
the condition of the wheat throughout 
the Southwest is excellent. In that 
part of that State there had been a 
hurtful shortage of moisture, although 
this was relieved recently by tardy 
rainfall which came too late to resusci- 
tate the crop. 

Advocates of summer fallowing in 
that section have additional proof that 
their policy pays in the production of 
wheat where precipitation is likely to 
be inadequate. The wheat growers in 
northwestern Kansas who have summer 
fallowed have fields which indicate a 
yield of twenty-five bushels to the acre, 
whereas their neighbors who did not 
summer fallow may have to do without 
any wheat at all this year. Merchants, 
farm equipment distributors and pro- 
gressive farmers are all urging grow- 
ers to summer fallow their wheat in 
order to remove the largest factor in 
the ever-present element of chance. It 
is believed that more growers than ever 
will adopt this practice from now on. 

In the rest of the wheat-growing 
counties of Kansas the wheat outlook 
is splendid. Farmers and merchants 


Eccentric spring weather has had a retarding 
Basically, conditions are good. Crops, on the whole, offer plenty 
Prices for farm products are satisfactory to the farmer, 
Nevertheless, extremes of temperature have 
interfered with the steady movement of merchandise. 


in the central and southwestern parts 
of the State, particularly, are optimis- 
tic. That the farmer’s purchasing 
power in the section indicated has re- 
turned is shown by his liberal buying 
of farm equipment, especially the 
heavier power units such as tractors 
and combines. It is estimated that as 
many as twenty-eight thousand com- 
bines will be at work in the harvest 
fields of Kansas, Oklahoma and Texas 
in 1928. This means that an area equal 
to Maryland and Delaware together 
will adopt this new method of harvest- 
ing which saves so much in costs and 
labor. 

Reno County, Kansas, alone will 
have combines worth two million dol- 
lars this year. As a consequence, the 
annual influx of transient farm labor 
which formerly invaded the wheat belt 
each year has been reduced to a rela- 
tively small number. Having adopted 
mass-production methods in raising his 
wheat, the western farmer is enabled to 
retain a larger share of his profit- 
margin than ever. 

The combine and the tractor, which 
made its use possible, has done much to 
emancipate the wheat grower from his 
former difficulties. The majority of 
such machinery is sold by merchants 
who also handle a general line of hard- 
ware. It is all part of the equipment 
necessary to produce the region’s agri- 
cultural wealth. “Super-hardware’”’ is 
the term that has been applied to such 
heavy farm machinery. Its movement 
this year runs into big volume figures. 

Northwestern Oklahoma and the Pan- 
handle of Texas are also expecting a 
large wheat yield. Recent rains in the 
Panhandle have brightened wheat pros- 
pects that were already promising. 
Moreover, the wheat acreage in that 
part of the territory is greater than last 
year. The oil industry in the South- 
west is somewhat slack because of the 
low price of crude. Some drilling has 
been curtailed on that account. Oil 
men do not expect this condition to last 
long, however. 

Cattle raisers are jubilant. One 
stockman reports that he has con- 
tracted to sell his calves this year at 
$40 a head; last year his contract price 








was $18. Such prices indicate what is 
| back of stiff figures for light leather | 
now notable in the hardware trade. All 


| items into which cotton enters as a con- 
stituent are decidedly uppish, includ- 


ing seine twine, wrapping twine, sash 
cord and fabrics. Only an average de- 
mand has registered for builders’ hard- 
ware, although prices remain firm. The 
retail trade is still rather conservative 
in buying. Nearly all expressions from 
retailers, however, show an optimistic 
trend. Despite continued cool weather 
sporting goods are moving freely. 


ALCOHOL,.—A good volume on futures 
is registering. Prices are a bit uncer- 
tain. 

We quote stocks, 
f.o.b. Missouri River crossings: De- 
natured alcohol, 188 proof, formula 
5, in 55-gal. drums, $0.57 per gal.; in 
lots of 5 to 9 drums, $0.55 per gal.; 
10 to 19 drums, $0.53 per gal.; in lots 
of 20 or more drums, $0.52 per gal.; 
$6.00 charge for drums, subject to 
credit on return. 


ALL-STEEL HOSE REELS.—Back- 
ward weather’ retards movement. 
Former prices hold. 


We quote from jobbers’ 
f.o.b. Missouri River crossings: 
ley all-steel, No. 2, $1.70 each. 


AXES.—Volume is very light. 
continue without change. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: First 
quality; single-bitted, unhandled axes 
3 to 4 lb., $14.50, base; handled, $18.75 
to $20.50, base. 


BALE TIES.—But little inquiry has yet 
developed. Outlook, however, is bright. 
Prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River Crossings: 14 
gage, 9 ft., $1.56 per bundle; 15 gage, 
8 ft., $1.22; 8% ft., $1.29; 9 ft., $1.37 
per bundle, net. 


BUILDERS’ HARDWARE.—Movement 
is slower than usual at this time of 
the year. Cool weather has postponed 
building operations. Prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Case 
lots of 2% x 2% steel butts, old cop- 
per and dull brass finish, $19.25 a 
hundred pair; 3% x 3%, $20 a hun- 
dred pair; 4 x 4, $27 a hundred pair; 
heavy steel bevel inside sets, case 
lots, $6 per doz.; steel bit-keyed, 
front door sets, $18 per dozen sets; 
wrought bronze metal, $2.25 per set; 
cylinder front door sets, wrought 
bronze metal, $6.50 per set. 


CARRIAGE AND MACHINE BOLTS. 
—Demand is only fair, having slackened 
somewhat. No price changes, 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Small 
carriage roll thread, 50-10-10-5 off 
list; small carriage cut thread, 50- 
10-5 off list; large carriage cut 
thread, 50-10-5 off list; small machine 
rolled thread, 50-10-10-5 off list: 
small machine cut, 50-10-5 off. From’ 
list as of April 1, 1927. 


CHAIN.—Movement has slowed down 
to an ordinary flow. Former prices 
hold. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings; Proof 
coil chain, % in., $9 per cwt.; No. 
2-0 Tenso, 250 ft. reel lots, $6 per 


reel, 
COPPER RIVETS AND BURRS.— 


from jobbers’ 


stocks, 
Don- 


Prices 


Reading matter continued on page 62 

















HARDWARE AGE for May 17, 1928 _ | ia 











A BETTER WEARING 





Osborn Brushes 
are Profit Makers 
for Hardware Dealers 


Here are a few fast-selling, better-wear- 
ing Osborn brushes fora variety of uses. 


A large measure of the preference for 
Osborn Brushes is due to the fact that 
Osborn has made an intimate study of 
practical brush requirements over a 
long period of years. 


Each Osborn Brush is designed and 
built for its particular job—and a degree 
of quality far above the average has 
always been maintained. 


Osborn’s reputation, plus thousands 
of active buyers, makes the Osborn line 
a highly profitable one for all hard- 
ware dealers. 


Tit OSBORN MANUFACTURING LOMPANY 


5401 Hamilton Ave. Cleveland, Ohio 


Branch Offices 


New York Detroit Chicago 
San Francisco Los Angeles 





BRUSH 


16 — Floor Sweeping 
Brush. Made of pure 
Black Horsehair — 
staple set. Widths, 14” 
to 24”. 





72—Milk Bottle or 

Jar Brush. Made of 

Black China Bristle, 

heavily filled and wire 

wound, Brush part 

2%” diameter — over- 
all length, 9”. 





666—Roof Brush. 
Made of Grey Tam- 
pico Fibre. Popular 
price. 





90 — Window Brush. Made of White 
Tampico Fibre, staple set, 242” trim. A very 
popular number. 






330—Wood Handle 
Sanitary Brush. Made 
of Grey Tampico Fibre. 
A long-wearing, serv- 
iceable brush that sells 
on sight. 


FOR EVERY USE 
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Actual shipments have abated; good 
business on futures. Prices unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: 40-10 
per cent off list. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Trade is not very heavy as yet. 
Prices fairly firm. 

We quote from jobbers’ stocks, 

f.o.b. Missouri River crossings: 28- 

in. lap joint eaves trough, 

; 28 gage, 3 in. conduc- 
tor pipe, $5.40 per 100 ft. 
FIELD FENCING.—Delivery of fu- 
tures continues in fair volume. New 
orders light. Prices steady. 


We quote from jobbers’ 
f.o.b. Missouri River crossin 
for 26-in. fence to $38.50 
and bottom, 11 intermediate 
stay wire. 


FILES.—Orders generally good; files 
for agricultural purposes especially ac- 
tive. No price changes. 

We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Nich- 
olson, 50 per cent off list; jobbers’ 
brands in full packages, 60- 5 off list. 

GALVANIZED WARE.—Business con- 
tinues brisk. Prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Gal- 
vanized tubs, standard No. 0, $5.17 
per doz.; No. 1, $6.44 per doz.; No. 2, 
$7.22 per doz.; No. 3, $8.46 per doz.; 
common galvanized pails, 8-qt., $2.08 
per doz.; 10-qt., $2.24 per doz. 


GARDEN HOSE.—Late season is hold- 
ing back demand. Prices show wide 
range in quality. 


We quote from jobbers’ 
f.o.b. Missouri River crossings: 
to $10.00 per 100 ft. 


GRAIN SCOOPS.—Seasonal movement 
has not yet started. Recently announced 
prices still prevail. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Light 
weight, full polished, split-D handle, 
No. 6, $12.00 per doz.; No. 8, $13.00; 
No. ol? $14.00; PNO. 12, $15.00; No. 14, 
16. 


stocks, 
8: $22.50 
or 9 top 
and 12 


stocks, 
$7.75 


is dull except 
Prices are 


HAMMERS.—Demand 
for lower quality goods. 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: First 
grade 711 nail hammers, $12.00 
per dozen; jobbers’ brands, $10.80 to 
$11.40; competitive forged nail ham- 
mers, $6.50 to $8.00 per dozen; cast 
steel hammers, $3.60 per doz. 


HARNESS.—Orders continue to fall off 
from high peak of six weeks ago. 
Stocks pretty well depleted. Prices 
firm. 


We quote from jobbers’ _ stocks, 
f.o.b. Missouri River crossings: Reg- 
ular No. 1 quality, 1%-in. traces, 
$70.00 per set; No. 2 quality, 1%-in. 
traces, $58.00 per set; No. 3 quality, 
$53.00 per set. 


HARNESS HARDWARE.—Little de- 
mand remains, although it was lively 


enough a few weeks ago. Prices 
unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Missouri River crossings: One- 
in. japanned snaps, $2.46 to $2.75 
per gross; No. 200 XC, snaps, 1-in., 
$6.55 per gross; roller snaps, No. 85, 
$2.65 to $3.00 per doz.; No. 47% XC 
bits, $1.50 per doz. 


HATCHETS.—Inquiry is light and 
movement slow. Retail stocks full. 
No price changes. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Size 
2 extra quality broad hatchets, 
$16.70 per doz.; competitive forged 
shingle hatchets, $6.50 per doz. 


HINGES.—Volume is fair, despite late- 


ness of the building season. Prices 
show no sign of weakness. 

We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Heavy 
strap hinges in bundles, 4-in., $1.00; 
5-in., $1.35; 6-in., $1.68; 8-in., $2.60; 
10-in., $4.35 per doz. pair; extra 
heavy -hinges, in bundles, 4-in., 
$1.40; 5-in., $1.70; 6-in., $1.90; 8-in., 
$3.00. 

HORSE COLLARS.—Demand is still 


drawing good volume in repeat orders. 
Prices high and firm. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Full- 
grain, collar-leather collars, average 
16% in., draft, $55.00 per doz. 


LAWN MOWERS.—Seasonal demand 
is decidedly tardy, although futures 
were satisfactory. Retail stocks rather 
low. Prices firm. 

We quote from jobbers’ stocks, 


f.o.b. Missouri River crossings: Hand 
lawn mowers, $6.00 to $30.00 each. 


MILD STEEL BARS.—Volume some- 
what below normal. Prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Bars, 
shapes and small angles, $3.56 per 
ewt., base; structural sizes and 
shapes, $3.66 per cwt.; mild _ steel 
bands, 3/16 and lighter, $4.21 per 
ewt.; steel hoops, $4.66 per cwt.: 
reinforcing bars, $3.40 per cwt.; cold 
rolled round shafting, $4.16 per cwt.; 
cold rolled square bars, $4.66 per cwt. 


NAILS.—Consumption is no heavier 
than ordinary. Prices show some un- 
steadiness. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Com- 
mon wire nails, $3.50 per keg, base 
(see new extras). 


OILS.—Volume is good and getting bet- 
ter. Prices since last reduction remain 
fairly firm. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Raw 
linseed oil in bbl. lots, $0.86 per gal.; 
boiled linseed oil in bbl. lots, $0.89 per 
gal. raw linseed oil in half-bbl. lots, 
$0.91 per gal. Turpentine in bbl. lots, 
$0.74; turpentine in half-bbl. lots, 
$0.79 per gal. 


POULTRY NETTING.—Good business 
on futures following heavy shipments. 
Demand for this item seems to increase 
with each year. Prices unchanged. 


We quote from jobbers” stocks, 
f.o.b. Missouri River crossings: 50- 
10-5 per cent. 


RADIO BATTERIES.—Demand is sea- 


sonally light. No additional price 
changes. 

We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: No. 
770 B battery, $2. 80 in unit packages 
of five each; No. 772, $1.92: No. 485 
$2.33. “Eveready” C hatterion in unit 

$0.39 each; singly, 


packages of ten, 
$0.42. 


ROPE.—Volume continues to hold up 
fairly well. Recently announced prices 
on manila standard brands still hold. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: High- 
est quality Manila rope, standard 


brands, 24 cents per pound, base; No. 
2 Manila, standard brands, 20% cents 
per pound: No. 1 sisal rope, highest 
quality, standard brands, 19 cents 
per pound; No. 2 sisal rope, standard 
brands, 14 to 16% cents per pound. 


SCREWS.—Nothing unusual about the 
demand, which is rather slack. Prices 
firm. 
We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Flat- 


head bright screws, 50-20 per cent 
off list; round head blued screws, 45- 


15 per cent off list; flat-head brass 
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| SMOOTH WIRE.—Movement, 








screws, 45-15 per cent off list; round- 
he ge brass screws, 40-15 per cent off 
ist. 


which 
has been brisk for some time, continues. 
No price changes. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings. $3.25 
per cwt., base. 


SOLE LEATHER.—Market still up- 
pish and movement has slowed down. 
Prices unchanged: 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: No. 
i ee leather strips, 98c.; light No. 
, 80c. 


STEEL SHEETS.—Corrugated con- 
tinues to go out in good volume. Price 
level stationary. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: 24 
gage galvanized flat, $5.25 per cwt., 
24 gage black flat, $4.55 per cwt., 
corrugated iron, 28 gage galvanized, 
$4.85 per square; 26 gage galvan 
corrugated, $5.45 per square; 28 gage 
painted corrugated, $3.50 per square. 


STORAGE BATTERIES. — Movement 
in the face of approaching warm 


wather considered satisfactory. Prices 
unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Missouri River crossings: Auto- 
mobile, 6-volt, 11-plate, heavy, stand- 
ard terminal, $9.10 each; 6-volt, 13- 


plate, $10.75 each; 12-volt, 7-plate, 
$12.85; 6-volt, 11-plate, thin, stand- 
ard terminal, $7.35; 6-volt, 13-plate, 


thin, for Ford and Chevrolet, $8.05. 


SWEAT PADS.—Demand is still fairly 
brisk and has been heavy for a number 
of weeks. No new prices out. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: $4.25 
per doz.; 20-in. base. 


TIRES.—Business is on the up grade 
and promises continued increase. Prices 
seem fairly firm. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Mans- 
field, automobile, covered by stand- 
ard warranty; 30 3%, oversize, 
heavy-duty cord, s.s., eae 31 x 4, 
$13.00; 32 x 4, $13.80; 33 x 
32 x 4%, $18.75; 33 x 4%, 
x 5, $25.50. Balloon: 
Eis $9. 15; - x 4.50, re 15; 30 x 

31 5.25, 4 .65; x 

oo is. "33 x 6.00, $21.8 0. Trucks: 

oe ie 8-ply, $23.50; 33 x 41%, $24.35; 

30 x 5, $28.30; 32 x 6, $37.00; sex 6, 

10-ply? $50.40; 34 x 7, $65.05; 40 x 8, 
12-ply, $99.00. 


TUBES.—Demand in line with that for 
casings. No new price figures. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Mans- 
field, 30 x 3% heavy-duty, tan, $18.00 
per doz.; gray, $16.20 per doz.; 31 x 
4, tan, $13. 80 per 2, doz., gray, $11.10 
per % doz.; 32 x 4, tan, $14.40 per 
% doz. gray, $11.70 per % doz.; 
33 x 4, ‘tan, $15.00 per % doz., gray, 
$12.30 per % doz.; 32 x 4%, — 
$16.80 per % doz.; 33 x 4 
$17.40 per % doz.; 33 x 5, tan, "sot 36 
per doz. Balloon: 29 x 4.40, 
heavy-duty, gray, $21.00 per doz.; 
30 x 5.25, gray, $14.70 per % doz.; 
31 x 6.00, gray, $17.40 per doz., 
33 x 6.00, gray, $19.50 per doz. 
Special brand tubes; 30 x 3%, 55 
to 70 gage, 2%-in. pole, reinforced 
valve base, vulcanized splice, oe 
a vere, $0. 85 each; 29 x 4.40, $1.1 
eac 


WIRE CLOTH.—Business has been very 
good, but late spring retards fill-in or- 
ders. No price changes. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Black, 
12-mesh, $1.85 per 100 sq. ft.; gal- 
vanized, 12-mesh, $2.05 per 160 sq. 
ft.; galvanized, 14 mesh, $2.45 per 100 
sq. ft.; galvanized, 16- mesh, $2.80 per 
100 sq. ft. 


% 
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SAMSON SPOT 
SASH CORD. 


de a Spot Sash Cord is 
made of extra quality yarn 
spun in our own mills and is 
guaranteed to be free from im- 
perfections of braid or finish. It 
is the most durable material for 
hanging windows. It can be dis- 


tinguished by our trade-mark, 
the Colored Spots. 


We also make Phoenix Sash 
Cord, the best at a moderate 
price, and other brands, each 


the best of its kind. 


“There IS a Difference in Sash Cord”’ 
SAMSON CORDAGE WORKS /’ BOSTON / MASS. 
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Weather Conditions Have Continued Against 


Sale of Hardware Throughout New England 


Boston, May 15.—Most of the first half of May was cold through- 
out New England, consequently the sale of hardware was checked. 
On the very few warm days retail business took a substantial jump, 
and there has been some forced public buying regardless of weather 
Retail sales, therefore, were somewhat larger 
than those for the first half of April, but quite a little behind those 
for the first half of May, last year. 
have been somewhat behind those of April. 
interests figure that business already lost will not be recovered and 
that the first six months of this year will compare rather unfavor- 
ably with 1927. Others, however, feel that lost sales will be-made 
up just as soon as the weather turns warmer and stays so. Retail- 
ers running charge accounts say money is difficult to obtain. 
bers report collections as backward. 

Aside from the weather, fundamental New England conditions 
are improving. Theré is much less unemployment than there was | 
Wages generally are good, although cuts have 
Cities and towns are spending large 
amounts of money for improvements, thereby giving employment to 
Building is going ahead in a satisfactory way, 


and soil conditions. 


two months ago. 
been made in some industries. 


increasing numbers. 


although not in as large volume as a year ago. 
ting good prices for livestock, poultry, eggs and butter, and indica- 
tions are New England will raise a bigger potato crop than in 1927. 
The banks are well supplied with money, particularly the savings | 
All that is needed is a spell of warm weather. 


institutions. 


AUTOMOBILE ACCESSORIES.—Ru- 
mors persist in the retail trade that a 
reduction in automobile tires will be an- 
nounced before long. Jobbers have no 
information on the subject, however. 
The report evidently is based on a 
statement credited by the newspapers 
to Harvey Firestone to the effect that 
prices will be appreciably reduced with- 
in three months. Other tire manufac- 
turers, on the other hand, have stated 
publicly that no change is anticipated. 
Accessories in general are selling fairly 


well. 
We quote from Boston jobbers’ 
stocks: 
Bumpers.—One to 49 count, 40 per 
cent discount; 50 to 249 count, 40 and 


5 per cent discount. 

Fender Guards.—One to 49 count, 
40 per cent discount; 50 to 249 count, 
10 and 5 per cent discount. 

Horns. — Klaxon, quantities less 
than $50 in list value, 35 per cent dis- 
count; in $50 to $199 value, 40 and 5 
per cent discount; $200 value, 50 
per cent discount. 

Tires.—Mansfield line, fabric, clin- 
cher, 30 x 3 in., $6.35 each net; 30 
x 3% in., $7.25. Heavy duty cord, 
straight side, 30 x 3% in., $10.95 each 
net; 31 x 4 in., “ae 32 x 4 in., 
$14.50; 33 x 4 in., og 34 x 4 in., 
$16; 32 x 4% in., ‘sis. 33 x 4\% in., 
$20.50: 34 x 4% in., 75; 33x 6 in, 
$26.85; 35 x 5 in., '$ 5. 

Truck.—Cord, 32 x $24.75 
aach net: $25.65: 34 x 
$29.85; 33 x 


33 x 4% Ay 
E x" "435 45: 85 x 5 
; $45. 90; 36 x 6 
$70.65. 
in small lots, 


~ “K 
an Oe 
Pag Fe be 


22. 
3.8 
4% in., 


[ae x F Ok, 

. -Inner, tan. 

30 x 3 in., $1.50 each net: 30 x 3% 

$1.70; 32 x 3% in., $1.90; in lots 

"12 or more ss i0¢. each tube; 
. 


31 x 4 in., $2 a 
$2.60; 34 


x 4 in., 4 5; 
x 41% in., $2.90: a3 x 41% oe $3: 34 





(Boston office of HARDWARE AGE) } 


In contrast, May jobbing sales 
Quite a few hardware 


Job- 








Farmers are get- 


35 x 4% in., $3.30; 36 
30 x 5 in., $3.45; 33 x 
5 in., $3.85; 35 x 5 
in lots of six tubes or more 
per tube; 32 x 6 in., $6.20; 
36 x 6 in., $6.15; 38 x 7 in., $9.40. 

Tire Chains.—One to nine sets, 
per cent discount; 10 to 49 sets, 35 
per cent discount; 50 to 99 sets, 40 
per cent discount; 100 to 149 sets, 
40 and 5 per cent discount; 250 sets 
and more, 40 and 10 per cent dis- 
count. 

Auto Clocks.— 
dial, $1.50 each 
$2.10. 


x 4% in., $3.10; 
x 4% in., $3.40; 
5 in., $3.75; 34 x 
in., $4; 
deduct 10c. 


30 


Westclox line, plain 
net: luminous dial, 
‘ 


BASEBALL GOODS.—Thanks to an 
occasional warm day within the past 
week or two, retail sales of baseball | 
goods have been better, and jobbers, in | 
turn, are shipping more freely than 
heretofore. 
We jobbers’ 
stocks: 
Catchers’ Mitts.—Youth's model, $8 
to $14.50 per doz. net: amateur mod- 
el, $14.50; full size, $28.50 and $40; 
semi-professional, $64. 
First Base Mitts.—Youth's model, } 
$8 per doz. net: full sized, $13 to $36; | 
speed model, $44; Stuffy MclInness, 
$50: professional model, ; ‘ 
Baseball Gloves.—Boy's, $5.50 to 
$11 per doz. net; Tris Speaker (brown 
horsehide), $14.50: G. C. Alexander. 
professional speed model, $40; speed 


model, $58. 

Baseball Batse.—Babe Ruth, $16.20 
per doz. net; Eddie Collins, $16.20; 
Harry Heilman, $16.20; Babe Ruth, 
Jr., $7.20: Bin-Go, $12; burnt oil fin- 


ish, $10.80. 

Baseball. — With rubber center, 
$14.50 per doz. net; with cork and 
rubber center, $14.50: Professional 
League, $8; Boys’ League, $3.50; 
Junior League, $2.75: Dollar Lively, 
No. 7, $6 


CLOCKS.—As might be expected, the 
movement of clocks is quite good just | 


quote from Boston 
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now. The average retail dealer is not 
carrying a heavy stock and therefore is 
forced to replenish every little while. 


We quote from Boston jobbers’ 
stocks: 
Clocks. — Westclox line, Bi 
$2.29 each net; luminous, $3. 
Ben, De Luxe, $2.64; 
Baby Ben, $2.29; 
Baby Ben De Luxe, $2.64; luminous, 
3.25. Black Bird, $1.76. Sleepmeter, 
1.40; luminous, $2.70. Blue Bird, 
$1.22; luminous, $1.76. Amore, $1.05; 
Ben Hur, $1. 76; luminous, $2.46. 


CROQUET SETS.—Jobbers have suc- 
ceeded in selling. more croquet sets, but 


Ben, 
6; Big 
luminous, $3.52; 
luminous, $3.16; 


there is no real pep to baying. Warmer 


weather is needed to stimulate public 
interest. 
We 
stocks: 
Croquet Sets.—Standard makes, 5% 
in. mallet, 50 
set; No. H, $ 
6-in. mallet, 8-ball, 
in. mallet, 4-ball, 
No. AA, $6 
CULTIVATORS.—tThere is something 
doing every day in cultivators, but the 
buying is in the nature of filling in of 
retail stocks. 


We quote from Boston jobbers 
stocks: 

Cultivators. — No. AC43,_ three- 
prong, $6.90 per doz. net; No. AC45, 
five-prong, $9.85; No. ACS83, §8-in. 
handle, $4.45. 


FLOWER’ BOXES. — Certain 


quote from Boston jobbers’ 


No. AA%, $4. 50; 


retail 


| dealers are doing an excellent flower 


box business. Flowers are used about 
houses and apartments more than ever, 


| and if the retail dealer goes after it 
| there is business to be had. 


We Boston jobbers’ 
stocks: 

Flower Boxes. — Galvanized steel, 
24 in., $10.60 a doz. net; 30 in., $13.90; 


36 in., $20.90 
INSECTICIDES.—The volume of in- 
secticide business throughout New Eng- 
land is sprprisingly large for early in 
May. Probably the lateness of the 


quote from 


| garden*and farm season accounts for 


current market conditions. 


We from Boston jobbers’ 
stocks 

Hellebore. —Powdered, white, Le 
packages, 48c. per lb. net; % Ib., 


1 lb., 27c. 

Pine Tar. pints, $1.10 
per doz, net; 1.65; quarts, 
$2.75. 

Crow Repellent. —Stanley’s, small 
containers, 70c. each net; large con- 
tainers, $1.0 5. 

In-A-Minute. — Insecticide, 
doz. net. 

Buq Death.—One Ib. packages, $1.44 


quote 


-In cans, % 
pints, 


$3 per 


ner doz. net: three Ib., $3.75; five Ib., 
$5.62: 12% Ib., $13.50; 100 Ib., $7.50 
each. ' 


LAWN ACCESSORIES.—It has been 


too wet to get people to buy very much 
rubber hose, but all other law acces- 
sories appear to be moving over retail 
counters and from jobbers’ stocks in 
normal quantities. 

We quote from Boston jobbers’ 


stocks: 

Lawn Mowers.— Plain line, Her- 
cules, roller earcyF 16 in., $18.25 
each net: 18 in., $19.50; 20 in., $20. 75; 
Pilgrim, roller bearers, 16 in., $ 
18 in., $17.50: 20 in., $18.75. 
matic. style 11-5, 36 in., $12; 
$13: 20 in., $14. Style 10-4, 
$9.75; 16 in., $10.50; 18 in., $11.25; 


20 





























IDEAL POWER LAWN MOWER. Co, 










R € OLOS ,CHarmman 


MAIN OFFICE AND FACTORY, LANSING, MICHIGAN 


LANSING, MiceuGAN 


Decerber 7th, 1927, 


Timken Roller Bearing Company, 
Canton, Ohio, 


Gentlexen: 


We have now been using Timken Roller Bearings in our 
power lawn mowers for a period of about eight years 
and are pleased to report that they have given very 
general satisfaction. 


We have been using Timken Bearings on the revolving 
reel shaft of the cutting units with especially good 
results due to the fact that in this particular 
location we have not only radial load but considerable 
end thrust, ‘The Timken Bearing for this reason makes 
an ideal installation, due to the fact that we can 
take up the wear both leterally and redially by the 
use of an adjusting nut at one end of the reel shaft, 
the one adjusting nut taking up the wear at both ends, 


About two years ago, we installed Timken Bearings on 
the crankshaft of one of our vertical type motors with 
especially good results and are continuing to use 

the bearing in this particular location the coming year, 


Yours very truly, 
lll 

“F. My Seeley, 

Chief Engineer, 


MOWER COMPANY 













TIM 
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Prospects made 
into Customers 


Right on the engine crankshaft, as 
well as in the mower itself, Timken 
Bearings have performed to win 
the approval of this noted mower 
manufacturer. Wherever applied, 
in any mower, Timken Bearings are 
a sure improvement mechanically. 


Just as important to you is the 
improved selling appeal of Timken- 
equipped mowers and other prod- 
ucts. Mentioning Timken Bearings 
has an appeal which turns prospects 
into customers. 


THE TIMKEN ROLLER BEARING CO. 
Ce owe aN, HF © 


Tapered 
Roller 
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in., $12. 
$9.50; 18 in., 
versal, ball 
$14.25; 18 in., 
Giant, 14 in., 
in., $11.25; 20 in., $12. 
14 in., $9; 16 in., $9.50; 18 in., 
in., $10.50. Special, style 8- “9 14 Aad 
$8.50; 16 in., $8.90; 18 in., $9.30. Spe- 
cial Yankee, style 8-3, plain bearing, 
12 in., $5.40; 14 in., $5.80; 16 in., $6.20; 
18 in., $6.60, 

Hose. — Rubber, garden, Commer- 
cial, & in., 6%c. per ft. net; Leader, 
¥% in., 6%c.; % in., 7%c.; Vigilant, % 
re 8%c.; Olympia, 5% in., ane. Goo 
Luck, %& in., “he ; re 5 in., 10%c.; 
Bull Dog, 13 

Hose Reels. ot Alsteel, No. 
2, $1.85 each net. 

Couplings.—-Hose, Perfect Clinch- 
ing, $2.25 per doz net. Hose mend- 
ers, $8.40 per gross. 

Lawn Trimmers.—Popular makes, 
$15 each list. Discount, 50 per cent. 

Factory Shipment.—On direct fac- 
tory shipment up to 30c. freight on 
ten or more machines is allowed. 

Lawn Roller.—Water weighted, 18 
in. diameter x 24 in. long, $13.24 each 
net; 24 in. diameter x 24 in. long, 
$15.34. 

Sprinklers.—Lawn fountain, $6 per 
doz. net; fountain half circle, $5.50. 
Rain King, $2.34 each net: Majestic 
Rain King A, $3.34; Giant Rain King, 
$8.33; Rotary, $15 per doz. 

MessieneTuarie. $4 per doz. net; 
Fairy, brass, $10; Boston, % in., 
brass, $5.25; Rain King, $1 each net. 

Rakes.—Wooden lawn, three bow, 
Hub, $8.75 per doz. net; steel, $9. 
Rugg, steel, No. 37X, $10 per doz.; 
wooden hay, two boy, $6.90; steel, 


$7.15 


Style 9-4, 14 in., $9; 
$10; 20 in., $10.50. 
bearing, Grand, 
$15.50; 20 in., “ 
75; 16 in., $10.50; 18 
High trent 
$10; 


Mini: 


ROOFING MATERIAL.—Contrary to 


earlier reports there is to be no change 
made in jobbing prices on tarred felt. 
That material remains at $68.50 a ton. 
There is a small steady movement of 
roofing material out of jobbers’ stocks. 


We quote from Boston jobbers’ 
stocks: 

Roofing Paper.—Roll, smooth sur- 
face, Continental heavy, $1.80 per 
roll net; extra heavy, $2.20. Apex 
medium, $1.50. Battle Axe, light, 
85c., medium, $1.05; heavy, $1.20. 
Mineral surface, Continental super 
quality, $1.80; Balmar, $1.60. 


Buliding Paper.—Red Star sheath- 
ing, 25 to 30 Ib. to roll, $1.15 per roll 
net; Continental hlack, 35 to 40 Ib. 
to roll, $2.25; Red Rosin, 20 Ib. to 
roll, $61 a ton; 25 Ib. to roll, $61. 
Deadening, $113 a ton. Asphalt felt, 
$64 a ton. 


Shingles.—Hexagon strip. 
$3.85 per square net; 12% Re ss, 10. 
Giant individual, $7.15; standard in- 


dividual, $5.70. 
RUBBER BALLS.—Children can play 
out of doors now and sales of rubber 
balls should steadily increase. 


We quote from Boston jobbers’ 
stocks: 

Rubber Balls.—Return, white. with 
elastic, 40c. per doz. net; Junior 
baseball, 80c. per doz. net: league 
baseball, $1.50; White Star, No. 8172, 
40c.; No. 8386, $2; No. 8576, $4; No. 
8775, $8: white educational, $2; fancy 
Star, 3% in., $2: 6 in., $6; white 





striped, 7 in., $8; assortments, No. 
8010, $2.50 per assortment; No. 8025, 
$3 Inflated rubber toy assortment, 


RUBBISH BURNERS.—In many parts 


of New England they are conducting a 


cleanup campaign, which has helped the 


distribution of rubbish burners. 


We from Boston jobbers’ 
stocks: 

Rubbish Burners.—Cyclone, No. 2, 
in lots of 6, or full bundles, $2 each 
net; in smaller quantities, $2.25 ecah. 


SANITARY PRODUCTS.—Sales are 
not heavy, but quite in keeping with 
expectations of retailer and jobber. 
Most retail firms are carrying a good 
assortment of these products. 


We quote from Boston jobbers’ 
stocks: 

Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, $2.25 per 
doz.; case of 3 doz., $2. 15 per doz.; 
and in gross lots, $2 per doz. Desolvo, 
triple strength, 16 oz. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
$3.75 per ‘doz.; in gross lots, $3.50 per 


quote 


doz. Desolvo, triple strength, in 2 
Ib, cans, case of 1 doz. cans, $7 per 
doz., and gross lots, $6.50 per doz. 


Kloset Klean, 22 oz. size, less than 
ease lots, $2. 25 per doz.; case of 2 
doz..cans, $2.15 per doz.; gross lots, 
$2 per doz. 

Tubola, 12 oz. cans, less than case 


lots, $2.25 per doz.; case of 2 doz. 
cans, $2.15 per doz.; gross lots, $2 
per doz. 


Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $2 per qt., 
and dozen quantity, $1.75 per at. 

Presto Products.—Oil soap, 16 oz. 
size, $2.60 per dozen; bowl cleaner, 
22 oz. size, $1.85 per dozen; pipe 
opener, 16 oz. size, $2 per dozen; tile 
and porcelain cleaner, 16 oz. size, 
$1.20 per doz.; Met-L-Shyn, 8 oz. 
size, $3.60 per doz.; Silvershyn, 4% 
oz. size, $1.80 per doz.; Waterless 
cleaner, 2 pt. size, $5.40 per dozen; 
Same, 5 qt. size, $9 per dozen; win- 
dow cleaner, 6 0z. size, $3.60 per doz.; 
same, 12 oz. size, $5.40 per doz.; 
Presto Lustre, 6 oz. size, $2.60 per 
doz.; 12 oz. size, $4.32 per doz.; 16 oz. 
size, $5.40 per doz., and Dry Cleaner, 
8 oz. size, $3.60 per doz. 

Economy plumber, drain pipe 
cleaner, $2 per doz. 1 Ib. cans. Same 
in 2 Ib. can, $3.90 per doz. The 1 Ib. 
size is packed one, two and three 
dozen to a carton. The 2 Ib. size is 
— in one and two dozen car- 
ons. 


SCREENS AND DOORS.—tThere is 
some buying of screens and doors by 
certain retail dealers who have put off 
commitments until the last minute. 
We quote from Boston , Jobbers’ 
stocks: 
Doors.—From Sat No. 


ry 
a. x 6. 8, $19 per doz. net; 2.8 x 
> we 3.0 x 


3.0 x 7.0, $30.13; No. 545G, 2.6 x 6.8, 
» $43.13; 2.10 x 6.10, 


Factory PRS s peduct 10 per 
cent from the above prices. Freight 





is allowed in the distribution of cars 
from factory. 


SHELLAC.—Jobbing prices on shellac 
have been advanced. Just about a fort- 
night ago prices were reduced, conse- 
quently the market is back just about 
where it was before. 


We quote from Boston jobbers’ 
stocks: 

Shellac.—White, 
tainers, $3.08 per gal. 
$2.94; five gallon, $2.82. 
gallon containers, $2.75 per gal.; 
lon, $2.64; five gallon, $2.50. 


SHOVELS.—New jobbing prices on 
snow shovels have been issued for next 
season, which show a moderate advance. 
Revised prices follow: 


We quote from Boston jobbers’ 
stocks: 

Shovels.—Snow, Rugg line, steel, 
long plain handle, No. 78, $4.75 per 
doz.; split wood D-handle, ea. 78 
$5.50; flat handle, No. 078, 
D-handle, No. 79, $5. 
long handle, $4.75; iron D-handl 
— wood D- handle, $6.75. 

coops.— Massachusetts, ‘D- handle, 
—_— back or strapped back, No. 2, 
16 er . list; No. 3, $16.50; No. 4, 

17.50; No. 5, $1 8.25; No. $, $19; No. 7, 
$19.75. Ames line, No. $24.70 per 
doz. list; No. 3, $25.4 45; Nb. 4, $26.20: 
No. 5, $26.95; No. 6, $27.70; No. 7 
$28.45. For polished sous add $2. 260 
per doz. Discount 25 and 10 per cent. 

Spades.—Massachusetts, plain back, 


half gallon con- 
net; gallon, 
Orange, half 
gal- 


poe line, 


le, $6; 


Ames line, plain back’ te spade, 
No. 2, $26.20 per doz. list; B, moulder, 
polished, No. 2, $26.20. ‘Discount, 25 
and 10 per cent. 


TOY CANNONS.—Further good buy- 
ing of toy cannons for the pre-July 4 
trade is noted by jobbers. More of these 
toys have been sold this spring than 
ever before. 


We quote from Boston jobbers’ 
stocks: 

Cannon.—Toy, Big Bang line, on 
two wheels, No. 8F, $1.50 each; No. 
12F, $2.50; No. 16F, $3.67. 
wheels, No. 10W, 2. "Mac machine 
gun, No. 100, $8 per doz. net. 

Tanks. —Toy Army, No. 5T, 67c. 
each net. 

Pistols.—Big Bang line, with hol- 
ster, $1.34 each, net. 

Ammunition.—Baysite, in tubes, 
10c. each net; spark plugs, 6 2-3c. 
each. Refills for Mac machine gun, 
80c. a doz. 


VACUUM CLEANERS.—Those job- 
bers who have been making a special 
push on vacuum cleaners report very 
good success. 


We quote 
stocks: 

Vacuum Cleaners.—Universal - 
tric, complete with attachments, N’ 
E7201,- $35 each net; in lots of three, 
$33.75 each; in lots of 12, $32.50 each. 
Bee Vac, without attachments, in 
lots of three, model G10, $20.10 each 
net; B30, $23.65. Attachments, $3.50 
per set. 


from Boston jobbers’ 





Government Without Competition 


HE fact that government, 
cerns, 


lems. 


“Governments,” 


costs. 
economic units. 


ficiently the convenient rules of thumb by which private 


unlike business con- 
has no competition stands out conspicu- 
ously in a report of the Committee on State and 
Local Taxation and Expenditures of the Chamber of 
Commerce of the United States, on Local Fiscal Prob- 
The more than 500,000 taxing units which raise 
upward of $4,000,000,000 a year and spend it on various 
projects are alone in their respective fields. 

the committee says, “have no com- 
petitors in the sense that competition has a bearing on 
There are no receiverships for inefficient or un- 
Governmental units do not employ suf- 


determined. 


al 

business, through cost accounting, measures the efficiency 
and cost of routine operations. 
made toward observing costs of certain operations, not- 
ably tax collection. 
cents to collect one dollar in taxes, whereas by another 
it may cost twice as much. Before all unit costs can be 
measured, some basis for measuring efficiency must be 
Local associations of business men can 
contribute substantially toward national advance along 
this front by insisting upon the governmental equiva- 
lent of private cost accounting in handling the affairs 
of local taxing units.” 


‘Some progress has been 


By one method it costs so many 
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|B grins everywhere are selling an 
increasingly large number of ACME 
casters. The ball-bearing feature appeals to 
every one. 


DEMONSTRATE ACMES 


Roll an Acme caster on your hand or along 
the counter. Show the smooth, quiet action 
of ACME casters. Let your customers 
visualize the superiority of ACMES over all 
other casters. A demonstration always sells 
ACMES with generous profits for the 
dealer. 


The Schatz Manufacturing Company 
Poughkeepsie New York 


Agents: J. C. McCarty & Co. 
253 Broadway N. Y. City + 


a= om 


ef 
aw ON ACMES 
















ROLL ALONG 








Meet Haying 
Season De- 
mands of your 
Dealers for 
Reliable Equip- 
ment with Ney 
Haying Tools 
TS Ney line of haying tools 


is a line that means value 
to your customer and makes 
money for you. Ney haying 
equipment always has been 
manufactured to fulfill the Ney 
idea of long life, labor and time 
saving tools. Today the Ney line 
embodies the fruits of 50 years 
experience and the latest im- 
provements, many of them ex- 
clusively Ney and patented. 


To you as a dealer the Ney 
trademark means an easy sale 
and a good profit because Ne 

have always been firm in hold. 
ing to a policy of adequate 
profits to the dealer. Hundreds 
of thousands of farmers are 
being.told about Ney haying 
tools in farm paper advertise- 
ments. Link your name and 
your efforts with the Ney line. 











Original 
Genuine 


Barn Door Hangers 
and Tracks 
Wire Stretchers 
Weldless Chain 
Tie Out Chains 
Hay Rack Clam 

Hardware S 


Stanchions 


Chains 
ater Bowls 


Porch Sw 
Automatic 


Steel Hoists ties 





Jie NEY MANUFACTURING CO. 


stablishead 1879 
CANTON OHIO 
Minneapolis, Minn. Council Bluffs, lowa 


| Manufacturers of dairy barn equipment and haying tools 
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Type “B" 
complete 
$3.45 











A New and Profitable Item That Sells Like 
Wildfire and Boosts Lacquer Sales 


EWAY 


LACQUER SPRAY 


d Swifter Than Brushing 


For the easy and practical application of 
lacquer paints (Duco). A smooth, durable, 
glossy finish assured. Paint and refinish 
automobiles, furniture, screens, radiators, 
machinery, etc. Unlimited uses in any 
home, garage, paint shop. 

Well designed and built, Adjustable ato- 
mizing head affords a continuous spray. 
Useful for spraying oils, insecticides, etc. 
Type ‘‘A’’—Attached hand pump. Dual 
top. Easy clean glass container assures 
visibility. The sturdiest and finest hand 
spray.—$1.95. 
Type “‘B’’—as shown—-complete with 11%” 
heavy duty pump, 8 ft. tubing—-New Way 
dual top for use on either metal or glass 
containers. Glass furnished as standard—- 
$3.45. 

Type ‘‘B’’—less foot pump. 
pump or air supply—$2.25. 
Type ‘‘C’’ De Luxe. Complete with large 
auxiliary pressure tank and moisture trap. 
Requires only an occasional stroke of pump. 
A professional outfit for shops, farms and 
homes where large surfaces are to be 
sprayed. No experience necessary to ope- 
rate. Heavy duty 11%” pump, pressure 
gauge on tank, shutoff valve, 10 ft. hose, 
New Way dual top and glass container— 


For your 


Type “C’’—tank, pump and gauge only 


o) GLASS OR METAL TANKS 
WITH AIR TIGHT TOPS FOR KEEPING 
LACQUERS AND LIQUIDS HANDY FOR 
USE—25c. 

LIBERAL JOBBING DISCOUNTS DEAL- 
ERS: WRITE US DIRECT IF YOUR 
JOBBEPR DOES NOT CARRY NEW WAY. 
TAKE ADVANTAGE OF THE CRAZE 
FOR COLOR. 


New Way Spray Gun Co., Dept. H-5, 5511 Euclid Ave. 


Cleveland, Ohio 


Headquarters for spraying equipment. 












After pur 
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] Just Tacks and Small Nails T 


chasing small items such 
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as tacks and small nails, folks are 
—7 to forget where they got 
em. 


But the full weight, good quality 
of Atlas tacks, always impresses 
them favorably. 


And to help them remember where 
they got 


ATLAS 


Tacks and Small Nails 


we print this reminder on every 
package—“When you get a good 
thing, remember where you got it.” 


It helps, at least customers always 
remember the quality of Atlas 
tacks, as well as the store where 
they bought them. 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 
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Why Not Put Yourself on the Hard- 
ware Map in Your Home Town? 


(Continued from page 26) 


agree that the price craze has had a very demoralizing 
effect on some cutlery manufacturers. If the retail 
dealers would just examine how some of these cheap 
knives are skimped in the manufacturing they would re- 
alize that they were not getting any great value for their 
money. The low cost at which the knives are sold is 
leading the manufacturers to cut out almost every extra 
thing in the way of quality manufacturing. While the 
large blade of a knife may look pretty good, the small 
blade is partly finished; knives are not “cleaned,” as a 
cutler would say ; there is hardly any inspection. At the 
price at which some knives are being sold no manufac- 
turer can afford to accumulate seconds by close inspec- 
tion. 

“Now,” said this manufacturer, “in my opinion the 
cutlery busness in this country is just going through a 
phase—we are going through an era of cut prices.” He 
added that he believed that the dealers in cutlery in this 
country were already very tired of a lot of the trash that 
had been unloaded upon them, and that the time had 
now come when they would go back to standard lines and 
carry complete stocks. He also told me that, recently, 
he made a contract with a chain store to supply them 
with one thousand dozen pocket knives per month. The 
surprising thing about this order was in the fact that 
the chain store did not wish bargain knives, made at a 
very low price, but insisted upon getting standard goods 
of first quality, with the understanding that they would 
be supplied with exactly the same goods month after 
month. This manufacturer also told me an interesting 
story of how a cut-price salesman of one of his com- 
petitors completely demoralized the profits on a certain 
knife—in a large part of one of our southern States. 
This particular special knife was made for a special 
purpose (I believe for cutting cane). These knives had 
been selling to the retail trade for several years at $8 
per dozen. The price had been maintained without any 
deviation. Both the jobber and the retailer made a very 
satisfactory profit. Now along comes one of these cut- 
price factory salesmen. He sold a large quantity of a 
poorly made knife, of the same pattern, to a jobber in 
this ‘territory at $3.75 per dozen. This jobber decided 
to sell them at $5. Then this salesman went to another 
jobber, showed the order he had taken from the first 
jobber, told this jobber the knives would be sold at $5; 
so this jobber bought a considerable quantity, and in 
order to go the other jobber one better he made his price 
$4.50 per dozen. This manufacturer’s salesman con- 
tinued his trip and showed these orders to a third jobber 
and told his little story about the price. This jobber 
also bought a large quantity. He put out a price of $5; 
then his salesman wrote back about the $4.50 price being 
quoted by his competitor, so he said, “All right, I'll close 
out these goods at $4!" So the price on this knife, that 
sells in large quantities, which was formerly $8, has 
now been reduced to $4. With the $8 price all the job- 
bers and retailers were making a satisfactory profit. and 
the price was being maintained ; while at the $4 price the 
jobber is making no profit whatever. I have not been 
able to trace the story of the cut price on this knife to 
the retail trade, but I have no doubt that the experience 
with the jobbers was repeated at retail. This is a true 
story of how a satisfactory business on a satisfactory 
article has been completely destroyed by this cut-price 
artist who goes out and sells goods at a price and then 


Reading matter continued on page 70 























HARDWARE AGE for May 17, 




















\ h 
Like a Good Soldier 


A good nail keeps its head erect, stands 
straight and drives straight. It knows its 
duty and does it. The difference between 
an American Steel & Wire Company’s 
nail and an ordinary nail is comparable 
to that between a West Point Cadet and 
an ordinary recruit. 

The primary value of a nail is in the quality 
of thesteelandinthe perfectdrawing ofthe 
wire,thenin theshaping of the head and the 
cutting of the point. Notethe clean, sharp 
point, the firm set head showing ample 
metal, the well-punched barbing and the ac- 


curate gauge on American super-quality nails. 
Test their superior strength under actual usage, 








ltisreal economy for your customersto buy super- 
quality nails as an insurance against ruining 
good material. Every keg is packed full weight 
. « « One Hundred Pounds, net, in each keg, 


American Steel & Wire Co. 


SALES OFFICES 





CHICAGO - 208 So. La Salle Street SALT LAKE CITY - Walker Bank Bldg. 
Sara. Rockefeller Building NEW YORK - _ 30 Chureh Street 
DETR : Foot of First Street BOSTON - - - - Statler Bldg 
CINCINNATI - Union Trust Building PITTSBURGH Frick Bldg 
MINNEAPOLIS—ST. PAUL PHILADELPHIA Widener Building 
Merchants Nat'l Bank Bidg., ” St. Paul ATLANTA - - 101 Marietta Street 
8ST. LOUIS 506 Olive Street WORCESTER - 94 Grove Street 
KANSAS CITY - “417 Grand Avenue BALTIMORE - 32 So. Charles St. 
OKLAHOMA CITY BUFFALO - 670 Ellicott Street 
First Natl. Bank Bldg. WILKES-BARRE Miners Bank Bldg. 

BIRMINGHAM -_ Brown-Marx Bldg. *SAN FRANCISCO - - Russ Bldg. 
MEMPHIS wy Os ANGELES - 2087 WB. Slauson Ave. 
— & Alder Sts. 


Union and Planters Bank Bldg. 
- etorian Building 


TLAND h 
Pra ATTLE - So. & Conn. Sts. 
First National Bank Bidg 


DALLAS 
S Onited States. "steel Products Co. 


DENVER 
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Over 10,000 
Satisfied Users 

































HAT could you stock that would find 

readier acceptance by your trade than 
this Electric Sprayit—a comparatively inexpensive 
tool that gives the painter all the advantages of 
spray painting without the cost or trouble of com- 
pressor and storage tank. Can be used wherever 
there is an electric socket—works efficiently with 
any liquid finish of proper consistency, including 
bronzes, lacquers, enamels and even sprays dry 
powders. 


Order today—Use the Coupon. 
Ask for Dealer Helps. 


THE ELECTRIC SPRAYIT CO., INC. 
320 Colfax Ave. E., 


South Bend, Indiana 


complete 


ever—a_ simple, 


the trade’s approval. 










THE ELECTRIC SPRAYIT CO., INC. 
320 Colfax Ave. k., South Bend, Indiana. 


Electric Sprayits. 





. Send me 
Send me your dealer proposition 


43450 


SELLS ON SIGHT 


Requires no extras what- 
depend- 
able tool that will meet 
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Ri € Hardware 


TF is a singularly significant fact that hardware 
dealers who feature quality products make their 
builders hardware departments yield substantial 
profits. Rite hardware for years has contributed 
in important measure to the profit production of 
progressive dealers the country over—because it 
is Quality Hardware. The new catalog of the 
complete RITE line of builders hardware is now 
ready for delivery to you. 
DISTRIBUTED BY AMERICA’S 
LEADING JOBBERS 


Manufactured by 
Rite Hardware & Mfg. Corp. 


1646 No. Spring St., 
Los Angeles 


Nessa, 
XA 


os 
and P eeyite with 
UALITY 
!’ Products 
Bi 


\ it _I pa Ld} ad | fi 


ageaa 


Look for the tag, carrying our name, at the end of every roll! 


Gilbert & Bennett Mfg. Co. 


f=] The 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 
WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicage Kamene City 
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returns to his factory and instructs them to make goods 
of a quality that will show a profit even at the cut prices 
he has made. You can easily imagine, under such cir- 
cumstances, the quality of the goods that are supplied. 

All this is a rather rambling article. It has been 
written with many interruptions, but the point of the 
article is that the retail dealers should try a few experi- 
ments in new forms of selling—house-to-house canvass- 
ing on cutlery. 

Don’t wait for the business to come to you—Go 
AFTER BUSINESS. 


Everybody’s Business 
(Continued from page 30) 


could be as good as the original product. How different 
the attitude today! In some places substitutes have al- 
most entirely displaced the real articles. 

Out in lowa they found it necessary to collect corn- 
cobs and stalks in order to prevent the spread of the 
borer that threatened their chief crop. In searching for 
ways to dispose of the cobs and stalks they finally hit 
upon the plan of converting this agricultural waste into 
paper, wallboard, lumber and brick. Who would have 
believed a short time ago that the farmer would soon 
become a factor in the production of building materials ? 

Millions in wealth are now created each year by utiliz- 
ing all kinds of waste. Most of our woolen suits con- 
tain 10 to 15 per cent of used wool reworked into them. 
Paper-pulp is employed in the manufacture of small 
barrels, pipes and coffins. Japanese men and women wear 
clothes made from this substance, and while the result- 
ing fabric lacks much in durability, it is light, fairly 
tough and very cheap. 

Oil of good quality is secured from the seeds and 
stones of various fruits. Tomato seeds that were once 
thrown away by catsup factories are now made to yield 
another kind of oil that is easily digestible. The fruit 
industries of California get a considerable income from 
the oil and charcoal obtained by the treatment of huge 
piles of fruit pits. The refuse resulting from the man- 
ufacture of cider is converted into a jellying agent for 
housewives who put up their own jams and jellies. 

Picture frames and toys are made from wood flour 
converted into a paste. ‘This same substance also enters 
largely into the manufacture of linoleum. A dustless 
excelsior that is excellent for packing purposes is made 
by shredding old newspapers. A number of the glossy 
parts of radio sets are constructed from phenol, once a 
coal-tar waste, mixed with formaldehyde, a product ob- 
tained in the distillation of wood waste. 

A big automobile company transformed the wood and 
metal of 200 wartime ships into motor cars, tractors and 
various kinds of machinery. A railroad corporation 
found it profitable to substitute worn-out steel rails for 
ordinary wooden ties, and a forging concern has made a 
business of buying up the axles from discarded railroad 
cars and converting this waste steel into anchors for 
ships. 

A new German fabric is made of hemp fibers instead 
of flax, with the result that the material is cheaper, does 
not soil as readily as cotton, nor wrinkle as easily as 
linen. The fabric can be spun on a regular cotton ma- 
chine and mixed with cotton if so desired. Even more 
interesting is the fact that old automobile tire casings 
are sold to companies in Greece, and there converted 
into crude but durable footwear for the peasants. One 
old casing will yield three pairs of shoes. 

A few years ago hardly more than a dozen articles 
were made from the mineral known as asbestos. Now 
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The Money Shing Dodccnnity | 
—of the Year! $700 00 — = 
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PNEUMAT Simply ture eylinder to rloht .* left 
and air valve is adjusted. screw 


EVEREDY SILENT DOOR CLOSER eran? 








Right now is the time to get the Big Sales and Big Profits on the Fast- 
Selling, Money-Making 





Its amazing low price of $1.00, wide and popular appeal—together with our National Adver- selon tment 
tising and Dealer Cooperation puts it in a class by itself as an income maker for you. “ee 
The most satisfactory Door Closer on the market, bar none. Nothing to get out of order. EVEREDY Construction permits the 
Easy to attach. Simple to regulate. With our new plan Dealers are getting orders for SV. 
the entire equipment of homes. 
Order one Dozen from your Jobber Today! [em a 
FREE = ae dozen Closers oo zene pe sa requisition, enclosed Sao 
with shipment, to us. e will send a emonstration Mount im- 
mediately, to which can be attached an Everedy Door Closer. =, my This” iMlvstration “shows 
as installation on right hand door 


Write for Special Sales Proposition. 
THE EVEREDY COMPANY yieuiu SCY 
FREDERICK, MD. nom 


Also enfoctres of mee Famous Everedy Bottle Capper, Syphon Filter and Strainer 
8e dons of Users as the Standard. All Everedy Products are 
Nationally “Advert ed and carried by Leading Jobbers everywhere. 












Simple A install and neo tools re- 
auired te detach when screen door is 
rem Fy 











Screen Doors and Window Screens 


Every season finds more and more 
people buying these famous products. 


Light, strong, made with good 
screen cloth, everything first class— Continental All Metal 
that’s why Continental Screen Doors Extension Window Screen 
and Windows are in such demand. 

For more than twenty-five years they 
have given the highest satisfaction wherever sold and used. 


Made in a wide variety of patterns and sizes for every requirement and retailed 
at prices that justify a fair return for quality merchandise. 


More than 400 jobbers handle the Continental line. Ask your jobber to supply you. 


Continental Screen Co., Detroit, Mich. 
_ nl 
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Everybody’s Business 


(Continued from page 70) 


this strange rock with its myriad fibers is being trans- 
formed into composition floors, electric appliances, 
phonograph records, switchboards, tapestries, rugs, 
ladders, mailbags, shingles, theater curtains, brake lin- 
ings, pipe coverings and fireproof clothes. Charley 
Chaplin in one of his films set his baggy trousers afire, 
ut saved himself by wearing asbestos underwear. 

Marine leather is now being manufactured on a con- 
siderable scale. The skin of the shark when treated and 
tanned produces a material not only of beautiful hue 
but that is extremely durable. Leather produced from 
large fishes entails no expense for pasturage or superin- 
tendence. The hide from the shark of medium size is 
about one half as large as that from a grown steer. The 
by-products obtained in this process include oil, glue, 
insulin, walking sticks and various kinds of trophies. 
It is not unusual for one company to capture as many 
as 300 sharks in a single night. 

The present chemical revolution will produce results 
of greater importance to life and industry than did the 
steam revolution which started more than a century 
ago. Only two or three dozen alloys were available in 
1900. Now we have about 1700 with more coming 
almost daily. 

Heavy metals are giving way to new varieties that are 
strong, tough and light. We may look forward to the 
time when an able-bodied man will find it possible to 
carry a 100-horsepower engine on his shoulder. Type- 
writers and other common machines will weigh a frac- 
tion of what they do at present. Knowing the construc- 
tion of atoms and the molecular arrangement of crystals, 
the chemical engineer will produce the precise alloy he 
desires by drawing up plans on paper in quite the same 
way as sketches for a house or bridge are prepared. 

The fact is we have only just entered an age of 
metallurgical miracles. Many people have tried the ex- 
periment of greasing a needle and placing it on water 
where it will float. This same idea carried into prac- 
tical use has given us a comparatively new process which 
makes it possible to reclaim millions of dollars worth of 


metals which were formerly thrown away on slag 
dumps. 

By practically reversing the law of gravity, the modern 
metallurgist is now getting as much as 95 per cent of 
the values out of ores that were yielding only 60 per 
cent a dozen years ago. Millions in precious metals are 
being obtained from properties that were abandoned 
because they could no longer be worked with profit. A 
few people got together and bought an old mine in 
British Columbia along about 1917, paying only $250,- 
000 for the entire property. Last year this mine pro- 
duced net earnings of more than $12,000,000. 

Wealth that comes from saving what we already 
have is no less real than that which results from the 
production of things entirely new. Losses from rust 
have been totaling tens of millions of dollars annually. 
As a consequence, brass pipe is replacing corrodible pipe, 
and bronze screens are being substituted for the shorter- 
lived galvanized ones. Rust-proofing is bringing a 
multitude of changes. New uses are springing up. 
Copper is finding a market as a roofing material. When 
properly grounded it provides protection against light- 
ning. In some cases shingles are merely given a copper 
coating on their wearing surface. Durable gutters and 
fixtures in a home cause prospective buyers to assume 
that the rest of the construction is equally sound. 

If the dreams of scientists are realized, wood will 
gradually find more valuable uses than as a structural 
material. Quarried stone will give way to rustless alloys 
incased in cement or some other artificial plastic sub- 
stance that can be poured. Even furniture will be made 
largely of synthetic materials, and rubber will come from 
various bases such as petroleum, potato starch, calcium 
carbide and coal-tar derivatives, instead of being made 
from the milk of millions of hevea trees. 

While I have hardly scratched the surface of the sub- 
ject, sufficient has been set forth to indicate the character 
of current achievements and the probable nature of 
futurd trends. . 





A Strong and Sturdy Wall Safe | ish and also in a new mahogany crystalline | 
finish, which is rough in texture and has a 


colorful metallic glint. 


The Wehrle Co., Newark, Ohio, is man- 
ufacturing The Wehrle Watchman, a 
strong and sturdy wall safe, for the home 
or small office. It is constructed of 18 and 
22 gage steel which has been die-cut and 
formed into a double wall and electrically 
welded. Between the steel walls, on all | 
sides is a thick sheet of cellular asbestos. | 
This forms a strong heat resisting wall | 
with plenty of dead air space. | 

| 





The Wehrle Watchman has been de- 
signed to be attached to floor beams, fire- 
place bricks, or wall supports. The fast- 
enings are at the rear, out of sight and | 
reach of tool. There is a simple, yet sure | 
combination lock. The lock, dial and han- 


dle are nickel plated. This safe can be | the safe is finished in blue velvet. Ex- 
secured in the standard green lacquer fin- | terior dimensions, 8 by 12 by 5 inches. 





Useful Argentine Cloth 


Blossom Trimming Co., Inc., 79 Madison 
Ave., New York City, is importing into 
this country and distributing to the hard- 
ware trade a most useful fabric known as 
Argentine Cloth. It can be likened to a 
glazed cheesecloth, forming a transparent, 
tough, sturdy fabric. It is dustproof and 
resists tearing. Argentine Cloth comes in 
12 shades and white and can be used as a 
dust cover for bridge lamps, standing 
| lamps, etc. As it is transparent, when a 
pink cover of Argentine Cloth is placed 
on a pink lamp shade, it blends in color. 
This cloth comes in a strip 33 yards long 
and 54 inches wide. The company will be 
glad to send further information on re- 
quest. 


The interior of | 
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Sells Simple, Strong, Durable 


as 
Soon as 


Shown Spring is enclosed and protected 


The Greatest Value Ever Offered in a DOLLAR Door Closer 


Screen doors are intended to be kept tightly closed. 
But many times people forget or neglect to close 
them tightly. The NOT-A-SLAM Door Closer closes 
the door every time. Does it quickly, quietly and 
tightly. Keeps out flies, mosquitoes and other in- 
sects. The spring is enclosed, which protects it 
from the weather. No rust. 


Operates equally well on Screen Doors, Combination 
Doors and Light Wooden Doors. Quickly and easily 
attached or removed. May be used on a door open- 
ing from the inside or outside. When desired, may 
also be used to hold the door open at any angle. 
Don’t overlook this feature. Sold only through 
Hardware Jobbers. Write for prices. 


DETROIT DOOR CHECK CO., Box 73, Northwestern Station, Detroit, Michigan 











INDIANA 
X-tra 


Quality 







Indianas sell be- 
cause they give 
the type of service 
that appeals to 
careful __ buyers. 


Youll prefer 
them because they 
have this sales ap- 
peal. 


Our Brands 
Indiana, Imperial, New Castle, Matchit 


The Indiana Rolling Mill Co. 


New Castle, Indiana 
Division of 
Galesburg Coulter-Disc Co., 


Trojan, 


Galesburg, Ill. 











Rubber Chair Tips 


of six different styles and sixteen different sizes 
in a neat showcase display box. They prevent 
injury to the floors and muffle noise without 
leaving a mark. 

Our Catalogue Shows our complete line of 
rubber specialties with prices. Send for it. 


ELASTIC TIP CO. 


370 Atlantic Ave. Boston 




















For Heavy Service and Endurance 


“YANKEE” Plain Driver No. 90 


Will stand up under all manner of use and rough 
treatment 


Blades cannot turn in the handle and bits will 
not break. You have our unlimited guarantee. 


NORTH BROS. MFG. CO. 
Philadelphia, Pa. 








i Ask your job- 
ber for Coun- 
ter “Display” Free 


‘with a small order 
for Drivers. 
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THE DOLLAR 


ACM E ICE CREAM FREEZER 


To your customers the gearless mechanism 
of the ACME FREEZER assures— 
Nothing to wear out or get out 
of order. 

Easy, 5-minute operation. 
Thorough whipping of con- 
tents. 
Retail at: Bright Galv., $1; 2-qt. 


and 4-qt. Enam Galv., $1.25 
and $2.25; pint ACME Jr., 60c. 




















140 BROADWAY, NEW YORK.NY 


BUY FROM YOUR JOBBER 


SWEDISH PANSAR FILES 


made at ESKILSTUNA by 
C. O. Oberg & a. 

are fully guarant 

Oberg’s files are produced from 
the finest Swedish charcoal 
steel. They are reliable and 
worthy of the utmost 
confidence owing to 
their sharpness, en- 























Ti 

a durance an d 
Smooth uniformity of 

Clreular Cut temper. 


We carry a full line of files, 
chisels and pliers. 


Write for catelogue. 


SOANDIBATIAR waerenn IMPORTING CO., Ltd. 
09 Lafayette St., New York, N. Y. 


suniianal rae 304 Raliway Exchange Bidg., Seattle, Wash. Montreal, Can. 


simu 


“Known as the best” 


RUBBISH BURNER 


Woven from High carbon 
Flat Steel strips 
1%” wide x 18 gauge 








MODEL 
F 4-c 





m. 3-€ 





Give your customer a 
chance to buy the best ° 
In tor. 


in vied Knocked down, 
dividual cartons, 
3rd Class Freight. 
H. B. BORNSIDE 
Menufecturer and Patentee 
Providence, R. I. 
Write for price lists. 


WIRE PRODUCTS 


for every need 


Cambria Fence 
Steel Fence Posts 
Wire—Barbed, Barbless and 
Twisted; Processed, Bright 
and Galvanized 
Nails—Cement-coated, Bright 
Blued and Galvanized 
Wire Rods Staples 
BETHLEHEM = Comr aare 
General Offices: BETH 






























BETHLEHEM 





Coming Hardware 
Conventions 


AMERICAN STEEL AND HEAvy HARDWARE ASSOCIA- 
TION CONVENTION, Copley-Plaza Hotel, Boston, Mass., 
May 22, 23, 24, 1928. Benjamin R. Sackett, secretary- 
treasurer, 503 Arch Street. Philadelphia, Pa. 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Hotel Marion, Little Rock, May 15, 16, 1928. 
L. P. Biggs, secretary, 815-816 Southern Trust Build- 
ing, Little Rock. 


HARDWARE ASSOCIATION OF THE CAROLINAS CONVEN- 
TION, Charleston, S. C., June 5, 6, 7, 1928. Arthur R. 
Craig, secretary-treasurer, 804-806 Commercial Bank 
Building, Charlotte, N. C. 


LouIsiaNA Retrart HarpDWARE IMPLEMENT AsSO- 
CIATION CONVENTION AND EXHIBITION, New Iberia, 
June 4, 5, 6, 1928. S. H. Sale, secretary, Shreveport. 

Mississipp! Retail HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Edwards Hotel, Jackson, 
June 12. 13, 1928. Guy Nason, secretary, Starkville. 


MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Feb. 19, 20, 21, 22, 1929. Place to be de- 
cided later. Chas. H. Casey, manager-treasurer, Nicollet 
at Twenty-fourth Street, Minneapolis. 


NATIONAL Retait HARDWARE ASSOCIATION CON- 
GRESsS, Boston, Mass., week of June 25, 1928. H. P. 
Sheets, secretary-treasurer, 130 E. Washington Street, 
Indianapolis, Ind. 

HARDWARE ASSOCIATION 


Feb. 12, 13, 14, 1929. 
C. N. Barnes, 


NortH Dakota RETAIL 
CONVENTION AND EXHIBITION, 
Place of meeting to be decided later. 
secretary, Grand Forks. 


SoutH Daxota RetAit HARDWARE ASSOCIATION 
ConvENTION, Sioux Falls, Feb. 5. 6. 7, 1929. Chas. 
H. Casey, manager, Nicollet at Twenty-fourth Street, 
Minneapolis, Minn. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
AssociaTION, composed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibition, Atlanta, Ga., 
May 22, 23, 24, 1928. Walter Harlan, secretary, 701 
Grand Theater B uilding, Atlanta, Ga. 


Selling the Garage Man 


“Sixty-five per cent of your auto accessories business 
should come from the garage trade,” advises Percy Peck, 
manager of the Martin Hardware Co. of Mansfield, 
Ohio. “Keep away from freakish items which have no 
practical application in touring comfort or service. Get 
a license list from your local auto club and circularize 
every Car owner in your community. Link up your auto 
accessories and tools, for every car owner is a prospec- 
tive tool buyer. To succeed you must know your line. 
The differences in various cars must be studied. To 
sell oil you must think in terms of lubrication. Some 
one man in your organization should be delegated to buy 
stock and sell accessories.” 
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When Profit Is Under Control 


(Continued from page 38) 


Only to a’ certain extent does a heavy sales volume 
make up for a topheavy gross outlay. The reason is 
that as volume mounts overhead mounts, though not in 
direct ratio. It is true that 1 per cent on a $150,000 
turnover offers bigger rewards than 1 per cent on a 
$50,000 turnover. But the increased cost of turning over 
$150,000 worth of goods cuts down the | per cent con- 
siderably unless some means is taken to secure control 
of this cost. 

It is undoubtedly a wise policy for every retailer in 
the trade to establish in his own mind a fair net profit, 
whether it is 2 per cent or 6 per cent, and then strive to 
attain it. 

But to do, he has recourse only to greater economy 
in the operation of the business itself. Not only economy 
in buying and selling but also in caring for stock and 
reducing shrinkage along with rent, taxes, insurance and 
wages. If purchasing prices are set, the retailer can 
look there only for partial relief in building up his net; 
if selling prices are controlled largely by competition, 
there isn’t much to be gained there. But the cost of 
doing business lies within the control of each dealer. 

It is there he must attack the enemy! 

Just as current overhead operating costs are flexible, 
there is a certain amount of flexibility in store operation 
itself which will increase net profit. 

This means watching the small leaks in selling, which 
cause losses and which can come only out of net profit. 

Net profit isn’t set—it is bound to be flexible, depend- 
ing upon the degree of- efficiency with which the indi- 
vidual business is run. 


Four Serviceable Small Garden Tools 


Realizing that there was a demand for a set of serviceable, 
small garden tools that would not easily bend, break or come 
apart, The Union Fork & Hoe Co., Columbus, Ohio, brought 
out the “Flower Lover’s Buddies,” a set of four strong and 
useful small tools. In this sét is a garden trowel, a hand 
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M__ FLOWER LOVERS BUDDIES. 
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TOOLS HAND FORGED FROM HIGH CARBON STEEL 
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weeder, a hand garden spading fork and a triangular hoe. The 
steel parts of these tools have been carefully forged and highly 
tempered. The handles are shaped for a comfortable grip and 
have a green lacquer finish with bronze trimming. Each tool 
is wrapped in tissue paper and the four are packed in a brightly 
colored carton which may be used as a gift box or a counter 
display stand. Each carton is enclosed in a heavy mailing con- 








tainer to insure delivery in good condition. 
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Reed and Prince 
wood screws, ma- 
chine screws, cap 
screws and set 
screws. Finished 
plain, nickel, brass, 
copper-plated, 
Sherardized or hot 
galvanized. Also 
stove bolts, sink 
bolts, hanger bolts, 
nuts, rivets, burrs 
and specialties. 

Millions of product 
—one standard for 
accuracy ana quality. 


REED & PRINCE MFG.CO, 


WORCESTER, MASS..U.S.A. 
WESTERN BRANCH arCHICAGO- 12] NORTH JEFFERSON ST. 
ens conwaren eaaneh ER U  NRN D 






















j 
j 
7 


c.f 











mo 
Bell 


——s 














THE HARDWARE DEALER 


Is the Logical Distributor of Tires and Accessories 


This being the case, consider the following facts. 


Every year sees a large increase in the number of hardware 
dealers who sell tires and accessories. Many of the readers 
of Hardware Age have taken on this line because of the efforts 


of Hardware Age. 


Articles that show the dealer how to handle tires and acces- 
sories with the greatest profit appear in Hardware Age often. 
Stories of what other successful dealers are doing with tires 

and accessories are winning over many dealers who are well 
equipped to distribute this line profitably, for themselves and 
for the manufacturer. 


Advertise your product in the medium that has done and is 
doing so much to convince the hardware dealer of the desir- 
ability of tires and accessories as a line and your advertising 
appropriation will go farthest in RESULTS. 


Tell Your Story in 


HARDWARE AGE 
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They Jake Fold At | 
The First Pressure || 


No need to hammer or bear 
down hard on American 
Screws. Their sharp gimlet 
points start’ with the first 
pressure of your screw driver | 





The popularity of American 
Screws necessitates the mainten- | 
ance of large stocks in both Chi- | 
cago and Providence. Shipments | 
can be made from our warehouses | 
at a moment's notice 

| 

| 

| 
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AMERICAN SCREW CO 


PROVIDENCE. R.UI.U.S.A. | 


WESTERN DEPOT: 225 West Randolph St., Chicago, Ill. 


“Put It Together With Screws ” 
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Fast Moving 
Profitable Staple 


Grocers and hardware dealers all over the 
country find that a new staple product has 
won a place on their shelves—the bottle cap 
for home use. 


Actually, it is difficult for those who supply 
their trade with C. C. S. and Home Use 
Bottle Caps to keep this staple on their 
shelves—it sells so quickly. 


Home beverage makers need only one trial 
to convince them that-C. C. S. and Home 
Use Bottle Caps are especially adapted to 
their needs. 


What is even more to the point, this staple 
is exceptionally profitable to the dealer. 
Such a profit is possible because of the oper- 
ating efficiency of the Crown Cork and Seal 
Company, originators of the bottle cap. 


If this new, fast moving, profitable staple 
has not yet been tested by you, send us the 
coupon below for a special proposition. 


CROWN CORK & SEAL CO. 


Original Manufacturers 


Baltimore, Maryland 


5-H. A, 
Crown Cork & Seal Co., 
Baltimore, Md. 
Gentlemen: Make me special proposition, send samples and prices 


on C. C. S. Home Use Bottle Caps 
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(ANS 11 MODELS 
MEET EVERY 


CUSTOMER NEED 


AUTOMATIC 
SELF ADJUSTING 
BALL BEARING 
REEL BEARINGS 

















[FOUR SQUARE CONSTRUCTION FRAME CAN'T TWIST | 





Every model built on our “four-square” con- 
struction and sold on our “four-square” 
plan. Every model with special features 
that conquer competition and bring quicker, 
easier profits. 


Self adjusting ball bearings—extra large 
pinions with positive throw pawls—easily 
accessible cutter bar adjusting screws—self 
sharpening due to perfect adjustment— 
manganese steel reel blades and crucible 
tool steel cutter bar blades insure lasting 
keenness—oil pockets lubricate all bearings 
—12 to 20-inch widths. 


Herschel’s need less pushing to sell and less 
pushing to run—after they are sold. Refer 
to Herschel Catalog 79, pages 161 to 169, 
or write for all facts, prices, discounts, etc. 


R. Herschel Manufacturing Co. 


PEORIA : ILLINOIS 
Branches: Omaha, Nebr., Minneapolis, Minn. 


Distributor 


PUTNAM & COMPANY 
32 Howard Street, New York City 


“Good Equipment Makes 
a Good Gardener Better” 






Mower and reaper sections and knives; guards, heads, rivets, 

parts for mowers and binders, corn harvester and hand cutter knives; 
single and doubletrees; wagon boxes; spring seats; endgates; lawn 
mowers; check rower wire; clevises; and 1000 other agricultural im- 
plement supplies. 
















Corbin Extruded Metal Padlocks 


are not made 
from castings, but 
from solid bars 
of extruded brass, 
machined out to 
receive mechan- 
ism. They are 
made in ten dif- 
ferent sizes from 
15/16 of an inch 
to 2% inches. 


Their worth is 
proven by their 
consistent satis- 
factory perform- 
ance at all times 
and under all 
conditions. 





These Cast 
Bronze Padlocks 
are very artistic- 
ally made from 
cast bronze met- 
al machined out 
to receive an all 
rust proof mech- 
anism. The shac- 
kle is of wrought 
bronze, drop 
forged to create 
more _ strength, 
durability and 
better appear- 
ance. Made in ten 
sizes from % 
inch to 3 inches. 








No. 5015 


A new Padlock Assortment, mounted on a steel panel 
finished in -mahogany. Suspended by a chain top. 
Each lock has three lengths of tempered steel chain, 
30, 36 and 42 inches, protected by a case. Two cast 
brass and one extruded metal padlock in the assort- 
ment. A stock of these locks suitably packed in boxes 
to go on the shelves. 


CORBIN CABINET LOCK CO. 


THe AMERICAN HARDWARE CORPORATION a8 Successor 
NEW BRITAIN, CONN., U. S. A. 
NEW YORK CHICAGO PHILADELPHIA 
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The builder who is 


proud of his houses 


uses GRIFFIN 


Butts and Hinges 





~ Manufacturing Co 
ERIE PENNSYLVANIA 


vanch Offices__, 


New York, 45 Warren St. 
Chieago, 555 W. Randolph St. 
Boston, 76 Batterymarch. 

San Franelseo, 703 Market St. 
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Pp AIN that fought cinders and 
gases for 12 years ~ 
Typical of the conditions a metal protective 
paint must meet are those under which Dixon's 
Silica-Graphite Paint has served the W.-B. & 
H. Ry. on the bridge shown above. Yet one 
painting with Dixon’s Paint lasted 12 years 


and provided ample protection during the 
entire time. 


We have other authentic records showing 
up to 20 years service for Dixon's Paint on 
iron and steel surfaces under a wide variety 
of adverse atmoSpheric and operating condi- 
tions. 


The reason for such unusual paint service 
lies in the special form of graphite used— 
crystalline flake in natural, combination (not 
artificial mixture) with silica. The vehicle 
is boiled linseed oil. 


True, Dixon's costs more, but it delivers 
more years of service and decreases paint 
maintenance costs. It is a paint that really 
protects from atmospheric and corrosive con- 
ditions and will outlast cheaper grades many 
times. 


Write for Color Card and Booklet No. 40B. 


Joseph Dixon Crucible Company 


Jersey City DK New Jersey 


Established 1827 


DIXON’S ¢rarure PAINT 
ADEQUATE PROTECTION AT 
MINIMUM ULTIMATE COST 
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BATH ROOM 
FIXTURES 





Pleasing designs plus durability 


Bath room fixtures must first appeal 
to customers by reason of their out- 
ward attractiveness. When installed 
they must prove their hidden worth 
by their durability. 


runcce Bath Room Fixtures win the 
eye, because of their pleasing designs. 
They win continued patronage because 
beneath their surface is a body of 
SOLID BRASS which wears for years 
and years without a trace of rust or 
corrosion. 


When additional patterns are required 
customers naturally stick to RINO@ 


Send for latest Catalog and Discounts. 





This Wall Soap Dish 
is a popular selling 
pattern. It is Solid 
Brass, highly polished 
and heavily nickel 


We make many other 
designs. When desired 
the pattern shown 
may be had in White 
Enamel Finish, as well 


AMERICAN RING CO. 
Waterbury, Connecticut, U. S. A. 


Branch Offices: 


plated. 





as Nickel Plated. 


Boston—-170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Chicago—29 E. Madison St. 

















DON’T OVERLOOK 
THESE BIG PROFITS 


The poultryman is looking right NOW for equip- 
ment to raise his chicks. You should have the 
OAKES LINE on display. There are 100 items 
—every one a rapid seller. Act quickly and get 
these ready profits. 


BIG CATALOG FREE 


Write for it today. Prompt 
shipments guaranteed. 





% 


Oakes “ECONOMY” 


over —lamp 
heated. Just what 
the small raiser 


wants. The price 
sells it every time. 


OAKES FURNACE 
EBROODER—for soft 
or hard coal. Keeps 
1000 chicks warm ALL THE 
TIME. Outstanding features 
make it a ready seller. 


Oakes Manufacturing Co. 
347 Dearborn St. 





TIPTON INDIANA 











CORBIN 


Wood Screws 

Drive Screws 

Coach Screws 

Machine Screws 

Set Screws 

Cap Screws 

Saw Screws 

Thumb Screws 

Hand Rail Screws 

Special Automatic Screw 
Machine Products 

Stove Bolts 

Tire Bolts 

Sink Bolts 

Hanger Bolts 

Machine Screw Nuts 

Furnace Chain 

Ladder Chain 

Sash Chain 


o 
Agricultural Bolts 
Stove and Tire Bolt Nuts 
Semi-Finished Nuts 
Castellated Nuts 
S.A.E. Nuts 
Jack Chain 
Plumber’s Chain 
Register Chain 
Safety Chain 
Escutcheon Pins 
Speedometers 
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The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warehouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 






































A NEW No. 0000 CLIPPER 
OF BROWN & SHARPE 
QUALITY 


This new No. 0000 clipper cuts even closer than 
the No. 000 which dealers have long been accustomed 
to sell. The under surface of the cutting teeth on the 
lower plate is ground concave and the points are care- 
fully rounded to slide smoothly over the skin. 


No. 0000 has the same easy cutting action and reli- 
ability as other Brown & Sharpe Clippers. You'll 
find many customers for this new close cutting Brown 
& Sharpe Clipper—size 0000. Dept. HA, Brown & 
Sharpe Mfg. Co., Providence, R. I., U. S. A. 














There are now eight sizes 
of ‘‘Bressant’”’ Hair Clippers 
from No. 0000 to No. 3, a size 
for every requirement. The 
‘‘Narrow Plate’ is made in 
two sizes, No. 000 and No. 
00, and the ‘“‘Home Model’ 
in one size, No. 000. 








BROWN & SHARPE HAIR CLIPPERS 


Made Best—They Give wines: Satisfaction 








YOUR TIME IS aps gagerman Cc oO E S_— 


TIME 


Any Clerk Can Set Up 
SPACE 
Better Way Counter Tops MONEY The dealer who wants 
: to build up a good and 
permanently _ substantial 


includes 


sellers. 


ea ; fe Any good Jobber will supply you 
“COES"! 


ya | 


oom 

: 

Fog 

- 

— 


can be made any size by clerk instantly. 
Investigate—Send for Descriptive Booklet Worcester 


Better Way Counter Dividers 


Manufactured by J. C: McCARTY & CO..........- 253 Broadway, New York 
113 Chambers Street, New York 


STILLWATER MFG. Co. ee a ee 61 Shoe Lane, London, B. & 


STILLWATER, MINN. FENWICK FRERES......... 8 Rue de Rocroy, Paris, France 





trade on tools invariably 
COES_Knife- 
Handle Wrenches. 


A carefully selected 
stock is always essential. 
Sizes: 6” to 21”. All good 


with 
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Here is a new, pectin Fe counter top that does away with all 

troublesome, old fashioned equipment. Attractive in appear- COES WRENCH CO. 

ance—economical and practical—saves time and space. Bins PP 1 99 
In Business Since 1841 


ey 





Age 
| @talog 









Mass. | 





SELLING AGENTS 
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re) ees fr. eee 
They | 0° They 
Are |®° oss Are 
the Best, 9 the Best 




















Millions 
and Millions 


Of People Are Pushing 


BOMMER SPRING HINGES 


Whenever They Open a Door 


Follow 
the Line of Least Resistance 


Stock and Push Them 


Bommer Spring Hinge Co., Brooklyn, N. Y. 











CINCINNATI 


Overnight from nearly all cities 


America’s Logical 
Convention City 





HOTEL fg GIBSON 


RALPH HITZ Manager 


1000 Rooms, $3.00 Up 


Cincinnati’s Logical Convention 
Headquarters 


MAMMOTH ROOF GARDEN AND BALL 
ROOM SEATING OVER 1,000 EACH 


20,000 Square Feet Display Space 


Accommodations For More Than 2,000 Guests 














Between 
its tinkles 


VEN in the best 
regulated stores 
there are inter- 
vals between cus- 

tomers. Have you ever 
thought about making 
these intervals produce a 
profit? 


Try this. Let your staff 
read the contents of Harp- 
WARE AGE whenever there 
isan opportunity. Doing 
this consistently will 
shorten the time between 
customers. Not because 
reading makes the time go 
faster, but because absorb- 
ing the good things read 
will start a train of 
thought and activity that 
will keep even the cash 
register busy. You know 
what that means! 


HARDWARE AGE 
239 West 39th Street 
New York, N. Y. 
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A Quick Acting Clamp 
for Boat Builders 
Cabinet Makers and 


General Use 


This Hammer & Co. Malleable Iron Build- 
ers’ Clamp is a big seller for all general 
purposes. 

Tilting the sliding jaw a little allows it to 
slide up or down, to engage the ratchet at 
any desired point, when a turn of the screw 
clamps the work securely. The clamp is 
disengaged with the same ease and quick- 
ness. 

A stiff frame and jaw, a screw of semi- 
steel, and no riveted parts to become loos- 
ened, assure complete satisfaction to every 
user. 


Send for Prices on our Complete Line of 
Malleable Iron Specialties. 





Malleable Iron Fittings Co., Branford, Conn. 











CASEMENT 
OPERATOR 


This Operator has 
been on the market six 
years; has been used 
from Coast to Coast in 
all sorts of buildings— 
both public and private 
—so we will simply 
state here that it opens 
and closes Outswinging 
Casement Windows 
from within, locks the 





Fig. 1 


sash in any position and 
is powerful enough to 
overcome binding and 
rattling. Screens and 
curtains may be hung 
inside without interfér- 
ing with operation. 

Simple, strong, prac- 
tical and _ absolutely 
guaranteed; an asset to 
the popular outswinging 
casement. Placed on 
top or within the frame- 
work as shown in fig- 
ures 1 and 2. 





Circular upon request. 


Fig. 2 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVENUE, N. Y. 





























Eliminate Competition with this 
NEW BEISSER KEY MACHINE 


Cuts ALL kinds of keys. No other machine like 
it. Anyone can operate it. Do not be misled and 
say “I wish I knew about the Beisser Key Machine 
before.” Make first keys without taking the lock 
apart. 


Let us tell you what a key department can do for 


you. Write today. 


Beisser Key Machine Co. 
407 East Fort Street 
Detroit, Mich. 








TEPSE 














FFT 


“public cannot resist buying” 





Mr. Wilson’s letter ex- @e* 
presses more emphatic- 7 ‘ & 
ally than we would 
dare claim, the busi- 
ness-building value of 
Heller fixtures and the 
satisfaction which in- 
variably goes with 
Heller service. Read it! 


- 


“@ @ * * sales have in- 
creased over the same 
period last year. With One of the “Turn-about” Door Dis 
open display fixtures we Wall Cabinets in the great Wilson a 
are able to display at ware’ store at Buffalo 
least 85% of our stock. z 
Slow moving items are now more rapid 
sellers and this of course will increase We can add nothing 
“tod rate of Piette There has also to these statements 
een a very noticeable increase in the 
number of lady customers. Merchan- except to ony that 
dise is displayed in such an inviting way YOU, too, will fee) 
that the public saint ventas buying. We the same way about 
are very well pleased with our Heller j ‘ 
Equipment and will recommend your it when you install 
Sateses at ali tee 0 © OF new Heller fixtures. 
J. L. Craig Wilson 


Business Building Store Fixtures 
Got ao ete on pe eee me 8 OW. C. HELLER @& CO. 


0 ew Digi =) Penneytvante 700 Bryant St., Montpelier, Obio 


able etal Saw Rack 
©) Nail Counters > 
Price Tickets for ( Display Door 30 Vesey St., Suite 600, 
Display Tables Wall Cabinets New York City 


5-17-28 58-A 
Write name and address in the margin below. 


ae ee a] 
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HAND PLUG DRILL 


Stone-Working Tools 
and Supplies 


Catalog on request 


The wrench with its 
Life insured! 






DIAMOND WRENCHES are insured for 


life. Policy in every box is finest talk- 
ing point possible. Guarantees absolutely 
highest quality. 

WRITE FOR CATALOG 


Diamond Calk Horseshoe Co. 


4622 Grand Ave., Duluth, Minn. 























uit) 









uw 






TROW & HOLDEN CO., Barre, Vt. 


YD) Jit Wien die 


aml nel 


Standard TireValves and ValveParts 





THe Ditt Merc. CoMPANy 
Cleveland, Ohio 


Manufactured in Canada by The Dill Mfg. Co. 
of Canada, Ltd., Toronto, Ont. 





KEYSTONE 


Box Kit Socket Wrench 


Meets the demand for a 
moderate price emergency 
wrench set. 6 sockets and 
handle. Finely finished, 
tapered steel box. Does not 
rattle. 








Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives — Surpless, 
Dunn & Co., New York, Chicago 


No. 222 
list price 
$1.00 











Wood 
Screws 


Rivets 
Roofing Nails 
Scratch ‘Brush Wire 











THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
Milton Pray Co., San Francisco, Los Angeles, Seattle 


George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 





Osborne High Grade Punches 








Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Alse: 
ae 0 Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
‘ools. 
The above tools will please your customers, as well as eur 
— Round and Oval Punches. 
Remember we have had @ne hundred years of successful mana- 


facturing experience, employ only skilled workmen and use 
finest quality of materials. 


We stand back of every tool we make. Try us. 
Write for Catalog. 





Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 

















From Pig Iron to Package 


We share res ponsibility with no one—we alone are answerable 
for our products We mix, mold and anneal the iron; we 
machine, as ssemble, paint and pack the finished product—and we 
believe this is the reason for the quarter century 

success of A-P garage door hardware, door hangers, 

overhead carriers, fire door hardware, rolling ladders 

and spring hinges. Write for catalog No. 95 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 
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> BOLTS“ N 
}CAPSCRE 


FOSIER4 


Personal Service 





Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections 
of the country. 


The Foster Bolt & Nut Mfg. Company 


CLEVELAND CHICAGO 


Unien Ave. and E. 72nd St 6249 te 6265 West 65th St. 
Telephone Broadway 640 Telephone Hemlock 4484 


in Big Business 





IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 








Extra Money from House Numbers 
This Attractive Counter Display Does It 


Your customers will buy 
house numbers if you'll 
display them. The hand- 
some Premax line includes 
brass and aluminum 
figures to suit every taste 
and pocketbook. Packed 
in ‘convenient units of 10 
or 50 assorted numbers 
each. Ask your jobber or 
write. 





NIAGARA METAL STAMPING 
CORPORATION 

in attractive counter dis Dept. H.A. 5-17-28 

Niagara Falls, N. Y. 


In cartons of 10 each or 


play boxes of 50. 











A Key a Minute 
Shows the Profit in It 


Hundreds of hardware 
stores are making money 
with Segal Key Cutters. 
The 

Segal Key Cutter 
cuts all makes of flat, 


cylinder, or paracentric 
keys. Used by ten thousand locksmiths. 


Made by the makers of the famous Segal 

Jimmy-proof Lock. Write for Literature. 

Segal Lock & Hardware Co., Inc. 
155-161 Leonard St., New York 

















G.U.S. PAT. OFF. 


Eacu year sees Sun-Red Edge more firmly 
established as the finest screening on the market. 


REYNOLDS WIRE CoO. 


DIXON, ILLINOIS 


























= a meget 
Sloyd Knite 4 
R. MURPHY’S STAY-SHARP 


Sloyd and Manual Training Knives 


good tools to work with. STAY-SHARP. 





Exceptionally 

Longlived. Tight hafidles. Perfectly balanced. Every one 
makes good, or we will. Get Murphy prices and catalog. 
Be in a position to offer schools, ete., in your vicinity, the 


standard line, known for 78 years. 
Robert Murphy’s Sons Co., Ayer, Mass. 
EST. 1850. 


Also makers of Shoe, Kitchen, Roofing, 
Paper Hangers’, etc., Knives. 





Beye) for asta full name 


Russell Jennings 


stamped on the round of our 


Auger Bits 


The original doubie twist auger pit, patent 1 by 


Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 


Chester, Conn. 








YERS HRN 
e): ADD 


MODERNIZE STORE METHODS 


To provide adequate storage facilities for shelf stock—to 
make it accessible and convenient for clerks and siock men 
to handle with absolute safety—to insure quick service for 
wholesale or retail trade—install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand‘grips, rubber tires, over- 






















head track system, firm construction throughout, eliminate vibra- 

tion and noise and produce a ladder of ample strength for 
safety, convenience and efficiency. One style only—neat of 

design—attractively finished—any height—easily installed — 
meets most requirements. Circular on request. 


mE FE. MYERS & BRO.Cco. 
ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS-HAY TOOLS- DOOR HANGERS 
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Classified Opportunities 








Classified Advertising Rates 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


BOXED DISPLAY RATES 


Positions Wanted Advertisements 
50% off rates quoted 








Average 10 words to a line 
Allow One Line for Keyed Address 


Samples of merchandise, literature, ne se~ 
a 








Remittance Must Accompany Order 


to box num 





Opportunity Exchange Section DS RAM Fins ess de eenesascosasene $5.00 
Each additional inch............. 4.00 Address your advertisements and replies te 
Set Solid, Minimum of 5 lines... .$3.00 tunities. "ROS" Woot Some Btn’ how 
ach additiona Bocccccecese 60 : : e. . es oy ew 
All Capitals, Minimum of 5 lines.. 4.00 * ante not I arene e York City 
Each additional line............ 80 insertions, % of s' ons, % Hargpwars Ace is published each Thursday. 


Forms close Nine Days previous to date of 
publication. 





ring more a ordinary reforwarding postage should not 











BUSINESS OPPORTUNITIES 


HELP WANTED 












































IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
Sites to industries locating in Newton Falls. Three railroads, electric 
freight service, main highways for trucking, the best supply of water in 
Mahoning Valley, right in the heart of the greatest industrial center in the 
world. NEWTON FALLS BOARD OF TRADE, Newton Falls, Ohio. 








ESTABLISHED MANUFACTURER OF ‘LINE OF STANDARD 
HARDWARE SPECIALTIES, with well equipped plant in a good in- 
dustrial city in the Chicago Metropolitan District will consider consolida 
tion in this city with similar concern on attractive basis. All negotiations 





confidential. Address Box H-971, care of Harpware AcE, New York. 
WESTERN OPPORTUNITY: Old established hardware business in 

heart of most successful western reclamation project. Crop values ten 

million yearly. County wealth thirty million. Town population 8000, 


county, 17,000. Renowned healthful climate. Write F, Box 31, Las 
Cruces, New Mexico. 




















WANTED—SALES MANAGER BY MANUFACTURER making com- 
plete line of Lawn Mowers. Good Salary and permanent position for right 
Bargain—Job Lot of 250 “Doraks’’ man. Address XY-Harpware Acg, New York City. 
a device to hang on inside of door and which doubles closet space. WANTED—HARDWARE CATALOGUE COMPILER with General 
Provides extra space for trousers, coats, hats and neckties. Strongly Hardware knowledge, state age and salary expected. Give reference. 
made of galvanized bars, cked folded in cartons. Retails $3.00 but Address Box H-962, care of Harpware AGE, New York City. 
will sell lot at 75 cents F.0.B. New York. 
HOTEL MERCHANDISING, INC. 
152 West 42nd Street New York City }} POSITIONS WANTED 
~ ~— 
T. H. WICK WIRE, JR. HELP SPECIALISTS 
511 Fifth Ave., New York City 
FOR THE HARDWARE INDUSTRY IN NEW YORK 
Factory Representation STATE 
Correspundence solicited from manufacturers who want real sales. MALE AND FEMALE 
BVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMBS THE WEEKLY SALARY INVOLVED 
Yale Type Electric Burglar Alarm Cylinder Lock ABBYE EMPLOYMENT AGENCY, INC. 
A 7 in ae a mo ae gy value for mye ont ordi- Remington Building 
nar. ylinder r S. is device gives an alarm the mo- 
mer the Key or any other instrument is inserted in the lock. 113 W. 42nd Street Bryant 7374-5-6 
For sale outright or on Royalty Patent No. 1659502. 
Joseph Bleaker, 1821 University Ave. (Agent), New York City. 
= 
. POSITION WANTED ey eee MAN AGE 34. HAVE HAD 


TWELVE YEARS’ EXPERIENCE van Sot RETAIL HARD- 
WARE AND MILL SUPPLIES. PREFE ehh EASTERN STATE. 
AM PRESENTL ; LOCATED IN_ FLORIDA. COME FOR 
PERSONAL INTERVIEW. ADDRESS BOX H- 968. CARE OF HARD- 
WARE AGE, NEW YORK. 





YOUNG MAN 24, SINGLE, OVER THREE YEARS IN GENERAL 
HARDWARE, For past 18 months as front man and window trimmer. 
Knowledge of paints. General utility man, not bookkeeper. Presently 
taking course in ‘ writing. Desire permanent place. References 
furnished. Address Box H-953, care of HAarpware Ace, New York City. 





POSITION WANTED—AT PRESENT EMPLOYED, but desire new 
connection on or about July Ist, 1928, as Manager of credits or accounts 
receivable. Have had five years’ experience in this line. Prefer Southern 
Hardware connection. Age 27, married. Excellent references. Address 
Box H-961, care of Harpware Ace, New York City. 





HARDWARE. BUSY VILLAGE 7500 population. Stock and fix- 
tures inventory about $23,000. Beautiful store. Old established business. 
Net profits 1927 over $10,000. Owner ill and will sell at inventory. 
Terms arranged. Hunt Realtor, 410 Brisbane Bldg., Buffalo, N. Y. 





FOR SALE—HARDWARE BUSINESS IN rapidly growing town Im- 
perial Valley NO COMPETITION. Yearly sales $25,000 can be increased. 
Easy terms. Address Box H-970, care of HarpwAre Ace, New York. 





FOR SALE—GOOD GROWING HARDWARE AND FURNITURE 
BUSINESS in fast growing New Mexico town, owner retiring. Address 
Box H-938, care of Harpware Acer, New York City. 


HELP WANTED 








WANTED: EXPERIENCED BUILDERS’ HARDWARE MAN imme- 
diately. Must be competent to list hardware from plans and write speci- 
fications. Location Schenectady, N. Y. Address Box H-969, care of Harp- 
ware Ace, New York. 


BUILDERS’ HARDWARE MAN WANTS TO JOIN hardware store 
where he can develop builders’ hardware business. n estimate any type 
of building—apartment house, office, hotel. Possesses sales and executive 
ability and can determine true credit status of a builder. Address Box 
H-940, care of Harpware Ace, New York City. 





HARDWARE MAN WITH TWELVE YEARS’ EXPERIENCE both 
retail and road work with one of the leading jobbers, wants permanent 
connection with retail hardware store, Southern states preferred. Married. 
age 33. Address Box H-936, care of Harpware Ace, New York City. 


SALES ACCOUNTS WANTED 


MANUFACTURER’S REPRESENTATIVE—wants additional lines, on 
commission basis, for CENTRAL STATES. Have an established acquaint- 
ance with Hardware and Auto Accessory Jobbers gained over a period of 
fifteen years. Satisfactory references furnished. Also interested in lines 
going to Furniture Manufacturers and Upholsterers. Address Box 7283-A, 
care of Harpware Ace, Otis Building, Enicago. 
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Classified Opportunities 





SALES ACCOUNTS WANTED 


SALES REPRESENTATIVES WANTED 











A MANUFACTURER OF 28 YEARS STANDING 


specializing in a very high grade line of special sheet metal products, and 
selling to hardware, mill supply, plumbing and steamfitting houses, is de- 
sirous of expanding their business through New York and New Jersey terri- 
tory, by acting as a distributor as well as a manufacturer. Will consider 
an agency or Gealers proposition on several active lines having outlet through 
this class of trade as well as public utilities and contractors. Address Bor 
H-967, care of HakRDWARP AGE, New York. 














SALES REPRESENTATIVES WANTED 








Manufacturer operating three factories 


desires additional salesmen with established following among jobbers 
and retailers to sell vises, saws, household tools and utensils and an 
extensive line of electrical floor and bridge lamps, table lamps, etc. 

en basis. Open territories will be definitely awarded. Sales- 
men having automobile preferred. Address Box H-S6S8, care of 
Hagpwarpe AGB, New York. 














SALESMAN WANTED—PREFERABLY WITH BUILDERS’ hard- 
ware training and experience for Minnesota, lowa and Wisconsin. Men- 
tion former connections and compensation desired. Allith-Prouty Company, 
Danville, Iliinois. 


SALES REPRESENTATIVE WANTED: SALESMEN CALLING 
regularly on Hardware Mill, Machinery and Auto Supply jobbers and 
larger dealers to sell high grade line of Grinding Wheels. Fully guaranteed. 


Straight commission basis. Discounts right; tull transportation or liberal 
allowance; bound to repeat regularly. Carry two small pocket size samples. 
Goodrich Grinding Wheel Co., 1500 West Madison Street, Chicago. 








SALESMEN THOROUGHLY EXPERIENCED with following amon 
retail hardware trade in New York State, Pennsylvania, Connecticut an 
New Jersey to sell complete line of builders’ hardware and tools for pro- 
gressive New York jobber. Reasonable prices and prompt service. Must 
have car. State full particulars. Address Box H-947, care of HARDWARE 
Ace, New York City. 





SALESMAN WANTED—MUST HAVE BUILDERS’ HARDWARE 
EXPERIENCE and be capable of reading blueprints. Calling on archi- 
tects, contractors and general hardware dealers in Illinois. Could also use 
salesman in Kansas and Missouri territory. References required. Address 
Box H-952, care of Harpware Acg, New York City. 





SALESMAN TO REPRESENT LARGE WHOLESALE hardware job- 
bing organization in the New York District. Experience in selling hard- 
ware retailers essential. State age, experience, religion and all details. 
Address Box H-946, care of Harnware Ace, New York City. 








AGENTS, IN TOUCH WITH HARDWARE and Kindred trade to 
represent Manufacturer on Patented Carpenter’s Plane which is creating 
wide demand. _ Illinois Stamping & Mfg. Co., 220 N. Jefferson Street, 
Chicago, Ill., Dept. “B.” 





COMMISSION SALESMEN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638, care of HArpware Acz, New York City. 





_— 





wv, 





Are You Looking for 
REAL Sales Representatives? 


The Classified Opportunities Section of Hardware 
Age is read every week by the kind of men you 
want to get in touch with. 


It costs little to tell them your story. 





The reputation of 
Brown £4 SHARPE 


TO<Ls 


for Accuracy and Reliability 
finds them 
aready market wherever 
metal is used 








e 
Paine Toggle Bolts 
The only spring type toggle 
on the market. 
The wings open instantly 
in any position in hollow 
material. a B c 
Any Style Head 
y length bolt 
Standard bolts threaded 
to head 
Requires no  guiding— 
Just insert-—-The spring 
does the rest. 


Samples on request— 
no charge 


THE PAINE COMPANY 


2947 W. Carroll Ave., Chicago, Ill. 











Seunders Tyr* Sell PIPE CUTTERS 
(-— A) that give Real Service! 
Stand up under toughest work. Improved 
Made of highest quality materials 


ARMSTRONG BROS. TOOL CO. 





design. 
a with knife blade cutter wheels 
Write for new Oatalog 
Barnes Type 


314 N. Francisco Ave., Chicago, U. S. A. 


79 Barclay St., New York, N. Y. 
Plain or enameled 


STRATTON ™*".0 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 














Write for Price 








BABCOCK SPRUCE LADDERS 


Clear Air Dryed Spruce Full Strength of Material 
W. W. BABCOCK CoO., BATH, N. Y. 

















j 
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INDEX TO ADVERTISERS 


Acme Shear Co...... 


Addison-Leslie Co. ........... 
Alabastine Co. 
Alaska 


Allen Manufacturing Co.... 


ge ees 


Allith-Prouty Co. 


ae 
Altorfer Bros. Co............ 
Aluminum Cooking Utensil Co. 
Aluminum Goods Manufactur 
Se ar err 
Aluminum Products Co..... 
Aluminum Wares Association. . 
American Chain Co........... 
American Fork & Hoe Co...... 
American Gas Machine Co.... 
American Handle Co.......... 
American National Co......... 
American Ring Co............ 
American Saw & Mfg. Co..... 
American Screw Co.......... 


American Sheet & Tin Plate Co. 
American Steel & Wire Co.... 
American Telephone 
EE MR. Gees buns kn esusves 
American Thermos 

5 ME CYT SEL ELL ELE E SEE ee 
Ames Shovel & Tool Co...... 
Anti-Borax Compound Co...... 
Apex Stamping Co............ 
eA 
Armstrong Bros. Tool Co...... 
Armstrong Mfg. Co........... 
Armstrong Mfg. Co. .......... 
Arrow Electrie Co............ 
Bien: & Cas Eon. cis.s-. 
Atlas Tack Corp..:i@......... 


Atomister Corp., The.......... 


Babcock Co., The, W. W...... 
Banks Steel Post Co.......... 
| a 
lle. nncieanadnswees de 
Ok ee a ee 
Beisser Key Machine Co...... 
ees We CA Oeis,s .ds.di00005% 
meee Oe; So Di ssasceseaces 
Berghman Co. 
Bergman Tool Mfg. Co........ 
Bernz Co., Otto....... ee 
ee ee 
Bethlehem Steel Co........... 
Billings & Spencer Co......... 


Birtman Electric Co........... 
Bissell Carpet Sweeper Co..... 
DN SE Ar wicniccaks Pontos 


Blaisdell Pencil Co... 22.0020 


& = Tele- 


Bottle Co., 


80 


77 


67 








to insert 








Bommer Spring Hinge Co..... 


PREIS De MEE 6 A0nckSasn ones 
ee Can ER Ws os Feneens 
Bowen Products Co........... 


Brach Mfg. Co., L. S.... 
Urainerd Mie. Ce.....:... 


Bridgeport Screw Co....... 
Bright Star Battery Co........ 


Brown & Sharpe Mfg. Co....81, 


go VNeeeearnes 
Buckeye Alum. Co..... 

suffalo Wire Works Co., 
Burnley Battery & Mfg. Co.... 


Bite. DO. 260002 


inc.. 


Burns 


oo | al ae 
Carbovemdum Co. ii cccacesece 
Coretees Mile Ce. occa cccsaces 
Century Electric Co........... 
Chem Products Ce.....ssesee 
Challenge Refrigerator Co..... 
Chamberlain-Haber Chemical Co. 
Cheney & Sons, S............ 
Chevrolet Motor Co........... 
Chicago Flexible Shaft Co..... 
Chicago Roller Skate Co....... 
Chicago. Solder Co... <ccccccce 
Chicago Spring 
| eS > Ee ee 
Clayton & Lambert Mfg. Co... 


Clarinda 


Clemson Bros., Inc............ 
Cleveland Stone Co., T 
Cleveland Wire Spring Co..... 
its. Ce... 


Coes Wrench Co.....sccesess: 


Coates Clipper & 


Coldwell Lawn Mower Co...... 
Works 
Columbia Tire & 
PE CMiinsoacaavee 


Inc. 


Rubber Co... 


Colonial 


Columbian 
Congoleum-Nairn, Inc. ....... 
Consolidated Electric Lamp Co. 
Continental Screen Co......... 
Case Costpeny, BF. ©... 005000 
Copper-Clad  Malleable 

GA: dkveabgkatatacrsetasins 


Corbin, P. 


Range 


Corbin Cabinet 
re 
Corcoran Mfg. Co............ 
ey  ERAOEB sos ccc ccss 
Commcrt Teel 00.2 ccciicecsccs 
Crown Cork & Seal Co........ 
Cyclone 


Corbin 


Pee: Gi o6oeriecers 


D 
cS LS o Pert ope 
Dazey Churn & Mfg. Co....... 
De Jur Products Co........... 


De Laval Separator Co........ 


82 
74 


5 | 


84 


87 


80 


| Disston & Sons, 


| Domes of Silence Co., 


| Domestic Elec. 


Detroit Check Co 
Detroit Torch & Mfg. Co...... 
Detroit White Works.... 


Door Check Co........ 
Lead 
Devoe & Raynolds Co., Inc.... 
Dexter Co. 
Diamond Calk & 
Dierks Lumber & Coal Co..... 
SR Ta, Be Bea sacvons 

i Fe eee 
Display Material Co..... 


Horseshoe Co. 


Inc., Henry... 
Dixon Crucible Co., Joseph.... 
ee 


Refrig. Co..... 


| Donley Mfg. Co., The.. 


, es is Tas e6sn Se 





Duluth Show Case Co.... 
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Another Business Builder! 
; Sell Puritan Oil Soap 
to the following users. Nine out of ten 
will come back for more 


Housewives Car Owners Factories 
Hospitals Car Dealers Fire Dep’ts 
Janitors Garages Marine Trade 


Dealers: We'll gladly send you a pound can of Puritan 

Oil Soap free. Use it on your own car and let your 

wife try it in the house; then you’ll understand why so 
many users insist on Puritan. 


Jobbers: Desirable territories open. We pay freight on 
shipments of Oil Soap to points east of the Mississippi. 


Puritan Soap Co., Rochester, N. Y. 


Since 1823 


Manufacturers also of 
Puritan Metal Polish and Puritan Nickel Polish 
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DOMES of SILENCE 


Customers gladly invest Ten Cents for a set 
of 4 Domes of Silence which often save many 
dollars in replacement of fine furniture. They 
let a chair slide—in any direction—at a mere 
touch. They give furniture 
three times the life. 


And the convenient little 
package helps the sales. 


If Your Jobber Cannot Supply 
You—Write Us Direct 


We also make all grades of Sliding Casters, Pin 
Slides, Felt Slides, etc. 


DOMES OF SILENCE, INC. 
21 Pearl Street New York City 
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How much of the rent | 


i. Do Your 


| Window Displays 
Pay? 


Do you use your windows 
merely to let the passerby 
know you sell hardware, 
or do you put them to 
work as “Silent Sales- 
men?” You know a real 
salesman is much more 
valuable than a mere. 
“Order Taker!” © Why 
not put your window dis- 
plays in the selling class? 


Your files of Hardware 
Age describe and picture 
many window displays 
that have made money— 
displays that “Pay the 
Rent” and bring about 
the much sought Rapid 
Turnover. 


Put these ideas to work! 
HARDWARE AGE 


239 West 39th Street 
New York, N. Y. 
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The Dazey SHARPIT 


Furnished with screws for 
mounting on wall and with 
detachable, reversible clamp 
for mounting in vertical 
position on table. 












Glass 
Metal and 
Electric 
Churns 





Ave You Stocking These Tivo 
Popular 648 Ot Sizes? 





Dealers everywhere are finding that the two larger 
sizes—the 6 and 8 quart Dazey Glass Churns—meet 
a demand that has existed for some time. Only in their 
greater churning capacity do these two new models 
differ from the other Dazey Glass Churns. All other 
features of mechanical construction which have made 
these churns overwhelmingly preferred have been 
retained. Still greater churning capacity is offered 
by Dazey Metal and Electric Churns. Stock all sizes. 
Meet all demands. Order from your jobber. 


The Dazey SHARPIT 


This household sharpener for putting a keen edge on 
knives, scissors, sickles and other tools about the home 
is easily sold to most of your women customers. It is 
a profitable item to show in connection with your 
cutlery. Your jobber carries the Dazey SHARPIT. 


THE DAZEY CHURN & MANUFACTURING CO. 
Warne & Carter Aves., St. Louis, Mo. 


VAD AS UIT 
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New... Unique... a Sensation! 








The ALADDIN Tray-Chest 


I. Combines appeals of cabinet 3. Air-tight fit of chest heeps 
and tray types out all dust 


2. Glass bottom of tray keeps 4. Anti - tarnish compound 
silverware in sight keeps pieces bright 


A, nnouncing a revolutionary new service — somest and most practical service yet offered 
for six in Tudor Plate which, both for display —_ in quality silverware at a moderate price. 
purposes and in selling appeal, goes far be- —_ Especially smart with the ENCHANTMENT 
yond any container yet devised. Beautifully _ pattern .. . Retails, all complete, at *16.00 
finished in “hunting coat” red,it isthe hand- oNneIDA COMMUNITY STUDIOS, ONEIDA, N.Y. 


* GUARANTEED FOR TWENTY-FIVE YEARS # 


TUDOR PLATI] 


By the Makers of Community ‘Plate 

















